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WINDOWS  95: 

100,000  Win  95  users  within  one  year! 


Close  to  over  two  months  of  its 
“official”  launch,  Windows  95  is 
finally  with  its  three  Indian  dis¬ 
tributors  and  600  resellers. 

And  Microsoft’s  plans  for  the 
product  are  ambitious  to  say  the 
least.  While  the  company  is  not 
committing  on  numbers,  the  ex¬ 
pectations  are  that  “Windows  95 
will  ship  in  the  thousands.” 

“Our  hope  is  that  within  the  next 
12  months,  we  should  have  at  least 
as  many  as  1 ,00,000  to  a  quarter  of 
a  million  users  of  Wmdows  95  in 
the  country.  These  will  include  our 
retail  shipments  as  well  as  PC  ship¬ 
ments  that  will  go  with  the  new  op¬ 
erating  system,”  informed  Rajiv 
Nair,  country  manager, India, 
Microsoft  Corporation. 

“Product  availability  is  going 
to  be  the  key”  and  the  primary 


USP  for  Microsoft.  The  company 
hopes  to  achieve  this  goal  on  the 
strength  of  its  channel  partners 


that  are  currently  present  in  virtu¬ 
ally  every  nook  and  cranny  of  the 
country.  “We  are  providing  cus¬ 


tomers  product  availability  in  al¬ 
most  all  parts  of  the  country— 
whether  in  a  small  city  like 
Gangtok,  or  large  city  like  Bom¬ 
bay.  Our  resellers  are  not  only  sell¬ 
ing,  but  also  supporting  the  cus¬ 
tomers.” 

According  to  Microsoft  the 
idea  behind  having  a  mammoth 
listing  of  resellers  and  distributors 
is  that  the  “user  gets  the  best  pos¬ 
sible  price.” 

“There  is  such  a  competitive 
spirit.  The  user  always  benefits 
from  this.  The  user  gets  a  product 
at  the  floor  price.  In  cases  where 
there  is  a  single  distributor,  the 
pricing  levels  are  different  and  in 
fact  dictated  by  the  distributor.  It 
is  virtually  a  monopoly  situation,” 
Nair  added. 
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Will  Windows  95 
Kill  OS/2? 


SOUND 

OFFS 

See 
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Yes! 

Says,  Vinod  Chopra, 
Director, 

MicroMpi  Pvt,  Ltd. 


No! 

Says,  Bharat  Goenka, 
Director, 
Peutronics  Pvt.  Ltd. 


COMPAQ,  WIPR0,  TOP  CW  SURVEY 

Fire  brands: 


The  micro  hit  parade 


From  the  cool  environs  of  the  cor¬ 
porate  workplace  to  the  warm 
comfort  of  the  home— they’re 
everywhere. 

They  are  the  litmus  test  that 
determines  the  colour  of  an  IT 
vendor’s  bottomline  and  they  are 
the  magic  mantra  that  literally 
means  business. 

No  matter  what  one  says,  it  is 
true  that  nothing  sells  today  like 
micros  and  yes,  IT  vendors,  par¬ 
ticularly  the  ones  on  the  hardware 
side,  know  it. 
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CUSTOMER  ENQUIRIES 

Reiellm 

Ahmedabad: 

Star  Powettech  Pvt  lid. 

Pit  495435 
Bangalore: 

CMC  Lid 

Pit  212425  Fat  217189 
Sunrise  Computers 
Pit  3313888  Fat  3346185 
Baroda: 

Di-Su  System 
Pit  335931 
Bombay: 

Microwatt 
Ph:  6150691 

I  CMC  lid 

Pit  2189181  Fat  2188149 
Careware  Systems  &  Services 
Pit  462062  Fat  4379207 
TOT  Enterprises  Pvt.  Ltd. 

Pit  3719131  Fat  3721230 
Calcutta: 

TOT  Enterprises  Pvt.  lid 
Pit  402965  Fat  2470899 
CMC  lid 

Pit  2470031  Fat  2478058 
Comprehensive  Consultancy 
Pit  270387  Fat  2485855 
Coimbatore: 

Access  Business  Machines  Pvt  lid 
Pit  213692  Fat  213692 
Hyderabad: 

CMC  lid 

Pit  590371-6  Fat  592678 
Madras: 

VIP  Electronics 
Ph:  8274827  Fat  S265985 
Eielan  Networking  tch 
Ph :  5323769 

I  CMC  Ud 

Pit  8522385  Fat  852288’ 

Skylark  Systems  and  Peripherals 

Pit  8276250 

Madurai: 

Crystal  Automations 
Pit  541568  Fat  621888 
New  Delhi: 

CMC  lid 

Pit  310184  Fat  6844652 
TOT  Enterprises  CP)  lid 
Ptt  3321982  Fat  3711273 
APT  isoiogks  Ud 
Pit  6469243  Fat  6473353 
Eagle  Information  Systems 
Pit  6856171 
Patna: 

Graphline  Computers  Pvt.  Ud 
Ptt  660314  Fat  653671 
Secunderabad: 

Accura  Technologies  Pvt.  Ud 
Pit  803397  Pat  801634 
Shillong: 

Anderson  Computers 
Pit  224224  Fat  653671 
Surat: 

Innovative  Computer  Consultants 

Pit  429474 

Dehradun: 


At  Rs.1.6  lacs 

only  one  server 

* 

really  stands  out. 


CONFIGURATION: 
Digital  Priorts  IX  575  I 
*  Intel  Pentium®  Processor  75 MHz  | 

'  16MB  Memory  and  256  KB  WB  cacbA  S 

*  1GB  SCSI  hard  disk  :, 

•  3  PCI  and  3  EISA  slots  '. 

*  SCSI  CD  ROM  drived 

*  On  board  fast 

*  Onboard  PCI  Etbi 

*  Onboard  PCI 
*  14"  monochrome  mom 


INTRODUCING  THE  DIGITAL  PRI0RIS  LX. 
AFFORDABLE  AS  WE  DERNE  IT. 


Nataraj  Engg.  Services 
Ph:  28269 

Authorised  Distributors; 
CMS  Computers  Ud. 
Bangalore: 

Ph:  5586790 
Bombay: 

Ph:  2834494  Pax:  204273 
Calcutta: 

Ph:  293085 
Madras: 

Ph:  4991994 
New  Delhi: 

Ph:  6912036  Fax:  6840159 
Pune: 


Nice  thing  about  a  crowd 
is  that  true  value  really 
stands  out.  So  it  won't 
take  long  to  demonstrate 
that  Prioris  LX  is  the  ideal 
workgroup  server  to  get 


first  entry  level  system  to 
offer  a  PCI  integrated 
design  with  both  Bus 
Mastering  IDE  and  Fast 
SCSI-2.  And  the  only 
system  with  a  PCI  Ethernet 


Pit  790506 
Secunderabad: 

Pit  84833 

Godrej  Trading  &  Services  Co.  Ud. 
Ahmedabad: 

Pit  5831545  Far  5830336 
Bangalore: 

Ph  2216487  Fax:  2279312 
Bombay: 

Ph  2049663  Fax  2852079 


Calcutta: 

Ph  3596106  Fax  378271 
Chandigarh: 

Ph  705945  Fax  703047 
Cochin: 

Ph  315680  Fax  371838 
Delhi: 

Ph  6846331  Fax  68)1482 
Hyderabad: 

Ph  201876  Fax  203587 
Madras: 

Ph  6257331  Fax  6257155 
Pune: 

Ph  628971  Fax  628969 


your  network  performing 
small  miracles  for  a  down- 
to-earth  price. 

We  started  by 
engineering 
blistering 
performance 
directly  into  the 
motherboard. 

Prioris  LX  is  the 
i 


controller  supporting  full 
duplex  transmission  to 
double 
throughput. 

At  Rs.1.6  lacs* 
you  won't  find  a 
more  robust 
performer  from 
a  global  PC 
maker.  But  then 


Pentium 

■PROCESSOR 


again,  outstanding  value  is 
exactly  what  you'd  expect 
from  the  company  that  just 
about  invented  computer 
networks. 

So  see  your  local  Digital 
dealer,  or  call  a  Digital 
office  for  details. 

*  Prices  inclusive  of  ED.  All  taxes/ 
levies  extra  at  actuals. 

Offer  extended  -  For  orders  placed 
till  end  Dec.  '95- 


Digital  Equipment  (India)  Ltd.  (a  subsidiary  of  Digital  Equipment  Corporation,  USA)  Digital  Park,  PB  No.  2259,  Bangalore  560  022.  Digital,  the  DIGITAL  logo  and  Prioris  LX  are  trademarks  of  Digital 
Equipment  Corporation.  The  Intel  Inside  and  Pentium  Processor  logos  are  registered  trademarks  of  Intel  Corporation.  All  other  trademarks  and  registered  trademarks  mentioned  are  the  property  of  their  respective  owners. 


Pratibha/Bir/DEI/443 


Introducing  Multi-Tech's  New  V.34lWlultP/^dl^ir  With  This 
PCMCIA  Modem,  You'll  Cruise  at  Warp  Speed. 


You  depend  on  your  portable  computer  to  extend 
your  productivity  while  you  are  away  from  the  office. 

But  to  reach  your  office,  you  need  a  portable  modem. 
Multi-Tech’s  newMultiModemLT  is  a  full  featured  data/ 
fax  modem  that  meets  the  PCMCIA™  standard  for 
“socket”  connectivity  devices. 

The  advantage  of  having  socket  connectivity  is  that  the 
modem  can  be  installed  or  removed  from  the  computer 
without  rebooting. 

The  MultiModemLT  performs  like  theV.34/V.32bis/V.42bis 
MultiModemll,  but  its  package  is  the  size  of  a  credit  card.  With  the 
CCITT’s  V.42  error  correction  and  V.42bis  data  compression,  your 


data  communication  speeds  can  approach  1 152K  bps,  and 
the  data  sent  will  be  100%  error  free! 

The  MultiModemLT  also  recognizes  Class  2  commands  used 
by  high-performance  fax  software.  You  can  send  and 
receive  text,  images,  or  graphics  to  and  from  any  fax  in  the 
world! 

...25  years  in  the  making... 

And  most  importandy,  you  get  Ml 

Multi-Tech  reliability.. .  one  of  the 
world  leaders  in  the  corporate  modem  *  * 1 
marketplace.  So,  when  you’re  looking  for  top  quality  data  or  fax 
communications,  look  to  Multi-Tech  for  the  right  answers. .  .every  time. 


MultiTech 

Computers 


The  right  answer  every  time. 


An  affiliate  of  Multi-Tech  Systems  Inc.,  USA 
To  find  out  more  what  Multi-Tech  can  do  for  you,  please  write,  call  or  fax  us 
Multi-Tech  Computers  Private  limited 

C-71  Anand  Niketan,  New  Delhi  - 1 10  021 ,  Tel:  60  0286,  687  2396,  688  6948,  67  8536,  Fax:  91-11-60  5968 
Branch  offices:  Bombay:  493  4493,  494  741 1 ,  Fax:  494  9304;  Calcutta:  76  3292;  Bangalore:  225  6503,  Fax:  220  5397,  Madras:  828  4360 


Distributor*  List:  Agra:  Computer  Solutions,  52580,  54760;  Allahabad:  SRK  Systems,  641690,  609902;  Bhopal:  Ultratech,  554995,  Chandigarh:  Microcare,  691984; 

Faridabad:  Veekay  Crystal,  215065;  Gurgaon:  National  Computers,  330378;  Indore:  Ultratech,  466870;  Jaipur  Hi-Tech  Computers,  375415,  378074;  Jammu:  Sagar  Matha,  533154; 

Kanpur  Computer  World,  210651,  290739;  Lucknow:  Infosys  Solutions,  79900,  74688;  Swyfte  Marketing,  230153,  239373;  Naw  Delhi:  Sadilak  International,  5734285,  5719336; 

AKS  Computers  6445123,  6431992,  Omega  Telecom,  6433137;  Varanasi:  R.K.  Computers,  46219;  SOUTH:Bangalora:  Future  Computers,  6650876;  Cochin:  Jest  Marketing,  314354, 
312594  Hyderabad:  Interface  Technology,  671928,  673952;  Trivandrum:  Shreekant  &  Co  ,  72477,  7259Vijayawada:  Interface  Technology,  476157;  Vizag:  Eta  Automation,  551862; 
WEST:  Ahmedabad:  Kirti  Sales  P.  Ltd.,  463466,  463766;  Baroda:  Kirti  Sales  P.  Ltd.,  533703,  530545,  536665;  Bombay:  Sandeep  Computers,  4944738,  4948432;  Nagpur  Business 
Algorithm  532703  530545;  Pune:  S-Tronics,  331848,  340188,  Surat:  Computer  Shop,  649964;  EAST:  Bhubaneshwar  Oricomm,  406180,  400343;  Calcutta:  Microcomm,  765850,  766760; 

AVJ  Infotech,  296769,  290140,  293949;  Jamshedpur  Proficient  Services,  428463;  Patna:  Microtech,  233543. 
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News 


|  Signed,  sealed,  delivered 


IS  managers 
discuss  the 
relevance  of 
Windows  95  and 
plans  to  buy  and 
upgrade. 


|  Compaq’s  price  cuts 

Compaq  announces  price  cuts  with  a 
view  to  consolidating  hold  over  PC 
market. 

|  Networking  products 

Tata  Elxsi  adds  networking  products 
range  from  Allied  Telesyn  to  show 
window. 

|  Storage  management 

SGI’s  Irix  Networker  breaks  through  the 
Unix  file  system’s  traditional 
limitations. 


|  Smartsuite  for 
Win  95 

SmartSuite 
applications  are 
ready  for  Microsoft’s 
Windows  95, 
according  to  Lotus 
sources. 


I  Oracle  support 


India  operation  of  Oracle  announces 
plans  to  expand  technical  and  support 
services  from  National  Support  Center. 


|  AT&T  splinters 

Users  wary  as  AT&T 
undergoes  massive 
restructuring 
exercise. 


|  Confused  Win  95  pricing 

Different  distributors  are  quoting  different 
prices  for  Windows  95,  adding  to  the 
confusion  in  the  market. 

|  AST  stems  downslide 

A  refocused  effort  in  the  Pentium-based 
PC  market  ought  to  check  AST’s 
downslide  in  the  overall  micro  segment. 

|  DEC’S  new  software  pitch 

Digital  Equipment  Corp.  rolls  out 
business  unit  aimed  at  client/server  and 
internetworking  applications. 

|  Compaq,  Wipro 
top  survey 

While  Compaq  heads  the 
MNC  pack  in  a  CW  brand 
evaluation  survey  for 
desktops,  Wipro’s 
SuperGenius  heads  the 
overall  listing  covering 
both  national  and  foreign  offerings. 

Godrej  gets  Intel 

Intel  appoints  Godrej  as  third  distributor 
in  India. 


Opinion 


|  Computerworld  is  here 

Murli  Menon  talks  about  the  significance 
of  finally  having  Computerworld  in  India. 

|  Wait  and  watch 

Indian  users  are  on  a  go-slow  as  far  as 
Windows  95  and  the  Internet  are 
concerned,  says  Vinita  Chawla.  The 
situation  however  might  change  for  the 
better  in  1996. 

Windows  95  explained 

Paul  Gillin  creates  a  special  glossary  for 
Windows  95. 


|  Deja  voux 

So  what  new  about  VSNL’s  GIAS? 

Dr.  N.Seshagiri  says  its  all  happened 
before. 

I  Marketing  triumph 

Veer  Sagar  discusses  the  pros  and  cons 
of  having  Windows  95  on  users  desks. 


Technical  Sections 


DESKTOP  COMPUTING 


SOHO  market 
update 

Action  hots  up  in  the 
home  segment  as  two 
new  vendors  join  the  fray. 


Luring  to  PowerPC 

IBM,  TISL,  Cadence  team  up  to 
attract  Indian  designers  to  the 
PowerPC  architecture. 


Gateway  2000  with  DCM  DS 

DCM  DS  is  to  distribute  and  support 
Gateway  2000  products  in  India. 
Collaborations  modalities  are  being 
thrashed  out. 

11  Compaq  shores  up  portables 

Compaq  unveils  LTE  5000  Series  of 
portables. 

WORKGROUP  COMPUTING 
MM  Closer  look  at  SunSPARC 

Sun’s  new  workstations  are  expected  to 
boost  the  company’s  share  in  the  market. 

MM  SGI  makes  an  Impact 

lndigo2  Impact  systems  from  SGI  will 
have  a  ripple  effect  in  the  Indian  market, 
say  company  sources. 
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“Parallel” 
versions  of 
DBMS 
software 

have  recently  been 
introduced.  In  fact, 
vendors  and  their 
users  are  currently 
piecing  together 
multiprocessor 
strategies. 

CW  GUIDE, 
page  104. 


Build,  buy  or 
outsource. 


Is  sheer  marketing  hype  going 
to  earn  Microsoft's  Windows 
95  to  fame  and  fortune? 

Is  OS/2  going  to  be 
vanquished? 


IN-DEPTH,  page  115. 


B7fl  Lotus  review 

A  snapshot  review  of  Lotus  WordPro 
Edition  96.  Tips  for  Indian  users  set  to 
buy. 

BH  Virus  hunt 

New  virus  WinWord.Concept  is 
expected  to  make  life  difficult  for  Indian 
users. 

ENTERPRISE  NETWORKING 

KE1  Riding  the 
Internet  wave 

Is  the  Internet  ready 
for  business? 

Users’  reactions  a 
mixed  bag. 

E3  Ellison-Gates  spar 

Compaq,  Microsoft  chiefs  squabble  over 
the  future  of  PC  computing. 

K3  Voyagers  of  cyberspace 

Aboard  starship  Internet,  Indian  users 
are  all  set  to  scour  the  cyber  horizons. 

T.  Gopinath  follows  the  voyage. 


LARGE  SYSTEMS 

M  HP’s  K-Class  servers  in 
India 

Claimed  to  be  the  heart  and  soul  of  the  HP 
RISC  server  range,  K-class  servers  make 
an  appearance  in  the  Indian  market. 

EQ  S/390  clustering 

IBM’s  parallel  sysplex  technology  lets 
over  32  System/390  machines  act  as  a 
single  mainframe.  A  look  at  what  it  takes 
to  set  up  a  parallel  sysplex. 

APPLICATION  DEVELOPMENT 


|  Sun  brews  Hot  Java 

Users  can  look  forward  to  Sun’s  browser 
Hot  Java  for  Internet  and  open  Systems 
networks. 

Borland’s  Delphi 

Delphi  will  continue  to  gain 
ground  among  developers 
looking  for  more  power 
and  flexibility..  ' 


•  •i 


IS  managers  are  increas¬ 
ingly  looking  towards 
buying  software  off-the- 
shelf,  or  then  taking  the 
aid  of  consultants  for  their 
in-house  software  require¬ 
ments.  Building  applica¬ 
tions  in-house  is  feasible 
but  tough. 

MANAGEMENT,  page  99. 


3  Motorola’s  Iridium 

Motorola  gets  cracking  on  computer  code 
for  its  mammoth  Iridium  project. 


Features 


MANAGEMENT 
i  Build,  buy,  outsource. 

CW  GUIDE 

|The  Parallelism  Puzzle 

IN  DEPTH 

|Win95  vs.  OS/2 

MARKETPLACE 
|  Hot  investments 

Equicorp.  Research  undertakes  a  study 
on  the  investment-friendly  IT  companies, 
and  just  where  they  are  headed. 

COMPUTER  CAREERS 
I  Right  moves 

Learning  you  IS  skills  is  like  training  for 
tennis.  Computer  Careers  talks  about 
staying  competitive. 
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News 


Will  OS/2 
Warp  gain 
from 
uncertain 


Windows  95 
demand? 


MICROSOFT’S  savvy 
and  hype  laden  launch  of 
Windows  95  has  ensured 
that  Windows  95  will  be 
foremost  in  the  minds  of  IS 
managers  and  other  end 
users  as  they  work  out 
their  IT  strategies.  “We  do 
see  a  number  of  clients 
enquiring  about  Windows 
95,”  said  Abhishek 
Mukherjee,  country 
manager  in  India  for 
Compaq  Computer  Corp. 
“The  amount  of  noise 
generated  by  the  world 
media  on  the  launch  of  this 
product  has  been 
phenomenal,  which  has 
also  had  its  impact  here. 

We  expect  almost  all  our 
customers  to  take  a  long 
hard  look  at  the  benefits  of 
migrating  to  Windows  95 
before  the  end  of  the  year.” 

Vendors  are  however 
not  expecting  a 
groundswell  of  demand  for 
Windows  95  based 
systems  any  time  soon.  ^ 


The  Window 
Opens 

It's  been  something  of  a  festival 
for  users  across  the  world,  and  in 
particular  in  the  U.S.  The  much- 
awaited  launch  of  Windows  95 — 
the  new  “evolutionary/revolution¬ 
ary”  operating  system  from  soft¬ 
ware  juggernaut,  Microsoft 
Corp. — has  truly  been  an  affair  to 
remember.  The  carnival  atmos¬ 
phere,  the  gaitey  surrounding  the 
debut,  the  unbelievable  hype,  the 


gala  launch — inside  a  gigantic  tent 
in  Microsoft’s  Redmond,  Wash¬ 
ington  campus — the  company 
made  commercially  available  its 
32-bit  operating  system,  which  ef¬ 
fectively  does  away  with  MS 
DOS  and  gives  Windows  features 
comparable  to  the  Mac. 

Across  the  US,  computer 
stores  stayed  open  to  accommo¬ 
date  potential  buyers.  Some  even 
held  events  to  build  on  the  frenzy 
surrounding  the  system. 

In  India,  meanwhile,  the  jam¬ 
boree  was  kept  at  a  more  modest 


staggering  support  from 
Microsoft’s  vendor  partners,  have 
all  made  Windows 
95,  the  hottest  prod¬ 
uct  to  ever  make  an 
appearance  on  the 
show-windows  of 
companies  this  cen¬ 
tury. 

Starting  out  with  a 


mark — the  decibels  were  lower 
and  the  orchestra  played  more  so¬ 
ber  tunes.  For  starters,  Microsoft 
India  did  not  have  any  “beta”  pro¬ 
gram  to  speak  of  for  Indian  users. 
Even  as  users  across  the  globe 
went  through  “eight-Betas” — es¬ 
sentially  close  encounters  of  the 
Win-kind  that  created  an  excite¬ 
ment  of  their  own — Indian  users 
remained  largely  untouched  by  the 
new  generation  software.  Any 
copies  of  Win  95  that  were  avail¬ 
able  in  the  country  were  with  soft¬ 
ware  developers/exporters  to  give 
them  a  chance  to  get  cracking  on 
the  new  OS. 

The  “launch”  essentially  was 
a  series  of  press  and  user  meets  in 
late  August  in  New  Delhi,  Bom¬ 
bay,  Madras,  Calcutta  and 
Hyderabad,  which  announced  the 
“arrival”  of  Windows  95.  The  ac¬ 
tual  “date  of  shipment,”  however 
was  fixed  for  mid-September, 
thereby  killing  off  any  chance  of 
a  post-launch  hysteria  arising  out 
of  actually  having  the  product  in 
hand. 


“The  original  Windows  launch  had  more  significance  for  the  IT  industry  than 
Windows  95.  Windows  changed  the  way  each  one  of  us  worked.  Windows  95 
will  not.  There  is  actually  nothing  earth  shaking  about  the  new  features  in  Win¬ 
dows  95.” 

Hari  Balasubramanian,  General  Manager,  MIS,  Modi  Xerox 
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“We  have  Windows  3.1  running  on  aii  our  machines  and  would  prefer  to  shift  to 
Windows  95  en-masse  and  not  in  parts.  We  will  therefore  wait  for  another  six 
months  until  our  machines  are  suitably  upgraded.” 


S.R.  Baiasubramanian,  General  Manager,  IT,  Gujarat  Heavy  Chemicals  Limited. 


While  Microsoft  India  at¬ 
tempted  to  create  a  stir — with  its 
advertisement  campaign  on 
Doordarshan,  and  sneak-peeks  for 
the  press — it  has  been  nowhere 
close  to  the  frenetic  marketing  and 
brand  building  activity  taking 
place  in  the  Western  world. 

And  in  a  certain  way,  this  has 
probably  led  to  the  slightly  luke¬ 
warm  response  for  Windows  95 
from  the  IS  community  in  the 
country.  While  the  Window  95 
launch  seminars  across  the  met¬ 
ros  elicited  a  highly  satisfactory 
response — ranging  from  4,000  us¬ 
ers  in  Bombay  to  1,000  attendees 
in  Calcutta — IS  managers,  by  and 
large  have  been  less  than  passion¬ 
ate  about  the  software  and  in  fact 
are  adopting  a  “wait  and  watch” 
attitude  before  taking  what  might 
be  the  inevitable  plunge. 

Hari  Baiasubramanian,  gen¬ 
eral  manager,  MIS,  Modi  Xerox 


Limited,  felt  the  product  was  good 
and  “when  the  initial  version  bugs 
are  fixed,  will  be  a  pleasure  to 
use.”  “It  is  expected  to  make  the 
lives  of  70  million  users  world¬ 
wide  easier,  though  it  has  been  sort 
of  late  in  coming.  The  2600  util¬ 
ity  software  which  will  run  on  Win 
95  is  not  32-bit  software  and 
hence  the  full  potential  of  Win¬ 
dows  95  will  be  evident  only  in 
good  time.  The  original  Windows 
launch  had  more  significance  for 
the  IT  industry  than  Windows  95. 
Windows  changed  the  way  each 
one  of  us  worked.  Windows  95 
will  not.  There  is  actually  nothing 
earth  shaking  about  the  new  fea¬ 
tures  in  Windows  95,” 
Baiasubramanian  added. 

The  issue  of  upgradation 
seems  to  be  the  key.  “While  the 
minimum  RAM  requirement  for 
Win  95  is  not  a  constraint  for  us, 
as  far  as  the  hard  disk  goes,  we 


may  have  some  problems.  We  will 
have  to  upgrade  the  disk  and  an 
upgrade  will  need  at  least  Rs. 
3,000  per  system.  As  we  have  a 
very  large  number  of  PCs  on  our 
premises,  this  amount  will  work 
out  as  slightly  unreasonable.  What 
we  were  hoping  for  was  that 
Microsoft  would  have  a  slightly 
more  reasonable  pricing  arrange¬ 
ment,  particularly  for  the  large 
corporate  houses,”  said  R.R. 
Singh,  director  of  Income  Tax, 
(Systems). 

“Windows  95  seems  to  be  an 
excellent  product,  but  moving 
over  to  it,  overnight  will  not  be 
possible.  The  need  to  upgrade  the 
hard  disk  is  a  big  problem  as 
against  the  need  for  16  MB  RAM. 
While  Microsoft  is  claiming  that 
Win  95  will  run  on  8  MB  RAM, 
we  believe  that  for  the  kind  of  ap¬ 
plications  we  have,  16  MB  will 
be  a  must,”  commented  K.S. 


Mukherjee  of  Compaq 
expects  that  the  increased 
requirements  of  hardware 
to  run  Windows  95  will  act 
as  a  deterrent  to  most 
corporations  in  the  short 
term.  “  In  the  medium  term 
we  expect  almost  ail  large 
accounts  to  migrate  out  of 
Windows  into  either 
Windows  95  or  NT,”  said 
Mukherjee.  “Our  estimate 
is  that  we  will  see 
significant  shipments  of 
systems  preconfigured 
with  Windows  95  by  the 
end  of  the  next  quarter.  By 
the  first  quarter  of  next 
year,  we  should  see  almost 
all  new  PC  shipments 
preconfigured  with 
Windows  95.” 

Other  vendors  too  are 
cautiously  optimistic.  “We 
feel  that  the  launch  of 
Windows  95  has  been  a 
very  high  visibility  one, 
and  has  aroused  a  lot  of 
excitement  among 
customers,”  said  Samir 
Kumar,  marketing  manager 
at  Wipro  Acer  Limited. 
“How  much  of  this 
translates  into  product 
sales  is  to  be  seen. 
However  the  public 
statements  of  the 
Microsoft  personnel 
indicate  that  they  are 
optimistic  of  good  volume 
shipments.” 

L.P.  Suresh  Babu, 
group  product  manager  of 
Digital  Equipment  (India) 
Limited’s  PC  Business  Unit 
expects  segments  such  as 
software  exporters, 
developers,  multinational 
business  houses  will  be 
among  the  early  adopters 
of  Windows  95.  ISVs 
developing  software  for 
markets  outside  India  are 
already  ordering  Windows 


95. 


Indeed  uncertainty 
about  demand  for 
Windows  95  has  renewed 
optimism  in  the  OS/2  Warp 
camp  that  end  users  and 
ISVs  may  migrate  to  either 
Windows  95  or  OS/2  Warp. 
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“Yes,  there  will  be  some 
demand  for  Windows  95, 
but  I  don’t  see  a 
groundswell.  My  estimate 
is  that  about  30,000  boxes 
may  ship  with  Windows  95 
in  the  next  12  months,” 
said  Naren  Ayyar,  general 
manager  of  Tata  Informa¬ 
tion  System  Limited’s 
Personal  Systems 
Division.  The  controversy 
surrounding  the  map  of 
India  in  the  software  may 
prove  to  be  more  conten¬ 
tious  than  was  earlier 
expected. 

One  ISV,  Peutronics, 
the  developers  of  the  Tally 
accounting  software, 
announced  plans  that  it 
will  release  only  the  OS/2 
and  Mac  versions  of  its 
next  version  of  Tally.  “We 
had  the  Windows  95  beta, 
and  we  also  have  a 
prototype  of  Tally  on 
Windows  95,  but  we 
decided  against  releasing 
the  software  until  the  map 
issue  gets  resolved,”  said 
Bharat  Goenka,  Director  of 
Peutronics. 

Although  they  do  not 
have  a  definite  fix  on  the 
size  of  the  Windows  95 
market,  vendors  are 
gearing  up  to  meet  the 
demand  when  it  builds  up. 
Compaq  will  start 
preloading  all  its  systems 
with  Windows  95  from  this 
month.  Mukherjee  said  that 
Compaq  would  do  a  dual 
install  of  both  Windows  3.1 
and  Windows  95  on  PCs 
shipped  by  it.  At  time  of 
installation,  the  customer 
has  the  option  of  choosing 
which  OS  will  get  installed, 
while  the  other  OS  will  be 
automatically  wiped  off. 
Wipro  Acer  too  plans  to 
ship  its  Windows  95 
models  from  this  month. 
Digital  worldwide  has 
started  shipping  dual 
factory  installed  software 
of  Windows  For 
Workgroup  and  Windows 
95.  Suresh  Babu  of  DEIL 
said  his  company  too 
would  adopt  a  similiar  ^ 


Microsoft  blitzkrieg 


IF  you  were  a  techno-dweeb  who  never  really  grew  up 
and  you  ate  too  much  ice  cream  before  falling  asleep,  imagine 
what  your  dreams  would  be  like. 

How  about  a  a  giant  Windows  95  box  sail¬ 
ing  into  Sydney  Harbour  in  Australia  with 
musicians  and  dancers?  Cool,  dude. 

Or  maybe  you  suddenly  find  yourself  in 
Toronto,  and  one  day  a  giant  letter  ‘O’  appears  on  the  top  of  the 
city's  tallest  building.  Then  every  day  thereafter,  another  letter 
mysteriously  appears  until  the  letters  spell  “Win¬ 
dows  95”  on  a  banner  300  feet  tall. 

Or  you  dream  you’re  a  journalist  in  Poland 
being  taken  down  beneath  the  ocean  in  a  sub¬ 
marine  “to  show  them  what  the  world  would  be  like  without 
Windows.” 

Or  you  snap  on  the  TV  in  the  Philippines  and  see  the  presi¬ 
dent,  Fidel  Ramos,  receiving  the  first  copy  of 
Windows  95. 

But  wait,  this  is  no  dream.  These  are  all  events  that  have  taken 
place  as  part  of  Microsof  Corp.’s  worldwide  launch  of  Windows 
95. 

In  fact,  as  Microsoft  rolled  out  its  new  desktop  operating  sys¬ 
tem,  the  hype  and  hoopla  were  intense. 

•  In  New  Zealand,  TV  stations  carried 
live  the  sale  of  the  first  copy  of  Windows 
95  at  midnight. 

•  In  Paris,  a  Windows  95  Car  from  Citreon,  with  logos 
on  the  side,  was  to  pick  up  Microsoft  Chairman  Bill  Gates 
at  the  Paris  airport  and  take  him  to  an  event  in  the  Palais 
des  Congres. 

•  In  Italy,  Microsoft  distributed 
Windows  95  and  Office  95  demo 

disks  in  railway  stations  and  airports.  Gates  launched  the 
product  on  Lake  Como  on  a  boat  fly¬ 
ing  the  Windows  95  flag. 

Talk  about  a  blitz! 


Chandra  (CC&C),  SAIL. 

Some  users  are  also  of  the 
opinion  that  Microsoft  should 
have  made  known  the  hardware 
demands  of  Windows  95,  much 
before  its  actual  release.  “In  our 
organisation,  for  instance,  we  re¬ 
cently  acquired  many  PC/386  ma¬ 
chines  (with  8  MB  RAM  and  210 
MB  HDD).  These  would  need  an 


upgrade  now.  If  we  had  known 
this  requirement,  we  would  have 
prepared  in  advance.  Moreover, 
we  have  Windows  3.1  running  on 
all  our  machines  and  would  pre¬ 
fer  to  shift  to  Windows  95  en- 
masse  and  not  in  parts.  We  will 
therefore  wait  for  another  six 
months  until  our  machines  are 
suitably  upgraded,”  said  S.R. 


Balasubramanian,  of  Gujarat 
Heavy  Chemicals  Limited. 

The  obvious  inference  is  also 
that  Win  95  will  drive  the  hard¬ 
ware  market.  “We  are  likely  to  see 
fresh  buyers  and  a  feverish  move 
towards  upgrades  to  the  existing 
hardware.  This  will  spell  an  im¬ 
mediate  demise  of  the  386  proc¬ 
essor-based  PCs,”  added  S.R. 
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Win-some,  lose  some? 


Rajiv  Nair,  Country  Manager,  India,  Microsoft 
Corp.,  on  the  Windows  95  phenomenon. 


On  Windows  95  marketing 
strategy 

The  product  is  being  sold  through 
our  distributors  and  600  resellers 
in  the  channel  today.  It  is  also  be¬ 
ing  licensed  to  hardware  manu¬ 
facturers  such  as  HCL  HP,  Acer, 
Olivetti,  PCL  and  most  of  the 
major  companies  in  the  country. 
People  who  buy  these  machines 
will  also  have  the  option  of  buy¬ 
ing  the  machine  with  Windows 
95. 

Users  can  also  go  to  the  retail 
market.  We  are  catering  to  the 
home  market  by  making  available 
Windows  95  in  bookstores,  in  de¬ 
partment  stores,  computer  outlets, 
etc.  We  want  to  make  sure  that  no 
matter  what  comer  you  turn  in 
your  neighbourhood,  Win  95  and 
Office  95  are  available.  Product 
availability  is  going  to  be  the  key. 


On  User  Response  to  Win  95 

People  think  Windows  95  and 
Office  95  are  great,  great  products. 
That  has  become  very  clear.  We 
have  seen  it  in  the  launches.  We 
have  covered  close  to  50,000  peo¬ 
ple  and  they’ve  been  very  excited 
about  Win  95  and  Office  95. 

On  Windows  95  Pricing 

I  think  the  pricing  is  good,  and 
the  pricing  is  right  for  the  Indian 
market,  I  think  that  in  itself  will 
be  a  key  contributor  to  the  prod¬ 
uct  selling  very  well. 

On  What’s  New  in  Windows  95 
Vis-a-Vis  OS/2  and  Mac 

I  agree  that  some  of  the  features 
are  common,  but  a  lot  depends  on 
how  you  implement  these  fea¬ 
tures.  I  think  Windows  95  takes 
the  best  in  the  Mac  and  the  best  in 


OS/2,  combines  them,  adds  more 
and,  makes  it  even  more  user 
friendly  for  the  customer.  1  think 
Win  95  is  IBM’s  OS/2,  plus  Ap¬ 
ple’s  Mac  rolled  into  one  with  a 
lot  more  stuff  like  Microsoft’s 
plug-and-play  technology,  inter¬ 
active  user  interface  and  32-bit  ar¬ 
chitecture. 

The  other  advantage  is  that 
Win  95,  unlike  the  Mac,  rounds 
up  a  wide  range  of  Intel  clients. 
So  the  user  does  not  have  to  go 
out  and  buy  the  hardware  all  over 
again  or  software,  and  invest¬ 
ments  are  preserved. 

On  Upgrading  Hardware  for 
Windows  95 

The  design  goal  for  Win  95  was 
that  if  you  have  a  4MB,  386DX 
machine  today.  Win  95  will  give 
the  same  performance,  the  same 
robustness  as  you  would  get  with 
Win  3.1.  But  the  additional  ben¬ 
efits  you  get  are  the  user  interface, 
the  plug  and  play  features,  etc. 
Now  obviously  as  the  RAM  in¬ 
creases,  so  does  Win  95 ’s  capa¬ 
bility  and  performance.  But  that 
does  not  mean  that  a  person  with 
4MB  RAM  or  8MB  RAM  is  de¬ 
bilitated. 

Really  there  are  no  costs  in¬ 
volved  unless  you  want  to  do 
more  things  like  multimedia  ap¬ 
plications  or  Internet  connectivity 
with  your  PC.  Only  then  do  you 
have  to  upgrade. 

Impact  On  Corporate  Buyers 

I  think  it  will  be  huge.  I  won’t 
quantify  it,  because  it  is  too  early. 
But  from  what  I  am  seeing  right 
now,  it  is  going  to  be  huge. 


strategy  for  the  Indian 
market  when  it  starts 
shipping  in  September. 

A  key  issue  determin¬ 
ing  how  quickly  end  users 
transition  to  Windows  95  is 
likely  to  be  the  cost  of  right 
sizing  their  investments  for 
optimum  use  of  Windows 
95.  Though  the  OS  itself 
has  been  priced  aggres¬ 
sively  in  most  end  users’ 
opinion,  Windows  95,  say 
analysts,  will  require  larger 
memory  and  hard  disk 
capacity,  and  a  fast 
Pentium  or  at  least  high 

/lOR  rDI  1  All  that 


carries  a  large  price  tag. 
Mukherjee  said  Compaq 
has  been  shipping 
Windows  95  ready 
systems  for  most  of  the 
last  12  months.  That  said, 
most  users  with  4  MB 
systems  will  need  to 
purchase  additional  RAM 
and  storage  space. 

But  the  number  of 
users  who  have  systems 
with  4  MB  RAM  are 
predominant,  and  only 
slowly  moving  to  8  MB, 
said  Ayyar  of  TISL,  and 
that  may  prove  to  be  a 
disincentive.  “TISL  would 
as  per  our  policy  align  with 
the  announcements  by 
IBM  PC  Co.  in  Asean/Asia 
Pacific  for  announcing  any 
products  bundles,”  added 
Ayyar.  “I  am  not  the  expert 
but  I  hear  16  MB  is  the  best 
configuration  for  Win  95 
though  it  can  manage  to 
run  on  12  MB.  Price 
depends  on  what  the 
customer  wants  to  do— 
whether  he  is  using  Win95 
features  or  planning  to  run 
an  application  on  top  of  it.” 
Vishwa  Kiran,  the  chief 
executive  of  Delta 
Software  Systems,  said  he 
expected  most  users 
would  initially  balk  at  the 
around  Rs.  5000  or  so 
needed  to  add  4  MB  to 
their  current  4  MB 
systems.  “I  feel  they  will 
try  to  manage  with  4  MB 
and  upgrade  to  8  MB  and 
486  DX2  systems  in  three  ^ 
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to  four  months  if  the 
applications  are  slow,”  he 
added.  Delta  is  one  of  the 
few  ISVs  that  is  already 
offering  a  Windows  95 
version  of  its  Flash 
financial  accounting 
software. 

Peutronics’  Goenka 
said  that  though  a  large 
number  of  end  users  will 
eventually  go  in  for 
Windows  95,  it  will  not  be 
the  dominant  PC  environ¬ 
ment  for  these  users. 

“Most  applications  are  in- 
house,  and  very  little 
development  gets  done  on 
Windows  in  the  first  place. 
For  example  most  financial 
applications  get  developed 
on  DOS,”  explained 
Goenka. 

Unlike  in  the  US  and 
other  markets  where  the 
ISVs  have  made  a  beeline 
to  offer  Windows  95 
applications,  the  ISV 
activity  in  India  is  generally 
low  key,  perhaps,  say 
analysts  because  there  are 
very  few  ISVs  doing 
product  software  develop¬ 
ment  for  the  local  market.” 
What  apps?  There  are  no 
apps  other  than  us  and 
one  or  two  others  in  other 
segments,”  said  Vishwa 
Kiran.  “The  only  other 
apps  have  been  MS  Office 
and  other  similiar  apps, 
mostly  pirated.  If  the  ISVs 
live  up  to  their  promise,  we 
might  see  more  competi¬ 
tion  soon.  Many  of  them 
have  announced  plans.” 

“Windows  95  runs  all 
Windows  apps.  We  expect 
that  the  first  benefit  of 
Windows  95  that  users  will 
see  is  the  improved 
interface  and 
multitasking,”  said 
Mukherjee  of  Compaq. 

“This  additional  benefit  of 
the  speed  of  running  a  32- 
bit  implementation  will 
come  later,  possibly  as  late 
as  Q3  of  1996.  So  I  don’t 
expect  ISV  activity  to  be  a 
major  factor  in  the  success 
of  Windows  95  in  India  or 
abroad  in  the  short  term.”  H 


Balasubramanian. 

Neelam  Dhawan,  marketing 
manager,  HCL-HP  agreed.  HCL- 
HP  which  has  entered  into  a  li¬ 
censing  arrangement  with 
Microsoft  for  reproducing  Win¬ 
dows  95,  has  announced  the  avail¬ 
ability  of  the  software  with  its  ma¬ 
chines.  The  company  is  offering 
its  users  a  choice  between  Win¬ 
dows  for  Workgroups  and  Win  95. 

“The  hardware  market  will 
clearly  be  driven  by  Win  95.  For 
one,  CD-ROMs  have  become  a 
default  standard  thanks  to  the 
launch  of  Win  95.  In  fact,  follow¬ 
ing  the  Microsoft  example,  a 
number  of  other  leading  software 
vendors  such  as  SCO,  Novell,  etc. 
have  also  introduced  their  soft¬ 
ware  on  CD-ROMs.  Next,  there 
is  the  issue  of  the  memory.  Most 
users  are  going  to  upgrade  to  8 
MB  RAM.  Together  the  memory 
and  CD-ROM  have  hiked  the  sys¬ 
tem  price  by  almost  Rs.  17,000. 
Win  95  is  obviously  going  to  be 
good  for  vendors,”  said  Dhawan. 


In  fact,  HCL-HP  is  offering  its 
users  a  “special  upgrade  kit  for 
Win  95,  including  4MB  RAM,  a 
CD  ROM  drive  and  Win  95”  for 
Rs.  17,000. 

As  yet  HCL  has  received  over 
400  orders  from  users  for  Win  95 
on  their  machines.  The  users  are 
obviously  not  going  mad.  “It’s  re¬ 
ally  been  a  case  of  wait  and 
watch,”  Dhawan  said. 

According  to  Rakesh  Suri  of 
DCM  Data  Systems,  Win  95  will 
be  responsible  for  increasing  the 
per  unit  revenue  of  PCs  shipped 
because  of  the  optimum  8  MB/ 16 
MB  RAM  and  540  MB  HDD  re¬ 
quirement. 

No  matter  what  the  vendors 
hope,  Indian  IS  users  are  going 
to  take  their  time  before  jump¬ 
ing  on  the  Win  95  bandwagon. 
In  fact,  as  PCL’s  Sameer  Kochar 
said,  “Win  95  will  be  an  issue  in 
1996  rather  than  ’95.  This  year 
has  seen  a  surge  in  the  sale  of 
Win  3.1  and  there  are  even  a  vast 
majority  of  users  that  are  yet  to 


graduate  beyond  DOS.  If  you 
look  at  it  in  totality,  the  cost  of 
ownership  of  Win  95  is  still 
high.  Win  95  needs  a  486  sys¬ 
tem  with  a  recommended  RAM 
of  8  MB.  Not  many  users  in  In¬ 
dia  have  that  kind  of  power.  The 
initial  base  of  Win  95  will  per¬ 
haps  come  from  the  MNC 
brands.  In  the  short  term,  Win 
95  is  unlikely  to  generate  any 
substantial  growth  in  terms  of 
number  of  CPUs  sold.  Users  will 
be  driven  by  their  application 
needs  more  than  the  need  for  the 
latest  version  of  Windows.” 

“The  IS  community  will 
need  to  ask  a  few  basic  ques¬ 
tions  before  subscribing  to  the 
Win  95  hype,”  cautioned  Hari 
Balasubramanian,  Modi 
Xerox.  “I  think  the  IS  users 
will  have  to  show  responsibil¬ 
ity  and  maturity  in  approach¬ 
ing  such  releases.  Win  95  is 
good  software — nothing  more. 
It  is  being  projected  as  some¬ 
thing  more.” 


?  On-line 


Windows  95  resources 


Telephone 


Customers  can  call  the  partner/ 
resellers  of  Microsoft  as  well  as  the  ATCs 
who  will  provide  first  level  support. 


•  The  Microsoft  World  Wide  Web  site  is  located 
at  http://www.microsoft.com. 

•  Internet  FTP  site  is  ftp.microsoft.com/ 
peropsy  s/wi  n_news. 

•  CompuServe:  Type  ‘GoWinnews’ 

•  America  Online:  Use  keywords  ‘WINNEWS.’ 

•  Microsoft  WINNEWS:  to  subscribe,  send  E- 

mail  to:  enews@microsoft.nwnet.com.  As  the  text 
in  your  message,  write:  Subscribe  WINNEWS 


Books 


The  Windows  95  Resource  Kit.  Intended  for  IS  staff¬ 
ers  and  help  desk  professionals,  this  1 ,300-page  book 
contains  guidelines  for  rolling  out  Windows  95  in  cor¬ 
porate  circles.  Sections  include  a  planning  guide,  in¬ 
stallation,  networking,  systems  management  and 
communications.  Three  disks  are  included;  they  con¬ 
tain  an  on-line  version  of  the  book  as  well  as  tools, 
utilities  and  templates. 

Introducing  Windows  95 
By  Microsoft  Corp. 


This  comprehensive  overview  from  the  Microsoft  Win¬ 
dows  95  product  team  describes  the  features,  ben¬ 
efits,  and  behaviour  of  Windows  95.  You’ll  get  a  clear 
vision  of  what  the  software  will  look,  feel,  and  act  like. 

The  Microsoft  Developer  Network  (MSDN)/Technet/ 
Microsoft  Press  Ordering  Information. 

The  Computer  Book  Shop  is  the  distributor 
for  Microsoft  Developer  Network  (MSDN), 
Technet  subscriptions  and  MS  Press  books. 
The  MSDN  and  TechNet  are  quarterly  and 
monthly  subscriptions  delivered  on  CD 
ROMs.  For  availability  contact: 

The  Computer  Book  Shop 
190,  Dr.  D.N.  Road 
Fort,  Bombay-400001 
Ph:  2040989/6356 
Fax:  2623551 

The  estimated  prices  for  a  one  year  subscription  to 
MSDN  and  Technet  are  as  follows: 

MSDN  level  1 :  Rs.  8,000 
MSDN  level  2:  Rs.  25,000 
Technet:  Rs.  12,000 
BPB  Publications  is  the  dis¬ 
tributor  for  MS  Press  books 
only.  For  availability  contact: 

BPB  Publications 
20  Ansari  Road 
Daryaganj,  New  Delhi-110002 
Ph:  3267741 
Fax:  3266427 
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Some  of  the  Major  features  : 

■  DX2-66/DX4-100  support  powerful  computing  V--/ 

■  Built-in  Speaker/Microphone  and  Audio  system 
supporting  multi-media  environment 

■  Built-in  PCMCIA  Type  II  and  III  Interface 

■  Mono/DSTN  with  VESA  Local  Bus 


1.  LCD  Display  Mono:  9.4" 

64  gray  scales  STN  color: 
Dual  scan  type  10.3", 
256  colors. 

2.  Lexmark  tm 
licensed 
Track  Point 

3.  Built-in  Audio 
system  Windows 

Sound  System  Compatible 

4.  Two  PCMCIA  type  II  or 
one  type  III  slots 


Manufactured  By  : 

CHAMPION  COMPUTERS  PVT.  LTD. 

306  EROS  APARTMENTS, 

56  NEHRU  PLACE 
NEW  DELHI  -  110  019 

PHONES  :  6214751, 6426280.  FAX  :  6479669. 


NOTEBOOK  COMPUTER 


DEALER’S  LIST  :  •  FARIDABAD  :  Anankee  EDP  Services  Pvt.  Ltd.,  Ph.:  234270,  233467;  •  GHAZIABAD  :  Computron, 
Ph.:  753960,  724599;  •  BANGALORE  :  Saitek  Computers,  Ph.:  2223092;  •  BHAVNAGAR  :  Saraswati  Computers,  Ph.:  21451; 
•  VARANASI:  The  Computronics;  MicroSystems  Solution’s,  Ph.:  350920;  •  JABALPUR :  Vision  Computers,  Ph.:  29352;  •  RAIPUR: 
2nd  Channel,  Ph.:  28887,  429551;  •  DELHI  :  Digital  Balance,  Ph.:  7778469. 


Presenting  the  world’s  most  advanced  Unix 


All  product  or  service  names  mentioned  herein  are  trademarks  or  registered  trademarks  of  their  respective  owners. 


To  find  OUt  more,  contact:  Tata  Consultancy  Services:  Bangalore:  Ph:  5589842  Fax:  2250108  Bombay:  Ph:  2024827,  2024828 

Madras:  Ph:  4992289,  4992233,  4992234  Fax:  4993735  New  Delhi  (Noida):  Ph:  8531622 


Operating  System  for  PCs. 
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(Some  people  have  even 

pi  ayed  games  wi  th  it.) 

A  true  professional  would  perhaps  never 
mix  computers  with  games.  But  then,  the  soccer 
World  Cup  USA ’94  was  another  matter. 

Take  a  look  at  the  logistics.  A  1100-plus 
system  network.  75,000  journalists.  3.5  million 
spectators.  32  billion  cumulative  viewers  spread 
over  170  nations.  15,000  players,  coaches  and 
staff...  and  just  one  operating  system. 

Solaris  from  SunSoft.  The  exclusive  system 
software  supplier  to  the  entire  games. 

A  choice,  undoubtedly,  based  on  a  very 
simple  fact:  never  before  features,  never 
before  solutions. 

All  of  which  has  naturally  led  to  a  Unix 
installed  base  of  over  two  million  systems  -  the 
largest  in  the  world. 

Solaris.  It4s  now  ready  to  kick  off  in 
India,  for  the  Intel  platform.  With  the  winning 
support  of  TCS. 

And  yes,  even  you  can  play  games  with  it. 
There  is  no  penalty  for  that. 

SunSoft 

AUTHORIZED  DISTRIBUTOR 


WHY  SOLARIS? 


It  is  the  only  Unix  system 
for  PCs  in  the  world  that 
also  lets  you  run  Windows 
and  DOS.  The  only  one 
that  allows  true  (not 
simulated)  multithreading 
and  multitasking.  The  only 
system  that  provides  an 
Internet  gateway  with 
firewall  security.  The  only 
one  that  offers  a  distributed 
development  environment. 
And  again,  the  only  one 
that  allows  you  to  run 
advanced  tools  like 
Workshop,  TeamWare  and 
SunNet  Manager,  among 
many  others. 


Fax:  2040711,  2875501  Calcutta:  Ph:  344494  Fax:  341074  Chandigarh:  44262,  544391  Fax:  544391  Lucknow:  Ph:  221995,  211065  Fax:  215340 
Fax  8552313  Pune:  Ph:  622809  Pax:  623713  Secunderabad:  Ph:  815901,  814519,  814515  Fax:  814520 
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Apple  to  Windows  95 
you  look  awfully 
familiar 


IF  you  have  managed  to  escape  the 
massive  hype  surrounding 
Microsoft’s  Windows  95  operat¬ 
ing  system,  you  must  live  under 
a  rock.  But  if  you’ve  missed  ri¬ 
val  Apple  Computer,  Inc.’s  coun¬ 
terattack  you  probably  just 
blinked. 

Although  Graham  Brown, 
managing  director,  India,  of  Ap¬ 
ple  Computer  International  Ltd., 
is  convinced  that  Windows  95 
“has  not  caught  up  with  the  Mac 
by  any  stretch  of  the  imagina¬ 
tion”  and  that  the  US 
based  computer 
maker  has  several 
aces  up  its  sleeve 
to  promote  the 
Mac  OS, 
though  not 
against 
Windows 
95 — the  efforts 
are  barely  visible 
compared  to  Microsoft’s 
mammoth  media  blitz. 

That  could  be  a  problem, 
despite  the  fact  that  according  to 
some  observers,  Apple  is  reap¬ 
ing  the  kind  of  publicity  money 
can’t  buy,  given  the  constant 
comparisons  between  Windows 
95  and  the  Mac  OS. 

While  internationally  Apple 
has  been  countering  Windows  95 
by  barraging  the  media,  industry 
analysts  and  the  on-line  world 
with  daily  releases  touting  the 
Macintosh’s  advantages  over 
Windows  95,  the  Mac  counter¬ 
attack  in  India  is  expected  to  be 
more  low-key. 

Indian  users,  unlike  their  US 


counterparts,  are  not  likely  to  see 
T-shirts  bearing  the  slogan  “Been 
there. ..done  that”  that  list  the 
Mac’s  technological  advantages 
and  the  year  these  features  were 
implemented. 

Apple  in  India  will  forsake 
gimmickry  for  a  more  focused 
assault  featuring  enhanced  adver¬ 
tising  budgets  and  more  user 
awareness  workshops.  The  com¬ 


of  its  own  technology — its  ben¬ 
efits  and  its  applications — in¬ 
stead  of  attempting  to  take  on  the 
might  of  Microsoft  in  India.  In  a 
sense  the  company  is  moving 
against  the  tide.  India  is  predomi¬ 
nantly  Intel  country  and  the  Mac 
base  is  also  extremely  limited. 

Apple  in  India  will  be  empha¬ 
sising  more  on  extolling  the  vir¬ 
tues  of  the  Mac,  rather  than  in¬ 
dulging  in  any  real 
Microsoft  bashing. 
At  the  mo¬ 
ment  the 
Apple 


man- 


pany  for  instance  is  organising 
“family  computing  workshops” 
to  push  its  Performa — the  solu¬ 
tion  for  the  home  segment.  Simi¬ 
larly,  the  Apple  Yatra  has  been 
tom-tomming  the  Apple  cause  in 
the  publishing  sector.  Apple  in¬ 
tends  to  highlight  the  strengths 


agement  in 
the  country  is 
talking  about  Win¬ 
dows  95  as  a  tech¬ 
nology  that’s 
catching  up,  rather 
than  over-shooting 
the  Mac  OS. 

“Windows  95 
is  a  good  upgrade 
to  the  previous  ver¬ 
sion  Windows  3.1. 
We’ve  been  giving  our  users  for 
years  what  Windows  95  is  claim¬ 
ing  to  give  today,”  commented 
Brown. 

Indian  users  of  the  Mac  too 
are  not  overly  concerned  about 
the  Windows  95  versus  Mac  de¬ 
bate. 


Said  Bhupesh  Dang,  of  Flex 
India:  “Windows  95 ’s  features 
such  as  multimedia,  animation 
facilities,  etc.,  have  been  with  the 
Mac  for  a  long  time.  Dedicated 
users  of  Mac  are  not  going  to 
shift  to  Windows  95.” 

Flex  India'  is  currently  an 
owner  of  six  Power  Macs  which 
are  being  used  for  graphic  appli¬ 
cations. 

According  to  D.K.  Bardhan, 
senior  manager  systems.  Living 
Media  India  Ltd.,  “We  will  like 
to  wait  and  see  Windows  95  per¬ 
formance.  I  don’t  think  Windows 
95  will  affect  the  Mac  following 
in  India  because  Windows  95  has 
succeeded  in  copying  the  Mac 
OS,  not  superceding  it.”  Bradhan 
is  currently  on  PowerPC  sys¬ 
tems,  which  replaced  the  earlier 
base  of  Macintosh  machines. 

Niyam  Bhushan,  Proprietor, 
Laughing  Buddha  Computers  of 
New  Delhi  said:  “The  backlash 
has  begun  to  occur.  Firstly,  one 
has  to  follow  an  extremely  com¬ 
plicated  and  cumbersome  proce¬ 
dure  for  installing  Win  95.  Sec¬ 
ondly,  a  significant  number  of  us¬ 
ers  worldwide  have  reported  a  vi¬ 
rus  problem  which  makes  instal¬ 
lation  beyond  disk  1  impossible. 
Thirdly,  the  long  delays  that  a 
user  faces  in  getting  on-line  sup¬ 
port  from  Microsoft  is  a  major 
issue.” 

“A  number  of  users  have 
painfully  upgraded  their  existing 
hardware  in  terms  of  expensive 
RAM,  more  storage  disk  and 
preferably  more  powerful  proc¬ 
essors.  To  their  utter  dismay  they 


Information  Systems  Computerworld,  November  1-15,1995 


{Some  people  buy  a  UPS  unmindful  of  all 
die  HEADACHES  that  they’d  eventually 
undergo  simply  because  they  did  not 
evaluate  if  the  UPS  they  bought  actually 
satisfied  their  needs.  The  needs  of  quality. 
Of  performance.  Of  delivery  and  above  all 
the  back-up  support  service. 

To  these  people  even  we  could  suggest  a 
_few  strong  pain-killers. 

With  a  glass  of  water  ofcoursef} 


Or 

simply  go  in  for 

SAFEP®WER 

i  1  utfe£liye*t£ 

tne 

headache-free 


SAFEP®WER  COMMITTED 

_ irtteticy&it  TO  PROVIDING 

UNINTERRUPTIBLE  POWER  SUPPLY  TOP  OF  THE  LINE  PROTECTION 


SAFEPOWER  UPS  systems  come  with  many  features  •  150V-275V  input  voltage  range  •  Long  inbuilt  battery  backup 
•  Adaptability  for  extended  backup  time  •  With  Safeware  Lite  software  (optional)  for  automatic  shutdown  and  power-fail 
warning  •  Competent  service  team  to  provide  the  full  level  of  the  pre-announced  service  options. 


AJMER  :  31542/3  AMRITSAR  :  548392  CALCUTTA  :  721781  CHANDIGARH  :  706175  DEHRADUN  :  657119 
GHAZIABAD  :  754851  JAIPUR  :  621471  JALANDHAR  :  271872/3  JODHPUR  :  37586,  21822  KANPUR  :  214039, 
296302  KOTA  :  421247  LUCKNOW:  218351,  78643  LUDHIANA  :  456891  MEERUT  :  540874,  540894,  642012 
RANCHI  :  205360  UDAIPUR  :  526987,  526779  VARANASI  :  351133,  355288 

All  trademarks  /  logos  appearing  above  are  the  property  of  their  respective  owners. 


RADIANT 

POWER  SYSTEMS 
PRIVATE  LIMITED 


LUCKY  WINNER-OF-THE-YEAR  CONTEST  FOR  ALL  COMPUTER/UPS  DEALERS/RESELLERS  !! 

For  entering  the  draw  just  send  in  your  visiting  card  &  collect  participation  coupon  from  the  stall .  And  you  may  very  well  win  a  true 
chance  of  a  life-time  !  Lucky  Draw  on  9th  Dec.  ’95  at  4:00  p.m.  at  our  I.T.  Asia  stall  no.,  185  &  195,  Hall  no.,  9. 

This  is  a  no-obligation  lucky  draw. 
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have  dis¬ 
covered  that  their 
existing  applications 
have  yet  to  be  optimised  for 
Windows  95.  Users  have  also 
complained  about  Win  95  saying 
that  the  software  tends  to  conflict 
with  their  browsers  and  other 
Internet  utilities,”  Bhushan 
added. 

Another  dedicated  Mac  user. 
Jay  Kumar,  senior  DTP  operator 
at  CMG  Graphics  Delhi  felt  that 
he  would  remain  a  committed 
Mac  user  on  account  of  the  fact 
that  the  Mac  provided  better 
resolution  of  graphics.  “IBM  sys¬ 
tems  are  relatively  difficult  to  use 
as  is  also  the  Windows  environ¬ 
ment.” 

“We  intend  to  keep  pushing 
our  technology  and  our  innova¬ 
tions  and  will  continue  to  give 
our  users  more  and  more  differ¬ 
entiating  features  on  the  Mac, 
away  from  Windows  95,”  said 
Graham  Brown. 

The  company  is  banking  on 
the  fact  that  the  world  is  gradu¬ 
ally  moving  towards  RISC, 
which  will  turn  into  a  major  ad¬ 
vantage  for  Apple.  “At  some 
stage  a  change  will  come  into  the 
Windows  world  or  Wintel  world, 
where  they’ll  have  to  move  to 
RISC,  they’ll  have  to  get  the  op¬ 
erating  systems  to  take  advantage 
of  it,  they’ll  have  to  get  the  ap¬ 
plications  to  take  advantage  of  it. 

Today  Apple  has  done  all 
that.  We  have  gone  through  that 
migration.  That  is  going  to  be  a 
significant  edge  we  will  have,” 
Brown  added. 

“The  second  thing  is  that  we 
are  licensing  our  operating  sys¬ 
tem.  We  have  a  number  of  licen¬ 
sees  including  companies  like 
Radius,  Power  Computing,  and 


Pioneer,  etc.  and  we  are  begin¬ 
ning  see  the  arrival  of  the  Mac- 
compatibles  in  the  market.  At 
some  stage  these  products  will 
come  to  India  as  well.  Further¬ 
more,  another  positive  fact  for  us 
is  that  IBM  has  announced  that 
it  is  going  to  have  the  Mac  OS 
available  on  its  hardware,  which 
ought  to  give  the  OS  a  big  boost,” 
Brown  opined. 

According  to  K.K.  Gupta, 
deputy  general  manager,  Infor¬ 
mation  Technology  of  Dabur  In¬ 
dia  Ltd.,  price  and  compatibility 
will  remain  the  two  key  issues  as 
far  as  the  popularity  of  Mac  in 
the  country  is  concerned.  “The 
installed  base  of  PCs  is  growing 
and  new  users  are  going  to  opt 
for  Windows  95.  Since  team 
computing  has  become  the  order 
of  day,  most  corporate  users  will 
go  for  Windows  95,”  said  Gupta. 

“Even  if  Mac  prices  come 
down,  Apple  will  not  be  able  to 
cut  into  the  PC  market.  Although 
it  is  a  fact  that  what  Windows  95 
is  providing  today — like  the  GUI 
environment — Mac  users  were 
getting  nearly  a  decade  ago.  The 
biggest  problem  with  Mac  users 
is  that  they  cannot  share  their 
data  with  other  users.  While  of 
late  Apple  has  been  promising 
that  software  for  sharing  files 
will  be  available  to  the  custom¬ 
ers,  it  still  remains  an  issue.  At 
Dabur,  we  have  over  350  PCs 
and  just  25  Macintosh  machines. 
The  cost  of  the  Mac  is  prohibi¬ 
tive,  which  is  why  most  users 
today  are  preferring  to  go  for 
PCs.” 


Compaq  slashes  PC 
prices  to  initiate  new 
price  war 


In  a  bid  to  consolidate  its  leader¬ 
ship  of  the  PC  market,  Compaq 
Corp.  announced  aggressive  price 
reductions  of  up  to  25  percent 
across  its  commercial  and  con¬ 
sumer  desktop  product  families. 
Analysts  expect  that  the  competi¬ 
tion  will  respond  soon  with  price 
cuts  of  their  own.  Compaq  also  in¬ 
troduced  nine  new  commercial 
desktop  computers  based  on  the 
133  MHz  Pentium  microproces¬ 
sor,  the  fastest  in  the  Intel  range. 
It  raised  the  standard  minimum 
hard  disk  drive  size  from  270  MB 
to  630  MB  throughout  its  com¬ 
mercial  desktop  families,  and  is 
leveraging  its  role  as  the 
lead  systems  partner  for 
Windows  95  to  lead  the 
way  in  addressing  Win¬ 
dows  95  market  opportu¬ 
nities. 

“In  India  our  aim  was 
to  announce  the  new 
prices  within  a  few  days 
of  the  announcement  in 
the  US,”  said  Compaq’s  country 
manager  for  India,  Abhishek 
Mukheijee.  “This  price  reduction 
and  product  enhancement  will  en¬ 
able  us  to  retain  our  leadership 
role  among  all  international 
brands  in  India.” 

“By  combining  quality  and 
useful  innovation  with  aggressive 
prices,  Compaq  is  aiming  to  recast 
the  competitive  PC  landscape  with 
a  barrage  of  new  aggressively  priced 
products,”  said  Compaq  president 
and  chief  executive  officer,  Eckhard 
Pfeiffer.  ‘Compaq  re-wrote  the  book 
in  1992  when  it  comes  to  value  and 
performance,  and  with  these  aggres¬ 
sive  price  reductions,  powerful  new 
desktop  PCs,  and  sweeping  product 
enhancements,  we’re  adding  a  new 
chapter.” 


Building  on  its  leadership  po¬ 
sition  in  the  worldwide  PC  indus¬ 
try  and  its  strategic  role  as  the 
Microsoft  Lead  Systems  Partner 
for  Windows  95,  Compaq  is  mov¬ 
ing  to  further  increase  its  market 
share.  Analysts  are  positive  about 
Compaq’s  recent  announcement. 
“In  the  second  quarter,  Compaq 
has  outpaced  all  rivals  by  nearly 
400,000  shipments  and  is  well  po¬ 
sitioned  to  lead  the  market  at  year 
end  for  the  second  consecutive 
year,”  said  a  Dataquest  analyst. 

Compaq  has  reduced  prices  in 
both  its  commercial  and  consumer 
PC  lines  by  15  to  25  percent.  Price 
cuts  on  the  Presario  desk¬ 
top  line  range  from  about 
Rs.  6400  on  the  Presario 
CDS  744  to  over  Rs. 
18,000  on  the  100  MHz 
Pentium  based  Presario 
CDS  992.  Nine  new  high 
performance  133  MHz 
Pentium  based  models 
with  16  MB  of  memory 
and  1  GB  hard  drives  will  be  avail¬ 
able  in  volume  by  the  end  of  the 
third  quarter.  Analysts  said  these 
large  capacity  machines,  as  well 
as  Compaq’s  decision  to  enhance 
the  minimum  hard  disk  capacity 
of  its  entire  desktop  range  to  630 
MB  was  aimed  at  grabbing  a  sig¬ 
nificant  position  of  the  Windows 
95  market  which  is  likely  to  de¬ 
mand  PCs  with  large  memory, 
storage,  and  speed. 

For  the  last  14  months 
Compaq  has  been  shipping  Win¬ 
dows  95  ready  products  and  prod¬ 
ucts  with  plug-and-play  capabili¬ 
ties.  Compaq  and  Microsoft 
worked  closely  throughout  the 
development  of  Windows  95,  in¬ 
vesting  more  than  50  man  years 
in  joint  testing  and  development. 
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If  there  is  a  diskette  that  can  defy  the 
awesome  environment  of  our  country,  it  is 
an  Amkette.  For  the  simple  reason 
that  every  Amkette  diskette  is 
made  with  India  in  mind. 

Here,  diskettes  have 
to  combat  dust,  heat 
and  humidity, 

unlike  the  Western  countries. 

Amkette  diskettes  feature  all 
weather  reliability.  The  use  of 
revolutionary 
Super  Binder 


Before 
they 
reach  you, 


Amkette  diskettes 


700  institutional  customers  like  Novell, 
Citibank  and  Motorola, 

Amkette  diskettes  go 
through  hell  and  fire. 

Our  engineers  are  satisfied 
only  when  our  diskettes  survive 
through  10  million  passes  and 
not  the  usual  3  million,  under 

simulated  conditions. 
The  Amkette  Service-Net 
of  390  personnel  at 
9  branches 
across  the 


Media 


that 


country 


Resists  Fungi  and  Dust 
(RFD)  gives  us  a  unique 
edge  in  the  tropics.  Going 
beyond  the  international 
standards  set  by  ANSI  and 
ISO,  Amkette 


go  through 
10  million 


and  more  than  1500 
conveniently  located 
dealers,  can  provide 
our  customised  and 
after-sales  services, 
anywhere,  any  time. 


diskettes  are  tested 
at  a  60%  ‘Missing 
Pulse’  instead  of 


gruelling  tests. 


No  wonder  at  Amkette 
we  don’t  just  sell 


45%;  1.5  AQL  becomes  a  tight  0.65; 
the  ‘Modulation’  is  tested  at  a  less 
than  3%  instead  of  10%.  Indeed, 
before  they  reach  our  hard  to  please 


diskettes,  but 
cover  them 
with  a  full 
replacement  warranty  for  a  lifetime. 


No  wonder  we  cover  them  with  a  life  insurance  policy. 


AMKETTE 

Leadership  through  performance 


For  further  information  please  contact :  Thames  Technologies  Ltd.,  6  Community  Centre,  East  of  Kailash,  New  Delhi- 1 10  065.  Ph.:  6448558, 6467031,  Fax  :  6848172, 6424132; 
Bangalore-5591315,  5596834;  Baroda-372282;  Bombay-8362831,  8363370;  Calcutta-293766;  Hyderabad-231615;  Lucknow-227265;  Madras-8271171;  Udaipur-526156. 
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Tata  Elxsi  adds  networking 
products  to  portfolio 


nels  such  as 
OEM  and 
reseller  chan¬ 


nels.  The  total 


product  offering 
for  network 
building  from 
Tata  Elxsi  will 


Tata  Elxsi  (India)  Limited  has 
been  appointed  master  distributor 
for  India  for  the  entire  range  of 
networking  products  from  Allied 
Telesyn  International.  Allied 
Telesyn,  with  1994  sales  of  US  $ 
150  million,  is  targeting  revenues 
of  Rs.  10  crores  from  the  Indian 


product  portfolio  will  give  it  a 
complete  range  of  products  for 
total  network  building  which  is  a 
growing  business  at  Tata  Elxsi. 

Besides  bundling  the  products 
in  its  own  networking  solutions 
offering,  Tata  Elxsi  also  plans  to 
offer  these  products  in  the  Indian 
market  through 
indirect  chan- 


market  in  fiscal  1995-96  through 
sales  by  its  master  distributor. 

Tata  Elxsi  sources  said  that  the 
addition  of  the  Allied  Telesyn 
range  to  its  existing  LAN/WAN 


range  from  high 
performance 
Ethernet  adaptor 
cards  (ISA,  MCA,  and  PCI  bus 
compatible)  and  transceivers  to 
hub  products  providing 
upgradability  towards  ATM  con¬ 
nectivity.  b 


Silicon  Graphics 
scales  past  limits 

Irix  Networker  takes  on  enormous  files 


archives 

Silicon  Graphics  Systems  (In¬ 
dia)  Pvt.  Ltd.  has  delivered  a 
storage  management  package 
that  breaks  through  the  Unix 
file  system’s  traditional  limi¬ 
tations. 

SGS’s  Irix  Networker  4.11 
backup  and  archiving  applica¬ 
tion  can  theoretically  support 
individual  files  as  large  as  17 


terabytes  and  an  overall  file 
system  as  large  as  17  million 
terabytes.  Unix  file  systems 
have  limits  of  8  GB. 

“Today,  the  disk  sizes  are 
becoming  larger  and  larger.  In 
fact,  the  average  size  of 
databases  has  been  doubling 
every  six  months.  It  is  not  un¬ 
common  to  see  large  compa¬ 


How  high  can  you  count? 

If  there  were  such  a  thing  as  a  one-petabyte  disk 
drive,  you  could  store  more  than  160,000  feature- 
length  movies  on  it.  A  petabyte  contains  one 


quadreiliion  bytes. 

Number  of  bytes 

Kilo 

= 

1,000 

Thousand 

Mega 

= 

1,000,000 

Million 

Giga 

= 

1,000,000,000 

Billion 

Tera 

= 

1,000,000,000,000 

Trillion 

Peta 

= 

1,000,000,000,000,000 

Quadrillion 

Exa 

= 

1 ,000,000,000,000,000,000 

Quintillion 

Bronto 

= 

1 ,000,000,000,000,000,000,000,  Sextillion 

nies  having  a  database  of  the 
size  of  10  GB  and  above.  With 
the  advent  of  64-bit  comput¬ 
ing,  the  major  bottleneck  of 
ability  to  address  more  than  2 
GB  of  contiguous  disk  area  has 
been  raised  to  17  million 
terabytes  (this  is  more  than  the 
total  disks  produced  so  far). 
With  this  growth  in  database 
sizes,  problems  such  as 
backup,  archival  and  storage 
management  have  become  an 
important  function  within  the 
MIS  department.  This  is  ex¬ 
actly  where  a  software  like 
Irix  Networker  4.11  comes 
handy,”  informed  Sundar 
Iyer  of  Silicon  Graphics  Sys¬ 
tems  India. 

With  major  customers 
clamoring  for  rapid,  random 
access  to  gargantuan  data  ar¬ 
chives,  Silicon  Graphics  chose 
to  roll  its  own  storage  manage¬ 
ment  application  because  off- 
the-shelf  packages  couldn’t  cut 
the  mustard.  But  instead  of 


starting  from  scratch,  the  com¬ 
pany — known  for  its  digital 
graphics  wizardry — trans¬ 
formed  a  32-bit  application 
into  a  64  bit  screamer. 

Under  an  OEM  agreement, 
Silicon  Graphics  Inc.,  meta¬ 
morphosed  Legato  Systems, 
Inc.’s  Networker  backup  and 
archiving  application  into  Irix 
Networker  4.11. 

“Irix  Networker  4.11  is 
available  with  various  options 
with  a  basic  price  starting  from 
Rs.  89,000  onwards,  going  up 
to  Rs.  11  lakhs  for  more  than 
64  clients,”  Iyer  added. 

According  to  Iyer,  any  cus¬ 
tomer  with  a  database  larger 
than  2  GB  is  a  potential  cus¬ 
tomer  for  Silicon  Graphics. 
‘With  our  64-bit  file  system 
called  XFS,  NFS  V.3  and  the 
highly  scalable  64-bit  Chal¬ 
lenge  Servers,  Silicon  Graph¬ 
ics  Systems  is  in  an  advanta¬ 
geous  position  to  address  the 
large  database  market.”  ^ 
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Apart  from  crystal  clear  sound,  DAKTMAIL  can  also  handle  colour  images  and  page  upon  page  of  text. 


TRY  IAXLY<;  THIS 
Wi)  YOITTX  Ii\OW  WHY 
YOIXEED  IIAimiAIL. 


Things  change.  Quietly,  without  warning. 
Old  rules  lose  their  meaning.  And  you 
have  to  run  to  stay  in  the  same  place. 
Just  yesterday,  the  fax  was  God’s  gift  to 
business.  Tomorrow,  it  will  be  history. 

ENTER  DARTMA1L  Look  at  your  average 
work-day.  Meetings  with  colleagues.  Calls 
to  customers.  Letters  to  suppliers.  Reports 
from  offices.  Threats  from  rivals. 

One  communication  slip,  or  delay,  and 
you’re  in  deep  soup. 

Like  we  said,  enter  DARTMA1L. 

A  TECHNOLOGICAL  SWISS-KNIFE  You 
can  send  colour  images— graphs,  charts, 
pictures.  You  can  send  sound.  You  can 
send  page  upon  page  of  text.  You  can  even  send 
messages  to  other  people’s  fax  machines. 


You  can  send  them  anywhere  and  at 
prices  that  are  peanuts. 

THE  FAIL-SAFE  NETWORK  We  operate 
from  31  Indian  cities.  So,  we  have  31  RISC 
processors.  Even  if  one  node  goes  down, 
no  sweat.  The  network  buzzes  on. 

GATEWAY  TO  THE  WORLD  DARTMAIL 
complies  with  X.400.  And  uses  the  famed 
Hewlett  Packard  Open  Mail  technology. 
Translatiomyou  can  control  your  business 
world-wide, without  moving  an  inch. 

WALLS  HAVE  EARS  Wouldn’t  you  love  to 
know  what  your  competitors  are  planning? 
So  would  they.  But,  don’t  worry:  no  User  ID, 
no  DARTMAIL  access.  Even  at  the  hub,  our 
encryption  technology  gives  you  absolute 
confidentiality. 


YOU’RE  BUYING  SERVICE  Any  technology 
is  only  as  good  as  the  people  supporting  it.  Ours 
are  the  best.  Motivated,  highly  qualified, 
rigourously  trained.  All  they  give  a  damn  about 
is  making  the  network  operate  flawlessly. 

TAKE  A  TIP  Use  the  fax  one  last  time.  Send 
us  your  organisation’s  details.  We  will  do  the 
rest. 

And  yes,  welcome  to  tomorrow. 


DARTMAIL 

Communication 
for  tomorrow’s  world. 
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Lotus  packages  up  SmartSuite  for  Windows  95 


Freelance  Graphics  will  be  the 
first  of  the  SmartSuite  applications 
to  be  ready  for  Microsoft  Corp.’s 
Windows  95,  Lotus  informed. 

New  32-bit  versions  of  Word 
Pro  (formerly  Ami  Pro)  word 
processing  software,  1-2-3 
spreadsheet  software  and  the  Ap¬ 
proach  desktop  database  will  fol¬ 
low. 

The  network-enabled  Free¬ 
lance  Graphics  for  Windows  95 
was  written  from  the  ground  up 
in  32-bit  code  and  integrated 
with  Notes. 


We  would  like  to  see  a  total  domi¬ 
nance  in  the  LAN  market  as  far 
as  suites  are  concerned.  The  com¬ 
ing  five  years  belong  to  Lotus  in 
the  suite  range,”  said  Rahul 
Nanda,  country  manager,  Lotus 
India. 

Team  computing  essentially 
implies  team  reviews,  document 
management,  consolidation  and 
productivity  enhancement  tools 
which  allow  people  to  work  to¬ 
gether. 

Accord¬ 
ing  to  Lo¬ 
tus,  this 
time 
around  the 
company  is 
ready  for 
the  new  re¬ 
lease  of  Win¬ 
dows.  “People  will 
recall  that 
Lotus  was 
one  of  the 
last  players  to 


see  a  new  price  structure  being 
offered  by  Lotus  to  the  distribu¬ 
tor  for  the  same  software.  This 
pricing  structure  will  be  much 
better  than  what  is  being  offered 
by  our  competitors,”  Rahul  Nanda 
said. 

SmartSuite  for  Windows  95 
will  be  available  with  Lotus  India 
at  the  end  of  October  and  the  price 
is  expected  to  be  the  same  as  that 
for  Win  3.1  applications.  “Cur¬ 
rently  we  have  launched  a  buyers 
assurance  program  in  which  us¬ 
ers  have  been  offered  a  free  li¬ 
cense  to  Smartsuite  96  on  Win  95. 
We  have  also  offered  a  free  license 
for  the  next  version  of  Smartsuite 
on  Win  3.1  which  is  Smartsuite 
4.0.  So  no  user,  who  is  making  his 
investment  today,  even  in  a  Win¬ 
dows  3. 1  environment  lies  unpro¬ 
tected,”  Nanda  informed. 

Lotus  however  is  not  expect¬ 
ing  a  clean  sweep  for  Windows 
95. 

“I  don’t  see  a  very  large  mar- 


Lotus  Development  Corp.  has  shot  the  Windows  95 
version  of  SmartSuite  out  of  the  gate  with  team 
computing  and  productivity  enhancements.  It  hopes 
these  features  will  lure  users  to  the  applications 
portfolio  and  the  Notes  workgroup  system. 


According  to  analysts  the 
most  enticing  features  in  the  new 
version  are  Team  Computing  and 
Content  SmartMasters. 

“Lotus  has  built  its  suites  strat¬ 
egy  around  team  computing, 
which  is  going  to  become  a  real¬ 
ity  in  the  Indian  context.  With  the 
number  of  LANs  growing  in  the 
market,  suites  with  team  comput¬ 
ing  capabilities,  are  becoming  a 
reality.  Lotus  is  the  first  and  cur¬ 
rently  the  only  suite  range  which 
offers  team  computing  facilities. 


enter  the 
Windows 
market  with  its  suite  range 
the  last  time  around.  There  is  no 
such  thing  this  time,”  Nanda 
added. 

According  to  the  company, 
Lotus  Smartsuite  offers  users 
more  software  for  the  money  that 
is  spent.  The  positioning  of  the 
product  is  definitely  not  that  of  a 
low-priced  offering.  Instead  the 
idea  is  to  offer  a  client  more  soft¬ 
ware  for  the  money  that  he  spends. 
“However,  India  is  an  extremely 
price-conscious  market  and  Lotus 
will  be  in  line  with  the  pricing 
trends.  With  Windows  95  you  will 


ket  in  India  for  Windows  95  itself. 
In  the  event  of  there  being  a  large 
market  for  Windows  95  we  are 
positioned  for  a  kill  with  the  right 
products  in  place.  In  the  event  of 
Windows  95  succeeding,  Lotus 
users  will  not  feel  let  down  by  a 
Lotus  non-presence  in  this  mar¬ 
ket,”  commented  Nanda. 

Lotus  Smartsuite  users  mean¬ 
while  welcomed  the  arrival  of  the 
Windows  95  versions  of  the  soft¬ 
ware. 

According  to  Gagan  Setia, 
MIS  manager,  Samtel  Corpora¬ 
tion:  “Lotus  SmartSuite  provides 
a  corporate  user  ease-of-working 
at  an  incredible  price  that  ranges 


between  Rs.  61,800  and  Rs.  1,10 
lakhs.  The  fact  that  SmartSuite  96 
on  Windows  95  is  expected  to  be 
priced  as  reasonably,  is  going  to 
be  a  big  advantage  for  Lotus.” 

R.  R.  Singh,  Director  of  In¬ 
come  Tax  Systems  reiterated  the 
sentiment  that  Lotus  SmartSuite 
for  Windows  95  would  have  an 
edge  on  price.  “We  have  gone  in 
for  Lotus  SmartSuite  as  it  matched 
the  specifications  of  our  organi¬ 
sation.  After  doing  technical 
analysis  and  commercial  evalua¬ 
tion,  we  found  that  the  Lotus 
SmartSuite  range  is  the  only  rea¬ 
sonably  priced  and  platform-inde¬ 
pendent  software.  All  the  GUI 
desktop  platforms  are  supported 
by  it.  Ease-of-use  features  are 
what  make  SmartSuite  a  unique 
product.” 

“Lotus  has  been  aggressively 
pushing  its  products  to  a  wide 
range  of  customers.  I  don’t  think 
this  is  true  of  Microsoft.  The  com¬ 
pany  has  failed  to  see  the  benefits 
of  establishing  a  long  term  rela¬ 
tionship  with  its  customers — in 
terms  of  concessional  prices  to 
large  users  and  service  support. 
Even  MS  Office — the  Profesional 
version  is  highly  priced,”  com¬ 
mented  R.R.  Singh. 
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Lotus  tries  to  put  Organizer  in  order 


Lotus  Development  Corp.  re¬ 
cently  announced  Organizer  2.1, 
a  maintenance  upgrade  designed 
to  correct  the  problems  in  Version 
2.0. 


Organizer  is  a  personal  infor¬ 
mation  manager  that  lets  users 
maintain  and,  in  a  network  envi¬ 
ronment,  share  calendaring  and 
scheduling  information. 


‘Absolutely  faster’ 

The  most  widespread  complaint 
about  Organizer  2.0  had  been  its 
speed  and  Lotus  has  fixed  that 
problem. 

Version  2.0’s  slowness  is  at¬ 
tributable  to  its  file  format,  which 
is  different  from  the  earlier — and 
faster — Version  1 .0.  A  250  K-byte 
file  in  Version  1  .x  would  grow  to 
more  than  1 M  byte  in  Version  2.0, 
for  example. 

Although  Version  2.1  keeps 
the  same  file  format,  its  speed  has 
improved,  but  not  to  that  of  ver¬ 
sion  1.x. 

Version  2.1  is  also  more  sta¬ 
ble.  Version  2.0  crashed  fairly  of¬ 
ten,  some  users  remarked. 

Other  2.1  enhancements  in¬ 
clude  the  following: 

•  Users  can  now  print  weekly 
and  daily  pages  from  the  cal¬ 
endar  as  well  as  the  Notepad’s 
table  of  contents. 

•  File  compression. 

•  Better  administration.  For  ex¬ 
ample,  Version  2.1  offers  a 
utility  menu  that  lets  admin¬ 
istrators  reset  or  change  user 
access. 

“Lotus  has  always  tried  for 
excellence  in  all  its  products.  Or¬ 
ganizer  2.1  is  another  such  effort 
to  provide  users  with  the  best  that 
technology  can  offer.  Lotus  feels 
that  the  strength  of  Organiser  for 
personal  productivity  enhance¬ 
ment  is  immense.  Further  we  feel 
that  with  the  increasing  usage  of 
computers  for  personal  productiv¬ 
ity,  products  such  as  Organizer 
will  give  Lotus  a  unique  position¬ 
ing  in  the  suite  range.  Once  again 
the  enhanced  product  is  being  of¬ 
fered  in  the  market  along  with  our 
suite  range  and  individually  at  the 
same  price  which  it  was  offered 
in  the  earlier  version,”  said  Rahul 
Nanda  of  Lotus  India. 

The  new  version  of  Organizer 
began  shipping  in  September. 


Oracle  support 
bonanza  cheers  users 


t 


Oracle  Software  (India)  Private 
Ltd.,  the  India  operation  of  Ora¬ 
cle,  the  information  management 
software  company,  has  announced 
plans  to  expand  the  technical  and 
support  services  from  its  National 
Support  Center.  In  the  first  stage 
the  three  major  Oracle  offices  in 
India,  located  at  Delhi,  Bangalore, 
and  Bombay,  will  be  connected  by 
a  64  Kbps  telecommunications 
link.  This  facility  will  establish  di¬ 
rect  access  from  the  regional  of¬ 
fices  to  Oracle’s  National 
Technical  Repository  at 
Bangalore,  as  well  as  to 
the  four  worldwide  Ora¬ 
cle  Super  Support 
Centers. 

Sources  close  to 
Oracle  say  the  Red¬ 
wood  Shores,  Califor¬ 
nia-based  company 
may  down  the  line  set 
up  the  Bangalore  sup¬ 
port  center  as  an  interna¬ 
tional  support  resource  for 
Oracle  clients  worldwide. 

The  Oracle  software  AMC, 
said  Dipankar  Sanyal,  general 
manager  for  marketing  at  Oracle 
Software  (India),  is  aimed  at  tak¬ 
ing  care  of  future  needs  of  cus¬ 
tomers.  Some  of  the  support 
deliverables  under  the  AMC  are 
electronic  remote  support,  free 
upgrades  and  updates  of  software, 
technical  bulletins,  patches  and 
fixes,  and  value-added  services 
such  as  manuals  on  CD-ROM. 
Customers  have  the  option  of  tak¬ 
ing  support  from  Oracle  or  from 
its  business  partners  who  offer  the 
first  level  of  support  on  their  own. 
Oracle  AMCs  typically  cost  be¬ 
tween  17  percent  to  30  percent  of 
the  cost  of  the  software  license, 
depending  on  the  complexity  of 
the  software  and  the  platform. 

KVR  Somayaji,  general  man¬ 
ager  for  customer  services  at  Ora¬ 


cle  Software  (India)  said  that  “the 
high  rate  of  problem  resolution  at 
the  first  instance  within  four  work¬ 
ing  hours  is  enabling  our  custom¬ 
ers  to  maintain  high  availability 
of  Oracle  database  in  business 
critical  applications.”  About  40 
to  50  percent  of  Oracle  clients 
have  signed  up  for  the  AMC  di¬ 
rectly  with  Oracle.  Software  (In¬ 
dia). 


Globally,  technical  support 
services  revenues  account  for 
about  20  percent  of  Oracle  Corp.’s 
revenues.  In  India,  technical  sup¬ 
port  revenues  are  about  42  per¬ 
cent  of  the  company’s  net  to  Ora¬ 
cle  revenues  of  Rs.  33.7  crores  in 
the  fiscal  year  ended  March  31 
this  year.  US  based  principal,  Ora¬ 
cle  Corporation  posted  revenues 
of  US  $  3.0  billion  in  the  last  fis¬ 
cal  year. 

NASSCOM  Executive  Direc¬ 
tor,  Dewang  Mehta  said  the  fo¬ 
cus  by  Oracle  on  high  quality  sup¬ 
port  was  welcome.  If  more  soft¬ 
ware  companies  beef  up  their  sup¬ 
port  in  India,  more  users  may  now 
go  for  legal  software  if  only  to  be 
entitled  for  support. 
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Not  every  company 
gives  you 

Dot  Matrix,  Inkjet,  Laser, 
Colour,  Label  and 
Line  Matrix  printers* 

But  then,  not  every 
company  is  Wipro. 


HEAD  OFFICE  :  Bangalore  (080):  K.Vaitheeswaran/Vipul  Parekh  Tel:  2270359  Fax:  2270378.  REGIONAL  OFFICES:  Ahmedabad  (079): 
Gururaj  Kidiyoor  Tel:  441628  Fax:  6425158.  Bangalore  (080):  V.Sriram/Vinny  Thomas  Tel:  574479,  568049  Fax:  5571187.  Baroda  (0265) 
Pankaj  Maniar  Tel:  320639,  331396  Fax:  331459  Bhopal  (0755):  Roopesh  Joshi  Tel:  565926,  563207  Fax:  563209.  Bombay  (022): 
L.Ramnath/Jayant  Tel:  6323597, 6323601  Fax:  6323599, 6323605.  Calcutta  (033):  L.A.Khan/Senthil  Kumar  Tel:  2426591,2428489  Fax:  2425910. 


The  Power  of  Choice.  It's  what  customers  demand.  It's  what  Wip  ro 
delivers.  With  a  range  of  printers  that  spans 
7  technologies  and  35  products.  Products  for  every  application  and 
every  budget.  From  world  leaders  like  Epson,  Printronix  and  Seiko. 


Whatever  your  requirement,  you  will  find  one  from  Wipro's  wide  array 
of  printers  that  meets  your  needs.  Precisely.  Because,  at  Wipro  we 
believe  in  providing  Total  Printing  Solutions  to  our  customers. 


So,  when  it  comes  to  choice,  Wipro  delivers.  Like  no  other  company 
can. 


Wipro/EPSON 
Impact  Printers 


EPSON  Stylus  Inkjet  Printers 


Wipro  Primera  Thermal  Wax/ 
Wipro  Seiko  Label  Printers  Dye  Sub  Colour  Printers 


Printronix  Line  Matrix  Printers  EPSON  Laser  Printers 


Wipro.  Because  there's  a  difference 
between  just  buying  a  printer. 
And  buying  it  from  Wipro. 


Cochin  (0484):  Manoj  Mathew  Tel:  311338,  312379  Fax:  317226.  Delhi  (011):  Prashant  Kulkarni/Dhirendra  Khurana  Tel:  6468425,  6473253 
Fax'  6220292  6445135.  Hyderabad  (040):  Sanjay  Oberoi  Tel:  845196,  811478  Fax:  849236.  Jaipur(0141):  S.  Haroon  Tel:  380104,  382306 
Fax:  375979.  Lucknow(0522):  Sanjay  Sengar  Tel:  222818,  217176  Fax:  212559.  Madras  (044):  S.  Nataraj  Tel:  4998084,  4997251  Fax:  4997067. 

Pune  (0212):  Haresh  Bharia  Tel:  325356, 325659  Fax:  325401_ pentagon  330 
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AT&T  divided:  now  you  see  it 

AT&T  pulled  out  of  the  Indian  desktop  market  even  before  it  could  establish  its  credentials.  Even  so  the 
splintering  is  expected  to  have  a  positive  fallout  for  the  telecom  giant. 


It  seems  only  yesterday  that  the 
AT&T  Globalyst  range  of  multi- 
media  systems  was  launched  in 
India  with  great  fanfare.  However, 
the  excitement  of  having  AT&T 
join  the  desktop  fray  seems  to 
have  been  extremely  short-lived 
on  account  of  the  company  pull¬ 
ing  out  of  the  global  PC  market, 
following  a  massive  restructuring 
exercise. 

Public  relations  have  called  it 
a  “bold  strategic  move.”  AT&T 
Chairman  Bob  Allen  has  dubbed 
it  “AT&T,  Formerly  AT&T,”  and 
“Divestiture  II.” 


No  matter  the  label,  AT&T 
is  making  a  major  change  by  di¬ 
viding  itself  into  three 
independent  companies  reflecting 
telecommunications  services,  tel¬ 
ecommunications  equipment  and 
computers.  These  businesses  go 
under  the  current  names  of  Com¬ 
munications  Services,  Communi¬ 
cations  Systems  and  GIS.  Com¬ 


munications  Services  will  retain 
the  AT&T  brand,  the  others  must 
launch  their  own  brands. 

The  AT&T  services  company 
will  be  made  up  of 
Communications  Services,  AT&T 
Wireless  Services,  AT&T  Solu¬ 
tions  and  AT&T  Universal  Card 
Services — with  revenues  of  US 
$49  billion.  The  systems  and  tech¬ 
nology  company  will  be 
comprised  of  Network  Systems, 
Microelectronics,  Global  Busi¬ 
ness  Communications  Systems, 
Consumer  Products,  and  the 
other  businesses  in  the  Multi-Me¬ 


dia  Products  Group — with  rev¬ 
enues  of  US$20  billion. 

Reiterating  that  AT&T’s  size 
and  scope  have  become  a  burden 
limiting  the  growth  of  the  business 
units,  Allen  stated  that  the  sepa¬ 
rated  companies  will  be  worth 
more  to  shareholders  and  will  be 
more  accurately  measured  against 
their  industry  peer  group. 


Following  the  move,  AT&T  is 
expected  to  lose  approximately 
8,500  employees,  including  some 
positions  from  the  unit’s  Dayton 
headquarters  and  some  held  by 
contract  employees.  Most  posi¬ 
tions  will  be  eliminated  by  the  end 
of  1995. 

AT&T  Global  Information 
Solutions  (GIS),  as  the  unit  is 
known,  currently  employs  42,800 
people  in  1 20  countries. 

AT&T  GIS  will  continue  to  of¬ 
fer  customers  personal  computers 
as  part  of  total  solutions,  but  will 
no  longer  develop  and  manufac¬ 
ture  its  Globalyst  line  of  personal 
computers,  nor  sell  them  through 
value-added  resellers  and  retail 
outlets.  AT&T’s  computer  unit 
expects  to  announce  a  relation¬ 
ship  with  a  new  PC  supplier  soon. 

As  announced,  AT&T  GIS 
will  build  on  its  strengths  in  three 
key  industries — financial,  retail 
and  communications.  In  addition, 
AT&T  GIS  will  also  focus  on  en¬ 
terprise  computers,  worldwide 
services  and  Systemedia,  which 
manufactures  and  markets  paper 
receipt  rolls,  business  forms,  ink 
ribbons  labels,  etc. 

As  far  as  the  Indian  market  is 
concerned,  AT&T’s  announce¬ 
ment  will  affect  its  recently  ap¬ 
pointed  resellers  including  Bom- 
bay-based  CMS  computers 
which  has  been  pushing  the 
AT&T  Globalyst  range  through 
its  Chain  Reaction  retail  outlets. 

S.K.  Puri,  vice  president, 
CMS  Computers  Ltd.,  said: 
“AT&T  has  pulled  out  of  the  PC 
business  because  the  company  felt 
it  really  wasn’t  its  cup  of  tea.  Be¬ 
ing  a  telecom  company  it  has  per¬ 
haps  not  been  able  to  handle  the 
cut-throat  business  in  the  PC  mar¬ 
ket.” 


“CMS  users  need  not  worry  at 
all  on  account  of  AT&T  discon¬ 
tinuing  the  manufacturing  and 
marketing  of  its  PC  range.  CMS 
is  a  maintenance  company  and  has 
been  in  the  business  for  the  last 
1 9  years.  We  are  very  comfortable 
with  the  maintenance  of  interna¬ 
tional  brands  like  IBM  and  Dig¬ 
ital  and  will  successfully  take  care 
of  the  current  Globalyst  custom¬ 
ers  in  India.  While  this  is  a  pain¬ 
ful  development,  we  are  ready  to 
handle  the  situation,”  Puri  reas¬ 
sured. 

CMS  claims  to  have  sold  a 
substantial  number  of  AT&T’s 
Globalyst  PC  in  the  past  few 
months  to  customers  such  as 
Swiss  Airways,  Ballarpur  Indus¬ 
tries  and  Richa  and  Co.  among 
others. 

Shanti  Nag,  General  Man¬ 
ager,  Computer  Services, 
Ballarpur  Industries  Limited, 
which  recently  acquired 
Globalyst  systems  said:  “This  is 
a  dynamic  industry,  and  AT&T’s 
recent  move  truly  proves  it. 
Even  before  the  company  could 
prove  its  credentials  in  the  PC 
segment  it  chose  to  move  out. 
The  image  of  AT&T  has  certainly 
gone  down  in  the  eyes  of  the  cus¬ 
tomers.  As  a  user  of  machines  that 
have  been  withdrawn  from  the 
market,  we  are  not  very  worried, 
as  we  expect  CMS  to  be  support¬ 
ing  our  systems  in  the  future.  At 
the  same  time  we  hope  that  the 
availability  of  spare  parts  does  not 
become  a  problem  for  us.” 

Another  Indian  user,  Swiss 
Airways,  might  well  be  facing  a 
rough  landing  with  its  Globalyst 
plans.  “A  corporate  decision” 
led  to  the  airline  office  acquir¬ 
ing  24  Globalyst  machines, 
“which  are  yet  to  be  installed.” 


AT&T’s  Globalyst:  the  disappearing  act... 
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now  you  don’t 


What's  the  buzz? 

“I  haven ’t  had 

“This  shows  that  some  of 

this  much 

the  allegedly  staid  and 

camera  attention 

bureaucratic  outfits  can 

since  1  walked 

show  vigor  and  move 

once  with  Demi 

quickly  and  do  the  right 

Moore  into  a 

thing.  I  take  my  hat  off  to 

Robert  Allen  to  have  the 

foresight  to  learn  from  the 

mistakes  of  other  companies 

— AT&T  Chairman 

Robert  Allen 

at  the  October  press 

— Bob  Djurdjevic,  analyst,  Annex 

conference  in  New  York 

Research,  Phoenix 

A  spokesperson  of  the  com¬ 
pany  declined  to  comment,  pre¬ 
ferring  to  remain  non-committal 
on  the  issue. 

“By  creating  a  separate  serv¬ 
ices  company,  a  telecommunica¬ 
tions  product  company  and  giv¬ 
ing  up  on  computing,  AT&T  is 
responding  to  all  the  major  pres¬ 
sures  on  IT  markets  today. 


The  major  pressures  include 
shrinking  time  to  market,  the  need 
for  product  companies  to  run  on 
very  thin  margins,  the  push  toward 
fewer  computing  platforms, 
which  means  only  the  strong  or 
highly  specialized  niche  players 
survive,  and  you  need  to  have  it 
all  work  together  right  now,”  com¬ 
mented  an  industry  analyst.  ^ 


Big  Breakup 


AT&T 

(Communication 

services) 


As-yet  unnamed 
(Network  systems) 


Global  Information 
Solutions 

(Computer  systems) 


Revenue 

&49B 

$20B 

8B 

CEO 

Robert  Allen 

Richard  McGinn 

Lars  Nyberg 

Employees 

121,000 

137,000 

43,000 

•  AT&T  Universal 

•  Global  Business 

•  Formerly  NCR 

Card  Services 

Communications 

Corp. 

•  AT&T  Solutions 

•  Consumer  products 

•  AT&T’s  current 

•  AT&T  Wireless 

•  AT&T  Paradyne 

computer  unit 

•  AT&T  Laboratories 

•  Microelectronics 

Confusion  dogs 
Windows  95  pricing 


“Did  I  get  the  price  right?”  seems  to  be  the  gen¬ 
eral  refrain  of  buyers  reaching  for  Windows  95 
off  Indian  distributors/resellers  shelves.  In  what 
appear  to  be  statistical  snafus  Windows  95  price 
tags  have  gone  through  some  strange  metamor¬ 
phoses. 

Look  at  this  What  started  out  at  Rs.  6,770 — at 
the  Windows  95  launch  in  Bombay  in  August — 
has  gradually  crept  up  to  the  Rs.  7, 100  mark.  The 
Upgrade  Pack,  which  initially  carried  a  price  tag 
of  Rs.  4,300  is  now  available  with  distributors 
for  Rs.  5,100. 

Customers  that  had  booked  the  “attractively 
priced”  Windows  95  package,  following 
Microsoft’s  launch  in  Bombay,  were  disappointed 
to  learn  that  they  needed  to  shell  out  extra  moolah 
to  actually  land  the  package.  In  New  Delhi,  inspite 
of  the  extra  hype,  users  actually  cancelled  orders 
following  the  price  confusion. 

“The  confusion  was  caused  on  account  of  the 
fact  that  Microsoft  announced  different  prices  of 
Windows  95  in  Bombay  and  New  Delhi.  Further¬ 
more,  the  price  of  the  dollar  has  gone  up  by  12 
percent,  leading  to  a  hike  in  the  shipment  price  of 
Windows  95  to  the  customer  in  India,”  com¬ 
mented  the  rep  of  a  key  Microsoft  distributor. 
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Clone  problems 
still  daunt  Apple 


AST  rides  tech  edge  in 
bid  to  stop  slide 


Apple  Computer,  Inc.,  could  learn 
a  lesson  from  the  movie  Jurassic 
Park — cloning  and  control  don’t 
go  hand  in  hand. 

Sources  inside  the  computer 
maker  said  Apple  is  struggling  to 
reconcile  its  decision  to  license  the 
long  proprietary  Macintosh  oper¬ 
ating  system  with  the  harsh  real¬ 
ity  that  Macintosh  clones  mean 
Apple  can  no  longer  control  the 
market. 

This  dilemma  has  led  Apple 
to  nix  several  licensing  deals  with 


Apple  expects  to  take  on  more  li¬ 
censees  when  the  specifications 
for  the  Common  Reference  Hard¬ 
ware  Platform  (CRHP),  which 
was  jointly  developed  with  IBM 
comes  out.  Parts  of  the  current 
version  of  Apple’s  operating  sys¬ 
tem  such  as  the  Mac  ToolBox  now 
reside  in  the  hardware.  With  the 
CRHP  machines,  the  operating 
system  will  be  divorced  from  the 
hardware.  This  means  that  ven¬ 
dors  that  want  to  deviate  from 
Apple’s  Macintosh  design  will  re¬ 


Current  Mac  OS  licensees 

•  DayStar  Digital 

•  Pioneer  Electronics 

•  Power  Computing 

•  Radius 

Signed  Mac  OS  licensees 
(not  announced) 

•  Acorn  Computer 

•  GoldStar  Technology 

•  Ing.  C.  Olivetti  &  Co. 

major  manufacturers  and  it  is 
stated  that  the  company  has  turned 
down  potential  licensees.  And 
sources  inside  Apple  said  it  re¬ 
cently  declined  a  deal  that  would 
enable  PC  clone  maker  Gateway 
2000,  Inc.  to  expand  its  repertoire 
into  the  Macintosh  market. 

Exclusive  club 

Earlier  this  year,  Apple  said  no  to 
a  deal  with  Acer  America,  Inc., 
another  PC  clone  vendor.  Sepa¬ 
rately,  several  Taiwanese  PC  ven¬ 
dors  recently  claimed  Apple  re¬ 
jected  their  offers  to  license  the 
Mac  OS  sources  close  to  Apple 
said. 

To  date,  Apple  has  announced 
just  four  licensees  of  the  Mac  OS: 
Radius,  Inc.,  DayStar  Digital,  Inc., 
Power  Computing  Corp.  and  Pio¬ 
neer  Electronics  Corp. 

However  it  is  believed  that 
supporting  even  its  current  crop 
of  licensees  has  been  a  bigger  task 
than  Apple  originally  anticipated. 


quire  less  support. 

Industry  analysts  however  are 
of  the  opinion  that  Apple  needs  to 
have  some  big  names  on  its  licen¬ 
see  listing,  if  it  is  really  serious 
about  its  clones  strategy.  Just  hav¬ 
ing  niche  players  such  as  Radius 
and  DayStar  will  be  inadequate  it 
is  stated.  “You  have  to  bring  in 
Top  10  players  even  if  at  first  they 
cannibalize  your  sales  by  lower¬ 
ing  prices  or  innovating  on  the 
hardware,”  commented  an  indus¬ 
try  watcher. 

According  to  sources  at  Ap¬ 
ple  India,  however,  the  company’s 
licensing  program  for  the  Mac  OS 
is  very  much  on  stream  and  in  fact 
a  major  effort  on  the  part  of  the 
company  to  popularise  the  Mac 
platform. 

“Mac  clones  are  going  to  be 
making  an  appearance  soon  and 
will  also  ultimately  come  to  In¬ 
dia,”  said  Graham  Brown,  man¬ 
aging  director,  Apple  Computer 
International  Ltd.,  India  office. 


Former  PC  heavyweight  AST  Re¬ 
search,  which  is  revving  up  its 
activity  in  the  Indian  market  and 
in  fact,  hopes  to  establish  itself 
among  the  top  three  MNC  ven¬ 
dors  in  the  country  within  the  cur¬ 
rent  year,  is  hoping  that  its  PC 
lineup  will  give  it  the  punch  it 
needs  to  slug  its  way  back  into  the 
top  tier  of  the  commercial  PC  mar¬ 
ket. 

The  company  is  currently  op¬ 
erating  in  India  directly  as  well  as 
through  a  host  of  distributors  and 
in  fact  managed  to  install  around 
6, 1 25  systems  during  last  year  for 
a  revenue  of  Rs.  1 8  crores. 

Meanwhile,  based  on  Intel 
Corp.’s  Pentium  chip,  AST’s 
Bravo  MS  series  will  offer  voice 
recognition  and  command  naviga¬ 
tion,  text-to-speech  software  that 
allows  the  computer  to  respond 
through  speech,  integrated  virus 
protection  software,  integrated  16- 
bit  audio  and  aggressive  pricing. 


similar  capability  in  its  PowerPC 
desktops  later  this  year. 

Observers  perceive  the  latest 
Bravos  as  an  attempt  by  AST  to 
reposition  itself  as  a  desktop  tech¬ 
nology  leader.  A  series  of  seri¬ 
ously  delayed  product  announce¬ 
ments  forced  the  company  to  play 
catch-up  with  the  rest  of  the  in¬ 
dustry  most  of  last  year. 

The  announcement  comes  at 
a  time  when  AST  has  been  des¬ 
perately  fighting  to  run  around  a 
deeply  troubled  business  with  a 
series  of  initiatives,  including  lay¬ 
offs,  the  shutdown  of  a  manufac¬ 
turing  facility  and  senior  manage¬ 
ment  reorganizations. 

According  to  AST  sources,  the 
company’s  ride  along  the  technol¬ 
ogy  curve  will  now  feature  more 
rapid  product  transitions  and  far 
shorter  product  life  cycles. 

Working  strategy 

The  company  has  already  begun 
to  move  most  of  its  manufactur¬ 
ing  to  a  build-to-order  model  and 
has  initiated  just-in-time  agree¬ 
ments  with  its  key  component 


AST’s  desktop  line: 
packing  a  punch 


One  of  few 

The  lineup  makes  AST  one  of 
the  few  companies  to  announce 
a  commercial  desktop  that  inte¬ 
grates  voice  recognition  and  re¬ 
sponse.  IBM  hopes  to  ship  a 


suppliers.  The  company’s  recent 
alliance  with  Samsung  Electron¬ 
ics  Co.  in  South  Korea,  earlier  this 
year  gives  AST  a  major  source  of 
components  while  infusing  it  with 
some  much  needed  cash. 
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DEC  refines  software  pitch 


Slammed  by  critics  during  the  past 
year  for  its  lack  of  a  clear  software 
strategy,  Digital  Equipment  Corp. 
rolled  out  a  business  unit  aimed 
specifically  at  client/server  and 
internetworking  applications. 

The  Connectivity  Software 
Business  Unit  will  focus  on  meet¬ 
ing  the  user  demand  created  by 
growth  in  the  Internet  and  inter¬ 
est  in  Microsoft  Corp.’s  Windows 
NT  for  three-tiered  client/server 
environments,  said  Robert 
Palmer,  Digital’s  chief  executive 
officer. 


New  software  products  will 
work  with,  but  not  depend  on  Dig¬ 
ital  hardware. 

Digital  will  be  looking  at  sell¬ 
ing  software  as  a  product  to  earn 
a  profit  and  not  to  support  its  plat¬ 
form  sales  specifically. 

The  announcement  of  a  new 
division  should  signal  to  users  that 
Digital  executives  have  finally 
solidified  their  vision  for  the  fu¬ 
ture. 


It  is  expected  that  the  firm 
would  continue  to.  support  VMS- 
oriented  products  but  could  sell  off 
some  software  lines  to  third  par¬ 
ties  as  it  has  done  in  the  past. 

Indian  users  of  Digital  prod¬ 
ucts  did  not  seem  unduly  worried 
about  the  company  abandoning 
VMS  applications.  It  is  expected 
that  as  the  company  develops  new 
applications  and  technology,  it 
will  allow  its  customer  to  other 
operating  systems  such  as  NT. 

The  creation  of  the  new  busi¬ 
ness  unit  will  put  more  focus  on 


the  kinds  of  software  products  that 
Digital  believes  are  important. 
The  computer  system  division 
will  also  continue  to  support  other 
software  products,  such  as  those 
developed  for  its  proprietary 
Open  VMS. 

The  business  unit  will  expand 
on  Digital’s  relationship  with 
Microsoft  by  developing  system 
management  programs  to  operate 
in  NT  environments. 


CONNECT  THE  DOTS 


Digital's  Connectivity  Software  Business  Unit  will 
market  seven  categories  of  client/server  and 
internetworking  applications 

CLIENT/SERVER  APPLICATIONS 

•  Object-based  application  development: 
ObjectBroker  with  capability  to  integrate  Microsoft 

•  Enterprise  messaging:  Mailbus  400 

•  Systems  management:  Polycenter  NetView  on 
Windows  NT  and  Unix* 


INTERNETWORKING 

•  Workgroup  collaboration:  Workgroup  Web  Forum* 

•  Communications:  Internet  directory  server,*  mail 
storage*. 

•  Mobile  connections:  Digital  Mobilizer 

•  Security:  Digital  firewall  for  Windows  NT*  and  Unix. 

*  To  be  anounced. 


After  successful  recovery  on  standalone 
computers  hard  disks  and  floppies.  Unistal 
announces  release  of  STELLAR  for  Network 
drives.  The  only  software  available  to  recover  the 
data  even  if  users  get  messages  like 


Invalid  Partition  Table 
Invalid  Media  Type  Error 
Invalid  Drive  Specification 
General  Failure  Reading  Drive  X 
Data  Error  Reading  Drive  X 
Sector  Not  Found 
Track  Zero  Bad 
Etc... 


STELLAR  also  includes  a  unique  utility  to 
Format  Track  0  Bad  Floppies  and  many  more... 

After  giving  its  services  to  more  than  thousand 
users  with  STELLAR ,  Unistal  released  the  second 
software  package  MargDarshak,  the  complete 
desktop  file  viewer.  With  MargDarshak  a  user  can 
view  upto  sixty  files  in  sixty  seconds  without  load¬ 
ing  the  package  by  just  hitting  a  keystroke  whether 
it  is  a  Wordprocessor,  Database  or  a  Worksheet. 
User  can  take  a  print  directly  from  MargDarshak. 

CALL 

UNISTALL  SYSTEMS  PVT.  LTD. 

H.O.  :  B-5/1,  1st  Floor,  Safdarjung  Enclave, 

African  Avenue,  New  Delhi-110  029. 

Tele-Fax  :  6113032,  6881164,  604590,  606527, 
670469. 

B.O.  :  Executive  Centre,  407,  Jolly  Bhavan  No. 2, 

7,  New  Marine  Lines,  Bombay  -  400  020. 

Tel.:  2624825/40/41 ,  Fax  :  2626791. 

Bangalore  Infotrend  5586627/5586719  Madras  Infotrend 
8282938  Chandigarh  Infonet  675600/707579  Pune 
Ankita  53167,  Ahmednagar  MaxBen  29416  Baroda 
Roshni  65892  Jaipur  Marudhar  381940  Delhi  Tulip 
4694591  B.P.B.  3325760,  Vikman  6429547. 

Launching  ANTI  VIRUS  SOFTWARE  at  I.T.  ASIA  ’95  at 

Hall  No.  10,  Stall  No.  950. 
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Compaq,  Wipro 
top  CW  survey 

Fire  Brands: ... 

Continued 
from  page  1 

It’s  no  wonder 
then  that  leading  broad-based  solu¬ 
tions  providers  in  the  country  are 
paying  so  much  attention  to  embel¬ 
lishing  their  micro  show-windows. 

It’s  usually  a  packed  house, 
with  indigenous  micro  brands  rub¬ 
bing  shoulders  with  luscious  in¬ 
ternational  offerings.  The  micro 
story  is  all  about  power  play  and 
punchy  pricing. 

In  a  special  survey, 
Computerworld  looks  at  the  lead¬ 
ing  micro  brands  of  1994-95. 
These  winsome  wonders  have 
made  to  the  top  of  the  charts  on 
the  strength  of  sheer  grit,  gump¬ 
tion,  and  great  specs! 

The  survey  covers  162067 
micros  which  were  sold  during  the 
year.  The  Computerworld  evalu¬ 


ation  reveals  that  multinational  of¬ 
ferings  and  the  home  spun  indig¬ 
enous  line  are  moving  virtually 
neck-n-neck.  While  the  national 
brands  seem  to  have  a  slight  edge  at 
a  5 1 .42  percent  marketshare,  MNC 
brands  are  a  hair’s  breadth  away  at 
48.58  percent. 


Super  Genius  At  Work 

Even  as  the  MNC  brands  are 
making  an  indelible  impact, 
ironically,  it  is  the  national 
brands  that  have  taken  the  lead 
in  the  consolidated  micro  chart. 

In  fact,  the  premier  three  po¬ 
sitions  in  this  chart  belong  to  the 
“desi”  brand  names.  It’s  essen¬ 
tially  a  world  of  the  Super  Gen¬ 
ius,  Busybee  XL  and  PCL  micros. 

Wipro  Limited,  a  company 
which  has  hung  on  tenaciously  to 
the  “indigenous”  label,  blazed  its 
way  into  the  overall  listing  with 
its  meteoric  micro — the  Super 
Genius. 

Until  now,  the  Super  Genius 
has  been  the  fulcrum  of  Wipro’s 
PC  strategy  and  business.  In  the 
Super  Genius  range,  with  some 
innovative  features  like  field 
upgradability  of  the  CPU,  Wipro 
clearly  has  a  good  product. 

However  there  is  likely  to  be 
a  changeover  in  Wipro’s  micro 
products  profile  in  the  year  ahead, 
with  the  company  tying  the  knot 
with  Acer  of  Taiwan  to  manufac¬ 


ture  the  latter’s  premium  brand 
micros  in  India. 

For  1994-95,  however  Super 
Genius  is  the  Number  One  brand, 
at  a  15.34  percent  market  share 
followed  by  HCL’ s  BusybeeXL,  the 
other  veteran  in  the  micro  mart. 


HCL’s  Busybee:  Feel  The  Sting 

The  Busybee,  as  a  brand  name,  is 
virtually  a  part  of  the  New  Delhi- 
based  IT  giant’s  woodwork.  The 
product  which  made  an  appear¬ 
ance  much  before  HCL  was 
rechristened  HCL-HP,  has  gone 
through  a  series  of  technical 
upgradations  and  “features  enrich¬ 
ment”  programs,  based  on  exten¬ 
sive  R&D  by  the  company.  The 
Busybee  XL  bagged  a  market 
share  of  12.84  percent  during 
1994-95. 

According  to  Rajiv  Kaul, 
branch  manager,  ITC  Information 
Systems  Division,  Busybee — 
targeted  at  the  lower  end  of  the 
micro  spectrum — has  made  head 
way  on  account  of  its  competitive 
pricing,  high  performance  and 
brand  image.  “The  service  and 
support  of  HCL  too  has  been 
good.  If  we  rate  support  on  a  scale 
of  1  to  10,  it  would  be  pegged  at 
7,”  Kaul  said. 

Close  on  the  heels  of  the 
Busybee  is  the  PCL  micro  range, 
which  came  in  at  third  place  in  the 
overall  micro  chart.  PCL’s 
offerings,  including  the  Orbit 
range  of  PC-compatibles  have  in 
fact  been  responsible  for 
launching  and  sustaining  Pertech 
Computers  Limited  in  the  IT 
industry.  The  runaway  success  of 
these  machines  rocketed  PCL  into 
the  micro  charts  within  almost  two 
years  of  existence  of  the  company. 

While  Dell  is  the  new  blue¬ 
eyed  kid  on  the  PCL  block,  it  was 
really  the  indigenously  manu¬ 
factured  line  that  set  the  company 
going  on  a  path  of  fame  and  for¬ 
tune. 

Which  is  not  to  say  that  Dell 
hasn’t  performed  well.  In  fact, 
Dell  systems  cornered  around 
1 1 .09  percent  of  the  micro  mar¬ 
ket  in  terms  of  shipments.  With 
Dell  making  an  appearance  at  the 
fifth  slot  on  the  Premier  Brands 
evaluation  chart,  PCL  has  the 


OVERALL  BRANDS 


RANK 

BRAND  NAME 

S.O.M. 

1. 

SUPER  GENIUS 

15.34% 

2. 

BUSYBEEXL 

12.84% 

3. 

PCL 

12.02% 

4. 

COMPAQ 

11.28% 

5. 

DELL 

11.09% 

TOTAL 

62.57% 

Out  of  the  total  brands,  multinational  brands  have  48.58%  of  share  in 
the  market  whereas  national  brands  have  51.42%  of  share  in  the  market 
in  India. 


Table  -  1 


unique  distinction  of  being  the 
only  IT  vendor  with  both  desi  and 
imported  products  occupying 
best-seller  slots.  If  one  were  to 
combine  the  strengths  of  PCL  and 
the  Dell  brand,  Pertech  Comput¬ 
ers  Limited  (with  a  combined 
market  share  of  23.11  percent) 
becomes  the  unchallenged 
Number  One  PC-compatibles 
vendor  in  terms  of  units  shipped. 

“Between  PCL  and  Dell  we 
have  the  largest  mindshare  and 
marketshare  in  the  country.  Dur¬ 
ing  the  last  two  years,  we  have 
totally  re-engineered  our  com¬ 
pany,  making  it  customer-centric,” 
said  Sameer  Kochhar,  product 
manager,  PCL. 

“PCL’s  change  in  focus  from 
merely  selling  boxes  three  years 
back  to  emerging  as  the  largest 
PC-networking  company  and  a 
leading  enterprise-wide  solutions 
provider  has  been  in  sync  with  the 
way  the  market  is  shaping  up.  And 
this  has  certainly  yielded  results,” 
Kochhar  added. 

The  fourth  slot,  meanwhile 
belongs  to  Compaq,  the  other 
MNC  vendor  to  hit  the  “hot  sell¬ 
ing  micros”  listing.  Compaq — 
through  its  partners  Unicorp., 
Microland  and  Tangerine — has 
managed  to  swamp  all  comers  of 
the  Indian  market. 


Compaq’s  desktops:  lead  the 
way  in  the  MNC  listing 
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Anybody  who  has  been  required  to 
transfer  large  volumes  of  data  from 
one  PC  to  an  other  knows  how  tedious  it 
can  be  to  swap  floppies  and  give  copy  commands 
again  &  again. 

With  the  advent  of  NashLink  ,  data  transfer  from  one 
PC  to  another  has  entered  a  new  era.  Now  you  can 
transfer  large  volumes  of  data  in  a  single  time-saving 
step.  No  duplication  of  work. 

Moreover  you  need  not  have  number  of  floppies  to 
transfer  megabytes  of  information.  Just  one  cable 
(included  with  NashLink)  does  the  trick.  All  you  have 


to  do  is  select  the  the  files  or  even  an  entire  directory. 
And  click. 

NashLink  allows  you  to  continue  with  your  work 
while  files  are  being  transfered  in  the  background.lt 
offers  you  a  built-in  browser  to  allow  the  remote 
drives  contents  to  be  displayed  on  the  local  console. 

So  simple  yet  so  effective,  NashLink  lets  you 
communicate  between  PCs  with  greater  efficiency 
and  less  effort. 

Truly,  with  NashLink  you  have  got  your  data  transfer 
problems  licked  (  or  is  it  clicked  ?).  So  isn’t  it  time 
you  made  your  life  a  little  easier? 


NASHSOFT  SYSTEMS 

#  41,  Lavelle  Road,  Bangalore  560  001. 

Ph  :  221  3345,  227  1655,  Fax  :  227  1657 


NashLink 

Hiking  your  PCs  together 


Ahmidabad:  642  0975,  Bangalore-1:  558  7365,  Bangalore-2:  553  7561,  Baroda:  33  7318,  Bombay-I(NP):  285  6418,  Bombay-2(A):  624  0175, 
Bombav-3(FortV  282  3329,  Bombay-4(NB):  767  1970,  Calcutta-1:  247  1285,  Calcutta(SL):  341  837,  Cochin:  38  0866,  Coimbatore:  44  3978,  Delhi-l(CP). 
372  1583  Delhi-2(NP)*  622  3093  Delhi-D:  647  6986,  Kanpur:31  9606,  Lucknow:  24  91 36, Goa:  22  2233,Guwahati:  521  447,  Madras-1:  823  1930,  Madras-2:  45 
8644,  PuneVe"  4821,  Secunderabad:  780  6911,  Trivandrum:  46  2116,  Vizag:  59  5206,  Singapore:  225  5028 
Dealers:  Indore:  43  4416,  Chandigargh:  67  2600,  Surat:  52  960 
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MULTINATIONAL  BRANDS 


RANK  BRAND  NAME  S.O.M. 


1.  COMPAQ  23.22% 

2.  DELL  22.82% 

3.  VECTRA  19.33% 

4.  IBM  10.48% 

5.  OLIVETTI  9.53% 


TOTAL  85.38% 


Table  -  2 


The  Multinational  Bonanza 

Compaq,  Fourth  on  the  overall 
best-selling  micro  charts,  is  clearly 
the  Number  One  MNC  brand  in 
terms  of  units  shipped.  In  the  mul¬ 
tinational  brands  listing,  Compaq 
heads  the  pack  with  a  marketshare 
of  23.22  percent.  Distributors 
Unicorp  and  Microland  have  been 
the  significant  pillars  of  the  U.S.- 
based  giant’s  micro  strategy. 

Both  vendors  have  pushed 
Compaq  on  the  strength  of  very 
aggressive  pricing  and  product  ca¬ 
pability. 

In  fact,  relying  on  extensive 
advertising,  Unicorp.  in  particu¬ 


lar,  has  been  able  to  build  up  a  sig¬ 
nificant  brand  image  for  Compaq 
in  the  Northern  region.  The  com¬ 
pany  has  a  high  visibility,  in  fact, 
more  than  any  of  the  other  MNC 
brands  in  the  country. 

The  next  in  line  to  Compaq  is 
Dell  with  a  marketshare  of  22.82 
percent  of  units  shipped.  Dell  sup¬ 
port  in  fact  has  proved  to  be  the 
big  winner  for  PCL.  Stated  to  be 
a  function  of  product  design  and 
the  complimentary  support  infra¬ 
structure,  Dell  support  has  been  a 
major  USP. 

According  to  the  company,  the 
success  of  Dell  lies  in  the  fact  that 


the  systems  offer  comprehensive 
bootless  or  floppy-based  diagnos¬ 
tics  which  can  zero  down  on  to 
problems  almost  instantly.  Fur¬ 
thermore,  PCL’s  tele-support  cen¬ 
tres  for  Dell  products  work  on  a  soft¬ 
ware  called  SPHINX,  which  has  a 
database  of  all  the  problems  faced 
on  Dell  systems  worldwide  and  the 
solutions  thereof.  “With  Dell  tele¬ 
support,  we  are  able  to  solve  prob¬ 
lems  over  the  telephone  itself,”  said 
Kochhar. 

Dell  is  followed  by  HCL-HP’s 
Vectra  on  the  Best  Selling  MNC 
brands  chart.  While  the  Busybee 
is  the  staple  offering  at  the  lower 
and  mid-rung  on  the 
micro  spectrum,  the 
higher  end  micros  in¬ 
cluding  486/Pentium 
servers,  etc.  are  the 
Vectras.  The  HP 
Vectra  has  also  been 
positioned  as  a  server 
in  PC-based  local  area 
networks  being  imple¬ 
mented  by  the  com¬ 
pany. 

Meanwhile 
Number  4  on  the  list 
is  the  IBM  PC-com¬ 
patible,  being  cur¬ 
rently  manufactured, 
marketed  and  support 
by  Tata-IBM  and  the 
company’s  distribu¬ 
tors  across  the  country. 

TISL  spent  1994- 
95  in  putting  together 
a  strategy  for  its  PC 
business,  which  earlier  used  to 
piggyback  on  the  company’s  large 
systems  sales.  Apart  from  the  di¬ 
rect  sales,  TISL  also  concentrated 
on  its  distribution  channel  which 
by  the  fourth  quarter  of  1994-95, 
was  accounting  for  48  percent  of 
sales.  The  four  tier  channel,  con¬ 
sists  of  distributors  Zenith  and 
Melstar  selling  to  corporate  clients 
in  non-metro  and  semi-metro  mar¬ 
kets,  23  value  chain  dealers  sell¬ 
ing  into  small  corporate  and  semi¬ 
corporate  accounts  in  the  metro 
markets,  the  company’s  own  ver¬ 
tical  industry  teams  which  sell  the 


PCs  into  large  TISL  accounts,  and 
three  recently  appointed  regional 
distributors. 

Ranking  among  the  bestseller 
micros  is  also  Modi-Olivetti  with 
PC-compatibles  from  the  Italian 
giant. 

Olivetti’s  micro  range  is  ex¬ 
pected  to  get  a  major  boost  in  the 
market,  thanks  to  a  major  aware¬ 
ness  and  visibility  drive  being 
planned  by  the  company  for  the 
year  ahead.  Modi-Olivetti  is  ex¬ 
pecting  to  undertake  a  significant 
brand  building  exercise  to  touch 
both  the  individual  and  corporate 
user  community. 

The  “Desi”  display 

Finally  on  to  the  national  brands. 
The  winners  in  the  pack  include 
the  SuperGenius  at  Number 
One,  the  BusyBeeXL  at  Number 
Two,  and  PCL,  DCM  and 
Unicorp  at  the  third,  fourth  and 
fifth  positions  respectively. 

DCM,  which  is  currently 
selling  its  indigenously  pro¬ 
duced  offerings,  is  expected  to 


make  waves  in  the  coming  year 
with  a  tie-up  with  U.S. -based 
Gateway  2000  for  the  latter’s 
micro  range. 

The  Gateway  tie-up  ought  to 
position  DCM  among  the  big 
league  micro  sellers  offering 
premium  products.  In  Gateway, 
DCM  is  expected  to  have  the 
MNC  label,  which  it  had 
desperately  lacked  all  these 
years. 

Number  Five  on  the 
bestseller  national  brands  listing 
is  Unicorp.  which  has  really 
earned  its  spurs  with  the 
Compaq  line.  Like  PCL,  how¬ 
ever,  Unicorp  too  established  its 
credentials  in  the  market  with  its 
indigenous  micro  range.  These 
products  not  only  launched 
Unicorp  successfully  in  the 
Indian  micro  market,  they  also 
helped  the  New  Delhi  company 
make  a  foray  into  the  global 
markets,  particularly  the 
Russian  and  Eastern  Bloc 
countries. 


NATIONAL  BRANDS 


RANK  BRAND  NAME  S.O.M. 


1.  SUPER  GENIUS  29.83% 

2.  BUSYBEEXL  24.97% 

3.  PCL  23.37% 

4.  DCM  '  4.47% 

5.  UNICORP  4.43% 


TOTAL 


87.07% 
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IBM  thinks  up  tall  plans  for  micro  sector 


Information  Systems  Computerworld,  November  1-15,1995 
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Expect  quality  from  us  always.  After  all,  it's  the  culture  here  at  Electronic  Research.  It  shows  in  the  world 
class  manufacturing  infrastructure  we  have  built.  In  the  latest  technology  that  goes  into  our  range  of  Monochrome  and 
Colour  Monitors.  ▼  As  a  proud  member  of  the  BPL  Group,  we're  happy  to  offer  their  unmatched  reliability  in 
performance.  Treat  this  as  a  matter  of  fact. 
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Hopelessly  devoted  to  you... 

What  makes  users  stick  fiercely  to  one  particular  brand?  Stay  loyal  to  it  through  thick  and  thin  — 
and  keep  going  back.  Again  and  again. 


Brand  loyalties  die  hard  among  PC 
users.  Despite  Wipro’s  plans  to 
phase  out  its  in-house  designed 
Super  Genius  range  in  favour  of  joint 
branded  Acer  products,  users  still  rate  the 
Super  Genius  the  most  popular  local  brand 
in  the  Indian  PC  market.  When  it  comes 
to  the  foreign  brands  that  have  launched 
advertising  and  promotion  blitzkrieg  in  the 
Indian  market,  end  user  opinion  clearly 
rates  Compaq  by  far  the  brand  leader.  But 
the  winning  brands  would  be  making  a 
mistake  if  they  take  their  current  market 
standing  as  an  excuse  for  complacency. 

“Very  clearly  Super  Genius  was  suc¬ 
cessful  because  of  the  strong  and  solid  im¬ 
age  that  Wipro  enjoys  vis-a-vis  custom¬ 
ers,  namely  one  of  being  trustworthy, 
offering  products  of  exceedingly 
high  value,  and  offering  the 
best  after-sale  support,”  said 
A.V.  Sridhar,  chief  market¬ 
ing  officer,  and  president  of  the  In¬ 
tegrated  Solutions  Division  at 
Wipro  Infotech. 

N.  Kailasanathan,  deputy  general 
manager — EDP  &  Systems  at  Asea  Brown 
Boveri  Limited  added  that  until  last  year, 
his  company  was  buying  a  number  of  Su¬ 
per  Genius  machines.  “We  found  them  to 
be  comparable  with  international  brands 
in  terms  of  reliability,  and  they  were  also 
cheaper.  We  felt  that  it  was  value  for 
money.  Wipro  also  had  a  better  reach  as 
compared  to  some  of  the  foreign  brands.” 

Like  Wipro,  Compaq  also  made  value 
for  money  its  sales  pitch.  “The  key  factor 
behind  Compaq’s  popularity  is  the  win¬ 
ning  range  of  products.  Compaq  is  easy 
to  choose,  buy,  use  and  own.  On  the  whole 
it  offers  users  the  best  ownership  experi¬ 
ence,”  commented  Compaq’s  country 
manager  for  India,  Abhishek  Mukheijee. 
Compaq  backed  its  products  with  innova¬ 
tive,  and  consistent  marketing  and  com¬ 
munications.  “This  has  made  everyone 


aware  of  the  brand  value,”  added 
Mukheijee. 

Compaq’s  key  advantage  was  its  early 
entry  in  the  Indian  market  way  back  in 
1992  when  its  first  distributor  Microland 
launched  the  brand  at  its  annual  Connec¬ 
tivity  India  networking  solutions  show. 

“I  believe  Compaq  did  two  things  that 
helped  it  considerably,”  said 
Kailasanathan  of  ABB.  “They  came  be¬ 
fore  others  like  IBM  and  Digital.  They  es¬ 
tablished  multiple  franchisees  so  that  they 
had  a  better  coverage.  Their  advertise¬ 


ment  for  Presario  was  novel.” 

Compaq  also  has  an  edge,  says  R. 
Balasubramaniam,  head  of  MIS  at  Coats 
Viyella  India  Limited,  because  in  the  last 
couple  of  years,  end  users  have  begun 
evaluating  foreign  products  seriously  even 
if  they  are  at  times  priced  a  trifle  higher 
than  local  brands.  “Compaq  has  the  ad¬ 
vantage  of  being  the  leading  PC  company 
worldwide,  with  an  image  for  high  qual¬ 
ity  and  reliability,”  opined 
Balasubramaniam. 

Pradeep  Kar,  Chairman  and  Managing 
Director  of  Microland  said  that  the  glo¬ 
balization  of  the  Indian  economy  has 
meant  that  buying  decisions  in  India  are 
getting  influenced  by  reports  of  the  world¬ 


wide  performance  of  the  brands. 
“Compaq’s  success  in  India  was  in  part  a 
result  of  their  global  success,”  explained 
Kar.  “No  brand  that  has  not  been  much  of 
a  success  abroad  can  succeed  here  now. 
Compaq  had  the  edge  that  it  has  the  world¬ 
wide  leadership  position.” 

“Compaq’s  distribution  channel  is 
unique  in  India,”  claimed  Compaq’s 
Mukheijee.  “Compaq  has  partners  with 
strengths  to  address  the  consumer  seg¬ 
ment,  small  and  medium  business  seg¬ 
ment,  and  the  enterprise  and  the  gov¬ 
ernment  business  segments.  They  add 
value  to  the  Compaq  brand  and  offer  to 
customers.” 

Another  strength  of  Compaq  said 
Kar  of  Microland  “is  that  it 
takes  care  of  its  distributors. 

They  have  a  great  relationship 
with  us.”  And  though  the  company 
has  been  adding  multiple  distribu¬ 
tors  in  India  in  line  with  Compaq’s 
multiple  distribution  strategy  world¬ 
wide  since  1992,  Kar  is  unper¬ 
turbed.  “The  key  elements  of 
Compaq’s  strategy  is  to  improve  the 
awareness,  affordability,  and  availabil¬ 
ity  of  its  products,”  said  Kar.  “Multiple 
distributors  will  improve  the  availability, 
and  only  those  vendors  that  do  not  add 
value  to  the  sale  will  find  margins  pared 
as  things  get  more  competitive.  As  for  us 
we  are  focused  on  offering  complete  net¬ 
working  solutions.  Compaq  is  just  one 
of  about  20  tie  ups  we  have  to  offer 
value  to  the  Indian  market.” 

Even  as  it  appeared  that  the 
commoditization  of  the  PC  would  lead  to 
brands  having  less  importance,  placing  un¬ 
branded  PCs  at  an  advantage  in  a  price 
sensitive  market,  analysts  said  brands  have 
become  more  important  than  before.  That 
may  be  a  problem  Wipro  will  have  to  grap¬ 
ple  with  as  it  transitions  from  the  Super 
Genius  to  the  Wipro  Acer  products. 
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Kailasanathan  of  ABB,  for  example,  does 
not  expect  brand  loyalty  for  the  Super 
Genius  to  get  transferred  automatically  to 
the  Wipro  Acer  products.  “It  will  take 
some  time  for  Acer  to  get  established  in 
my  opinion,  as  the  competition  will  be 
between  foreign  brands.  Compaq  or  IBM 
could  score  over  Acer,”  Kailasanathan 
said. 

Wipro’s  Sridhar  added 
that  it  was  the  Wipro  brand 
name  per  se  that  was  im¬ 
portant — much  more  than 
the  product.  According  to 
Sridhar,  with  Wipro  Acer, 

Wipro  not  only  has  the  ad¬ 
vantage  of  the  Wipro 
brand,  but  the  added  advan¬ 
tage  of  Acer  which  accord¬ 
ing  to  data  from  IDC  is  the 
fastest  rowing  PC  company 
with  90  percent  growth  in 
the  US  market  in  Quarter 
2, 1995. 

Brands  are  also  getting 
built  on  more  than  product 
technology,  particularly 
when  users  shop  for  for¬ 
eign  brands.  “When  you 
evaluate  MNC  brands,  in 
technology  they  are  all 
state-of-the-art  with  minor 
differences,”  said 
Balasubramaniam  of  Coats 
Viyella.  Aggressive  pric¬ 
ing,  and  quality  of  support 
and  service  then  become 
key  differentiators.” 

Sridhar  of  Wipro 
Infotech  said  the  product 
should  be  current  on  the 
technology  curve,  offering  state-of-the-art 
features,  but  it  should  also  offer  exceed¬ 
ingly  good  value,  which  means  it  should 
be  backed  by  good  support  and  service 
levels.  “Of  course,  distribution  channels 
and  the  advertising  and  promotion  for  the 
product  are  important,  because  they  give 
the  product  reach  and  the  desired  image,” 
Sridhar  added. 

Though  riding  high  on  brand  image, 
Compaq  could  take  its  knocks  on  its  inad¬ 
equate  service  and  support  in  non-metro 
markets.  “Compaq  is  weak  in  the  area  of 


services,”  commented  Balasubramaniam. 
“We  have  for  example  factories  located 
outside  metro  cities,  some  of  them  sec¬ 
ond  level  cities,  and  Compaq  is  not  able 
to  service  customers  in  these  locations.” 
Kailasanathan  of  ABB  too  sounded  warn¬ 
ing  bells:  “In  my  opinion,  the  weakness 
of  Compaq  is  going  to  be  that  they  are 
acting  only  as  a  liaison  office  here.  The 


problems  of  delays  and  breakdowns  are 
not  handled  by  them  directly.  There  have 
been  cases  where  it  has  taken  unduly  long 
time  for  repair  replacements.  In  the  long 
run,  absence  of  a  complete  organization 
will  affect  (Compaq)  as  most  corporate 
customers  would  like  to  directly  deal  with 
a  vendor.” 

That  is  a  message  from  the  market  of 
relevance  not  only  to  Compaq  but  to  many 
foreign  brands  who  have  chosen  the  dis¬ 
tribution  route  to  the  Indian  market  with¬ 
out  setting  up  their  own  Indian  subsidiar¬ 


ies  and  offices.  Perhaps  responding  to 
these  warnings  from  the  market, 
Compaq,  according  to  sources  close  to 
the  company,  is  planning  a  subsidiary  in 
India.  Meanwhile  it  shored  up  its  service 
and  support  infrastructure  in  September 
by  launching  Compaq  Care,  a  services 
and  support  program  for  Indian  custom¬ 
ers.  The  program  involves  setting  up  three 
types  of  Authorized  Serv¬ 
ice  Channels  targeted  at 
different  customer  seg¬ 
ments.  For  starters,  these 
ASCs  will  be  in  10  loca¬ 
tions  through  64  outlets. 
ASCs  in  another  10  loca¬ 
tions  are  planned  over  the 
next  six  months. 

Compaq  has  also 
shored  up  its  direct  in¬ 
volvement  in  service  and 
support  by  setting  up  cus¬ 
tomer  response  centers  at 
Bangalore  and  Delhi, 
where  customers  can  esca¬ 
late  their  problems  directly 
to  Compaq  through  fax.. 
Compaq  is  also  creating  a 
wide  platform  to  interact 
and  disseminate  Compaq 
information  to  customers 
through  24  hour  informa¬ 
tion  access  on  fax  called 
PaqFax,  and  a  Bulletin 
Board  Service.  To  im¬ 
prove  spares  availability 
and  response  time, 
Compaq  has  opened  two 
spare  stock  points  at  Delhi 
and  Bangalore,  with  a 
third  planned  in  Bombay 
before  year  end.  These  stock  points  are 
in  addition  to  spares  stocked  by  the  ASCs. 
Meanwhile  Compaq  appointed  in  Sep¬ 
tember  another  distributor  for  its  prod¬ 
ucts,  Crompton  Greaves  Informatics. 

These  moves  by  Compaq  on  the  serv¬ 
ice  and  support,  and  on  the  distribution 
front  suggest  that  Compaq  is  serious 
about  maintaining  its  high  profile  brand 
image  in  a  market  where  support,  serv¬ 
ice,  distribution,  reach,  advertising  and 
market  promotion  are  all  ingredients  to 
establish  and  maintain  a  brand  image. 
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Choosing  the 
WRONG 
disk  capacity 
will  obsolete  your 
PC  today. 


/ 


Make  the 

Quantum 
leap  into  today's 
RIGHT 
disk  capacity. 


Today's  Wrong  Disk  Capacity. 

270/540/640  MB. 

Quantum's  Right  Disk  Capacity. 

850  MB/  1.2,  4,9  GB. 

Today's  Emerging  Technology. 

MS-WINDOWS  95,  PC-MULTIMEDIA, 
VIDEO,  INTERNET. 


Smart  Disk  Capacity 


850  MB  TRAXLBLAZER 


1.2  GB  FIREBALL 


GB  CAPELLA-MR  HEAD 


4/9  GB  GRAND  PRIX  &  ATLAS 


Quantum' 


All  models  with  ATA-2/SCSI  interface. 

Sorry  Disk  Drives  Cannot  be  Upgraded  !  $T0,ACf 

Don't  get  trapped  with  the  wrong  disk  capacity  from  our  competition.  Secure  your  future 
into  the  year  2000  +.  Make  the  Quantum  leap  today  by  calling  the  SPECSTORE  nearest  to  you. 


SPECTRA 

INNOVATIONS  (INDIA)  PVT.  LTD. 

S-822,  Manipal  Centre,  47,  Dickenson  Road, 
Bangalore  560  042.  INDIA. 


SPECSTORE™ 


|  Single  Stop  Computer  Solutions.  |] 


SALES  OFFICE  :  BANGALORE  -  Tel  :  91-80-558-8323/3977(Dir),  Fax  :  91-80-558-6872.  BOMBAY  -  Tel  :  91-22-8385857, 
Fax  :  91-22-8385895.  NEW  DELHI  -  Tel  :  91-11-753-5719,  Fax  :  91-11-752-5341.  MADRAS  -  Tel  :  91-44-852-3756, 
Fax  :  91-44-852-3756.  SECUNDERABAD  -  Tel :  91-40-846-161,  Fax  :  91-40-846-161. 


SPECSTORE  Authorised  Resellers  : 


For  Reseller  Enquiries  Please  Fax  080-558-6872. 


AHMED ABAD  s  M  L  S  TRADER  -  464042,  BYTE  INTERFACE  PVT.  LTD.  -  7452041,  7452042.  BANGALORE  s  FOURTUNE  COMPUTERS  TECHNOLOGIES 
(P)  LTD  -  2221713,  COMPUTER  FACTORY  (INDIA)  PVT.  LTD.  -  5566485,572166.  BOMBAY :  ROOP  ELECTRONICS  -  3864166  3887536,  COMPUTERWORLD  -6430103, 
6450402,  SAVEX  COMPUTERS  LTD.  -  2029864,  2029867,  SUJAY  COMPUTERS  PVT.  LTD.  -  6460334,  6041947,  THUKRAL  TRADING  -  2083118,  2053765. 
FARID  ABAD:  K.S.SOFTWARE  CONSULTANTS  -  276937,  270346.  GOA:  ADVANCE  BUSINESS  SYSTEMS  -  220414.  JAIPUR  :  C.S.INFOTECH  (INDIA) 
PVT.  LTD.  -  514865,  518538.KANPUR  :  SWATI  DATATECH  PVT.  LTD.  -  210130,  210131.  LUDHIANA  :  INFOTECH  DATA  MANAGEMENT  LIMITED  -  403865. 
MADRAS:  COMPUTER  FACTORY  (INDIA)  PVT.  LTD.  -  8524146,  8525409,  UNIVERSAL  TRADERS  -  8523756.  NEW  DELHI  :  SD  COMPUTERS  &  TECHNICAL 
SERVICES  -  5739639,  5758161,  6876849,  6116787,  SOFTECH  COMPUTERS  DELHI  LTD  -  5615517,  5512244,  PUNE  :  INSAT  LYNX  -  451521,  451221. 
SECUNDERABAD :  SRILAKSHMI  INNOVATIONS  -  810122.  SURAT:  PINE  COMPUTERS  AND  PERIPHERALS  -  428600.  SINGAPORE :  MUSTAFFA  CENTER  -  65-298-2967. 
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Good  year  for  DEC 

Cost  cutting  and  boosted  product  sales  help  both  DEC  and  its  Indian  subsidiary 


Digital  has  scotched  at  least  for 
now  speculation  that  sales  of  its 
Alpha  systems  would  not  make 
up  for  a  decline  in  revenues  from 
sales  of  the  old  VAX  line.  A  day 
before  announcing  closer  busi¬ 
ness  ties  with  Microsoft  Corp., 
Digital  Equipment  Corporation 
(DEC)  reported  earnings  of  US 
$  160  million  in  its  fourth  quar¬ 
ter,  and  the  first  year  end  profit 
since  1990. 

The  company,  say  analysts, 
benefited  from  sustained  cost¬ 
cutting.  According  to  Digital  of¬ 
ficials,  improved  sales  of  its  PCs, 
Alpha  servers  and  workstations, 
more  than  offset  dropping  sales 
of  its  old  VAX  line.  That  said, 
DEC  still  failed  to  measure  up  to 
other  vendors  such  as  IBM, 
Hewlett-Packard  Co.,  and  Sun 
Microsystems  in  product  revenue 
growth. 

Its  Indian  subsidiary.  Digital 
Equipment  (India)  Limited  may 
have  done  better  than  DEC  in 
beating  the  industry  average.  Be¬ 
sides  turning  in  a  record  profit  of 
Rs.  15.20  crores  for  its  fiscal  year 
ended  July  1,  1995,  the  compa¬ 
ny’s  sales  and  income  from  op¬ 
erations  was  up  by  43  percent  to 
Rs.  178  crores.  The  gross  sales, 
including  direct  billing  by  Dig¬ 
ital  Equipment  Corporation  to 
customers  in  India,  was  Rs.  196 
crores,  a  growth  of  45  percent 
over  the  last  year.  Product  rev¬ 
enues  grew  by  over  90  percent. 
This  is  a  far  cry  from  the  compa¬ 
ny’s  performance  in  1992-93, 
when  the  company  posted  whop¬ 
ping  losses  of  six  crore  rupees 
amidst  uncertainty  about  whether 
DEIL’s  migration  to  the  Alpha 
platform  and  its  new  PC  business 
would  take  off  in  India. 

DEIL  benefited  from  the  im¬ 


proved  acceptance  of  the  Digital 
Alpha  servers  and  workstations. 

DEC’S  chairman  and  chief 
executive  officer,  Robert  Palmer 
said  sales  of  Digital’s  Alpha  serv¬ 
ers  and  workstations  grew  by  32 
percent  in  the  quarter  compared 
with  the  same  quarter  last  year. 
DEC  has  sold  over  127,000  sys¬ 
tems  based  on  its  64-bit  Alpha 


sold  by  DEIL  to  car  maker, 
Maruti  Udyog  who  picked  up  a 
total  of  four  of  these 
“TurboLaser”  systems. 

In  the  PC  market,  DEIL’s 
business  doubled  in  units  to  more 
than  5200  units,  and  desktop  rev¬ 
enues  grew  by  1 1 8  percent  over 
the  last  year. 

DEIL  has  tied  up  with  Godrej 


DEIL’s  Alphas  boost  revenue  of  company 


microprocessor  since  late  1992, 
accounting  for  about  US  $  5  bil¬ 
lion  in  sales.  PC  sales  also 
climbed  about  20  percent  in  the 
quarter  as  compared  to  the  same 
quarter  last  year. 

In  India,  DEIL  consolidated 
its  move  to  open  systems  and  es¬ 
tablished  a  good  performance  in 
both  workstations  and  servers. 
The  increase  in  sales  of  Alpha- 
based  units  was  over  120  percent 
of  which  over  90  percent  were 
shipped  with  Digital  Unix.  In 
May  this  year,  DEIL  launched 
the  AlphaServer  8400.  The  first 
such  system  in  the  world  was 


Trading  &  Services  as  its  first  na¬ 
tional  distributor.  In  line  with 
DEC  strategy  worldwide,  DEIL 
plans  to  further  reduce  direct 
sales,  leveraging  sales  through 
partners.  Product  sales  through 
channel  partners  is  now  over  35 
percent  of  total  sales,  but  still 
short  of  DEC’S  mix  of  direct  to 
indirect  sales.  Once  home  to  a 
huge  direct  sales  force,  DEC 
markets  60  percent  of  its  prod¬ 
ucts  through  indirect  channels 
such  as  resellers  and,  as  with 
PCs,  retail  stores. 

Despite  higher  sales  of  PCs 
in  its  last  fiscal  year,  DEC  is 


disappointed  with  the  PC  busi¬ 
ness  growth  in  which  Digital 
ranked  1 1th  at  the  start  of  this 
year,  according  to  a  survey  by 
market  research  firm 
Dataquest  Inc. 

DEC  has  announced  the 
abrupt  resignation  of  the  head  of 
its  PC  business  unit,  Bernhard 
Auer.  At  the  same  time,  company 
officials  said  revenue  drawn 
from  the  sales  and  service  of  its 
VAX  line  of  computers  dropped. 
In  India,  DEIL  still  ships  VAX 
systems  to  some  of  its  earlier  cus¬ 
tomers.  New  VAX  customers  are 
some  of  the  private  cellular  serv¬ 
ices  operators. 

There  is  mixed  opinion 
about  DEC’S  fourth  quarter 
performance.  DEC’S  fourth 
quarter  sales  look  better  when 
divestments  such  as  “a  fire 
sale”  on  VAX  systems  to  clear 
out  inventory  were  taken  into 
account,  said  an  industry  ana¬ 
lyst.  “It  might  have  been  bet¬ 
ter,”  he  said.  “They’ve  gone 
through  a  pretty  extreme  turno¬ 
ver  with  a  changing  sales  struc¬ 
ture”  to  emphasize  resellers. 
Others  expressed  doubts  about 
Digital’s  progress.  A  rising  tide 
of  technology  investments 
should  have  lifted  Digital's 
profit  boat  higher. 

In  India  though,  the  fire 
fighting  may  be  complete, 
commented  analysts,  with 
company  sources  claiming  that 
each  of  the  company’s  busi¬ 
nesses  had  shown  profits  in  the 
last  fiscal  year.  That  confi¬ 
dence  boosted  the  company’s 
share  price  on  India’s  stock 
markets  from  about  Rs.  70  to 
touch  Rs.  100  in  the  month  af¬ 
ter  the  results  were  officially 
announced  by  the  company. 


Information  Systems  Computerworld,  November  1-15,1995 


Computer  Industry 


Computer  Industry 


36 


Computer  Industry 


Intel  Inside” 


Godrej  shelves 


Intel  has  announced  the  appoint¬ 
ment  of  Godrej  Trading  and 
Services  Co.  Ltd.  as  its  third  dis¬ 
tributor  in  India  for  its  branded 
products  such  as  the  Pentium 
processors,  overdrive  processors, 
and  networking  and  communica¬ 
tions  products.  Intel’s  other  two 
distributors  are  SES  Computers 
and  Technologies  and  Priya  In¬ 
ternational  Limited.  Godrej  Trad¬ 
ing  and  Services  Co.  Ltd.,  for¬ 
merly  the  Electronic  Business 
Equipment  Division  of  Godrej 
and  Boyce,  is  a  wholly-owned 
subsidiary  of  Godrej  and  Boyce 
with  a  focus  on  trading  activities 
into  office  automation  and  IT 
markets  in  India. 

“We  are  very  excited  about 
the  growth  opportunities  in  the 
Indian  IT  industry,  and  Intel  in¬ 


tends  to  play  a  very  active  role 
in  delivering  the  latest  technol¬ 
ogy,  and  helping  India  leapfrog 
into  the  future,”  said  Atul 


Vijaykar,  Intel’s  country  man¬ 
ager  for  India.  “The  addition  of 
Godrej  to  our  distributor  network 
will  significantly  help  us  attain 
our  mission.” 


Shailendra  Gupta,  the  chief 
executive  officer  of  Godrej  Trad¬ 
ing  and  Services  said  the  com¬ 
pany’s  countrywide  network  will 
benefit  a  large  number  of  cus¬ 
tomers  who  have  been  waiting 
for  genuine,  reasonably  priced 
Intel  CPUs,  overdrive  proces¬ 
sors,  and  networking  products. 

Intel’s  business  in  India  has 
expanded  from  marketing  its  mi¬ 
croprocessors  to  also  include  its 
networking  products  and  Intel 
manufactured  motherboards.  By 
offering  Pentium-based 
motherboards  to  OEMs  and  sys¬ 
tems  integrators,  the  semicon¬ 
ductor  company,  plans  to  help 
them  cut  time  to  market  with 
Pentium-based  systems,  thus  ac¬ 
celerating  the  rather  sluggish 
progress  to  a  cut  over  in  India 


from  486  to  Pentium-based  sys¬ 
tems. 

The  wider  availability  of  Intel 
microprocessors  following  the 
appointment  of  a  third  distribu¬ 
tor,  said  analysts,  may  also 
cut  down  on  the  use  of  remarked 
Intel  CPUs  in  the  Indian  market. 

Intel  also  plans  to  appoint 
about  125  “Genuine  Intel  Deal¬ 
ers,”  said  J.  Raghunath,  Intel’s 
Marketing  Manager  in  India. 
These  will  be  essentially  system 
integrators  who  will  be  offering 
users  Intel  Pentium-based 
motherboards  and  other  network¬ 
ing  products  integrated  into  PC 
products.  This  move  is  expected 
to  accelerate  conversion  to 
Pentium-based  systems  incorpo¬ 
rating  genuine  Intel  microproces¬ 
sors.  ■ 


The  100  %  flavour.. 


At  least  two  leading  global  companies  have  set  up  100  percent  subsidiaries  in  India  in 
the  past  three  months.  So  what’s  brewing? 


Indian  IT  users  can  look  forward 
to  a  spate  of  products  and  serv¬ 
ices  from  two  US  companies  that 
have  recently  entered  the  market 
with  fully-owned  subsidiaries. 

Investor  number  one  is  As¬ 
pect  Development  Inc.  of  Moun¬ 
tain  View,  California  that  an¬ 
nounced  the  formation  of  its 
wholly  owned  subsidiary — As¬ 
pect  Development  India  Pvt.  Ltd. 
at  Bangalore.  Aspect  has  had  a 
development  center  in  Bangalore 
since  1991.  This  development 
center  has  been  responsible  for 
creating  the  VIP  database  cover¬ 
ing  200  categories  of  electronic 
parts,  totaling  almost  700,000 
parts  to  date,  from  over  500 
manufacturers,  representing 
about  30  GB  of  data. 

Founded  in  1991,  Aspect  is  a 


supplier  of  component  and  sup¬ 
plier  management  (CSM)  soft¬ 
ware  and  references  databases. 
Its  products  include 
Explore-CIS  a 
solution  for 
the  classifi¬ 


O 


o 


VIP  Reference  Databases.  Avail¬ 
able  over  a  TCP/IP  client  server 
network  and  on  PC  Mac  and 
Unix  workstations  and 
X-terminals,  Ex- 
plore-CIS  with 


cation 
manage¬ 
ment,  and 
reuse  of 
all  com¬ 
ponent, 
supplier 
and  reus¬ 
able  design 
information 
throughout  the 
enterprise. 

Explorer-CIS  can  be  inte¬ 
grated  with  component  manufac¬ 
turer  data  provided  by  the  Aspect 


VIP  puts  a 
O  powerful 
CSM  tool 
on  the 
D  desktop 
of  deci- 
s  i  o  n 
makers 
throughout 
the  enterprise, 
said  company 
sources. 

Aspect  closed 
fiscal  1994  with  bookings  of  US 
$  1 1  million,  and  revenues  of  US 
$  8.5  million  in  fiscal  1994,  rep¬ 


liSi 


resenting  a  revenue  growth  of 
115  percent  over  the  previous 
year. 

Aspect  is  enhancing  the 
scope  of  its  Indian  subsidiary 
to  do  full  scale  software  sys¬ 
tem  development  for  the  CSM 
software  that  compliments  the 
VIP  reference  databases,  as 
well  as  for  establishing  a  con¬ 
sulting  services  operation  to 
assist  customers  in  converting 
and  remodeling  their  legacy 
data  into  Aspect’s  client/server 
software  systems.  The  expan¬ 
sion  plans  also  envisages 
growth  in  the  VIP  database 
program  to  accommodate  new 
content  for  new  categories, 
parts,  and  suppliers  in  both 
electronics  and  mechanical 
parts.  ■ 
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India’s 

largest  selling 
modem. 


Ha  National 

Semiconductor 


Now  selling  to 
American  Express 
Business  India 
Indian  Railways 

and 

Maruti  Udyog 


TylN2000“  India’s  First  Complete  Communication  System  for  your  PC 


In  a  short  span  of  just  6  months,  National  Semiconductor  Corporation's  TYIN2000  has  become  not  only  t  e 
largest  selling  fax-modem  in  India,  but  also  the  one  preferred  by  top  notch  buyers  like  American  Express 
Business  India,  Indian  Railways  and  Maruti  Udyog,  —  not  to  mention  - 
big  OEMS  like  Tata-IBM,  HCL,  FSL,  and  Altos.  Not  surprising,  consid¬ 
ering  the  fact  that  only  TYIN2000  can  convert  your  existing  computer 
into  a  Fax,  a  Data  Modem,  an  Answering  Machine,  and  a  multiuser 
Voice-Mail  station  —  for  as  little  as  Rs.  7990.  So  next  time  you  think  of 
buying  a  Fax-Modem,  simply  do  what  these  premier  organisations  did. 

Get  in  touch  with  us  at  once  at  one  of  our  addresses  given  below. 


lyiisi 


TelExcell 


•Dealer 
Special 
Rs.  4.990/- 


Call  us  for  our  Special  OEM  Pack  of  25  TylN2000  sets. 

Offer  good  to  qualified  Dealers  only.  One  Unit  per  Dealer.  Valid  Till  30th  Nov-1995. 


TelExcell  Information 
Systems  Limited 

DELHI:  33,  Yusuf  Sarai,  Green  Park  Extn. 
New  Delhi-110016.  Phones:  609110, 
661269,  673923.  Fax:  6852081.  BOMBAY: 
52,  A/C  Market,  Tardeo  Rd,  Bombay-400034. 
Phones:  4962446,  4963564.  Fax:  4962446. 
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Enter  Tektronix 

Second  on  the  list  is  Tektronix 
Inc.  of  the  US  which  also  an¬ 
nounced  the  formation  of  its  sub¬ 
sidiary  Tektronix  (India)  Limited 
in  India.  Tektronix  Inc.  ,  which 
earlier  had  a  joint  venture  with 
the  Hinditron  Group,  bought  out 
the  latter’s  22  percent  stake  in  the 


joint  venture  to  acquire  a  ma¬ 
jority  holding  of  62  percent 
in  the  company,  with  the 
balance  publicly  held. 
The  revenues  of  the 

. 

company  in  the  fis¬ 
cal  year  ended 
March  1995  were 
Rs.  13.40  crores  of 
which  about  Rs.  1.30 
crores  were  revenues 
from  exports  of  designs 
and  software  development 
to  parent  company, 
Tektronix  Inc. 

In  this  fiscal  year,  the  com¬ 
pany  is  shooting  at  revenues  of 
Rs.  18  crores,  with  the  share  of 
the  company’s  printer  and  video 
and  networking  products  increas¬ 
ing  in  the  total  product  revenues 
mix. 

In  1994-95, 85  percent  of  the 
Indian  venture’s  product  rev¬ 
enues  came  from  its  test  and 
measurement  (T&M)  products. 


COMPUTERWOR1P 

Of  the  MIS  Manager,  By  the  MIS  manager,  For  the  MIS  Manager 
Are  you  faced  with  the  age-old  problem  of  getting  Qualified,  High-Caliber 
manpower  to  run  your  company's  "Infostruture"? 

Do  You  find  those  small  Recruitment  Adverts  in  the  newspapers  Exhorbitant? 

Do  you  wish  for  a  medium  that  would  provide  you  with  the  entire  gamut  of 
IT/IS/DP  professionals  in  one  shot? 

And  that  too  at  an  Affordable  Rate? 

If  the  Answer  to  all  of  the  Above  is  YES,  you  can't  do  without  CYBER 
CAREERS. 

INTRODUCING  INFORMATION  SYSTEMS  COMPUTERWORLD’S 
“CYBER  CAREERS” 

“The  way  to  cost-effectively  reach  IT/IS/DP  professionals  is  with  a  MEDIA 
vehicle  that  targets  those  very  IT/IS/DP  professionals.” 
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In  1995-96  product  revenues  are 
expected  to  be  around  Rs.  16 
crores,  and  design  and  software 
exports  at  around  two  crore  ru¬ 
pees.  While  T&M  would  be  the 
main  revenue  earner  accounting 
for  50  percent  of  product  rev¬ 
enues,  revenues  from  printer 
products  are  expected  to  go  up 
to  25  percent  of  product  sales, 
with  revenues  from  sales  of 
Tektronix  video  and  networking 
products  taking  the  balance  25 
percent.,  said  Brijesh  Wahi,  man¬ 
aging  director  of  Tektronix  India. 

Tektronix  recently  got  into 
low-end  inkjet  printers  targeted 
at  the  corporate  computing  and 
office  automation  markets.  But 
to  succeed  in  this  market, 
Tektronix  Inc.  would  have  to  fo¬ 
cus  on  brand  image  building  and 
aligning  distribution  channels, 
said  Tim  Thorsteinson,  President 
of  Tektronix  Pacific  Operations 
and  Chairman,  Tektronix  India. 
In  India,  the  company  is  address¬ 
ing  the  office  computing  market 
through  Godrej  Trading  &  Serv¬ 
ices. 

Its  high-end  specialized  col¬ 
our  printers  would  continue  to  be 
addressed  by  another  distributor 
who  is  focused  on  the  niche  mar¬ 
kets  that  Tektronix  addresses 
with  these  printers.  Thorsteinson 
said  the  appointment  of  more  dis¬ 
tributors  besides  Godrej  for  the 
office  printers  was  not  ruled  out, 
though  the  company  did  not  have 
immediate  plans  in  this  direction. 
“One  distributor  tends  to  keep 
prices  high,  but  the  market  will 
not  grow.  It  is  better  to  have  them 
competing  with  one  another,”  he 
added. 

Tektronix  India  is 
headquartered  at  Bangalore  with 
a  direct  presence  in  Bombay, 
Calcutta,  Hyderabad,  New  Delhi, 
and  Madras.  It  is  responsible  for 
the  distribution  and  support  of 
Tektronix  products  in  India  and 
other  South  Asian  nations,  in¬ 
cluding  Bangladesh,  Nepal,  and 
Sri  Lanka,  through  its  various  of¬ 


fices  and  its  reseller  network. 
Declining  to  be  specific  on  the 
figure,  Thorsteinson  said 
Tektronix  Inc.  Planned  a 
“multi-million  dollar  invest¬ 
ment”  in  its  Indian  subsidiary 
over  the  next  three  years  in  en¬ 
hancing  the  software  develop¬ 
ment  and  design  center,  and  in 
market  promotion  and  strength¬ 
ening  distribution. 

Tektronix  India  expects 
buoyant  growth  for  its  T&M 
business  from  the  privatization 
of  basic  services,  and  from  the 
electronification  of  the  rest  of 
the  Indian  economy.  The  pros¬ 
pects  that  uplinking  of  satellite 
telecasts  may  be  possible  from 
India,  and  the  stated  plans  by  a 
number  of  foreign  entertain¬ 
ment  companies  to  set  up  stu¬ 
dios  in  India  to  develop  pro¬ 
gramming  for  satellite  TV  has 
Tektronix  India  upbeat  about 
the  prospects  for  its  video  busi¬ 
ness  as  well.  The  company 
plans  for  starters  to  set  up  a  stu¬ 
dio  that  will  display  Tektronix’s 
technological  capabilities  in  the 
area,  said  Thorsteinson.  The 
Grass  Valley  Group,  a 
Tektronix  acquisition,  was  re¬ 
cently  merged  in  the  parent 
company.  Grass  Valley  special¬ 
izes  in  video  production,  edit¬ 
ing,  and  live  telecast  technol¬ 
ogy.  Tektronix  improved  its  po¬ 
sition  in  the  video  products 
market  by  its  acquisition  of 
Lightworks  Editing  Systems. 
The  Digital  Storage  Products 
group  of  Tektronix’s  Video  and 
Networking  Division  develops 
and  markets  Profile — a  disk- 
based  video  storage  and  play¬ 
back  system  that  offers  instant 
access  to  video  images.  In  the 
video  transmission  area, 
Tektronix  is  a  leading  supplier 
of  hardware  for  broadband  in¬ 
teractive  switched  services 
used  for  distance  learning  and 
video  conferencing. 
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Viewpoint 


Introducing  the  World’s  Greatest  IT  Publication! 


IT’s  here.  The  world’s  largest-selling  publi¬ 
cation  on  Information  Systems  Management. 
Over  1,500,000  readers  worldwide.  All  tied 
together  in  a  mammoth  information  network. 
You’re  now  part  of  that  global  network. 

Yes.  Information  Systems 
Computers orld  isn't  just  a  magazine  or 
newspaper.  It’s  a  movement.  A  revolution.  A 
concept  that  has  radically  changed  the  way 
industry  and  businesses  use  and  implement 
information  systems  in  their  places  of 
work.. .worldwide.  Because  it’s  the  only  pub¬ 
lication  that  talks  specifically  about  Manage¬ 
ment  Information  Systems  or  MIS.  The  rea¬ 
sons  for  this  are  simple. 

The  Indian  Information  Systems  (IS) 
market  is  probably  one  of  the  most  rapidly- 
growing  markets  in  the  country.  With  the  lib¬ 
eralization  of  the  economy  and  the  conse¬ 
quent  impact  in  terms  of  globalization,  more 
and  more  Indian  industries  and  businesses 
are  looking  to  streamline  their  manufactur¬ 
ing,  production  and  corporate  work  method¬ 
ologies  and  processes.  All  this  is  possible 
only  with  the  help  of  Information  Systems. 

With  a  few  exceptions,  increased  spend¬ 
ing  is  expected  in  every  segment  of  every 
market:  computer  systems,  software  commu¬ 
nications/networking  and  services. 

Organisations  of  all  sizes  continue  to  lev¬ 
erage  information  technology  for  competi¬ 
tive  advantage.  Often  a  corporation’s  single 
largest  capital  expenditure,  information  tech¬ 
nology  has  become  an  integral  part  of  its  en¬ 
terprise  business  strategy  for  generating  new 
revenue  and  gaining  market  share.  Not  sur¬ 
prisingly,  the  bigger  the  company,  the  larger 
the  IT  expenditures.  Business  influences  in 
India’s  large  and  medium-size  companies 
typically  account  for  more  than  two-thirds 
of  all  IT  investment  in  rupees. 

Strategically  speaking,  a  flexible  and  re¬ 
sponsive  information  infrastructure,  or 
“infostructure,”  is  what  keep  the  entire  or¬ 
ganisation  working  as  a  team.  Knowledge  of 
how  to  run  the  infostructure  efficiently,  in 
turn,  is  what  enables  companies  to  align  tech¬ 
nology  strategies  with  corporate  strategies 
and  maximize  the  business  value  of  IT. 
Expert  knowledge  that  only  IS  executives  can 
bring  to  the  table. 


Which  brings  us  to  this  most  “under¬ 
rated”  management  professional  in  the  busi¬ 
ness.  A  close  friend  of  mine  in  the  business 
once  commented,  “An  MIS  manager  has  a 
larger  charter  than  any  other  person  in  any 
organization,  but  he  doesn’t  have  the  ambi¬ 
tion  to  become  MD!” 

This  is  a  very  relevant  statement  because 
an  MIS  manager’s  all-encompassing  charter 
positions  him  as  the  architect  of  the 
infostructure.  In  this  key  role,  they  assume 
primary  responsibility  for  evaluating,  plan¬ 
ning,  designing,  building,  implementing, 
maintaining  and  buying  IT  at  every  level  — 
global,  enterprise,  department,  workgroup 
and  desktop. 

As  in  the  case  of  PC  World,  our  intention 
is  not  to  reproduce  Computerworld  here,  but 
to  provide  the  Indian  market  with  native  IS 
management-related  issues,  technology  so¬ 
lutions,  availability  and  pricing  information. 
The  thrust  of  Information  Systems 
Computerworld  would  be  “Organizational 
Productivity”  as  opposed  to  “Individual  Pro¬ 
ductivity”  in  the  case  of  PC  World.  The  pri¬ 
mary  aim  of  IS  Computerworld,  is  to  help 
Indian  business  and  industry  effectively  man¬ 
age  technology  for  meeting  business  goals. 

Which  is  what  makes  it  such  an  impor¬ 
tant  publication  —  both  for  the  information 
technology  industry  and  the  IS  community 
in  the  country. 

I  sincerely  hope  that  all  of  you  out  there 
would  provide  us  with  the  same  kind  of  pa¬ 
tronage  and  encouragement  that  made  PC 
World  such  a  runaway  success  in  just  four 
issues!  We  at  Media  Transasia  India  Ltd.’s 
IT  Group  have  provided  you  with  your  very 
own  individual  productivity  magazine.  We 
now  give  you  IS  Computerworld — the  fort¬ 
nightly  dedicated  to  enhancing  the  produc¬ 
tivity  and  efficiency  of  the  workplace,  and 
hopefully  in  the  process,  your  own  career 
prospects. 


Information  Systems  Computerworld,  November  1-15,1995 


MURLIMENON 
Publishing  Director 


INFONET  provides 


Client  Server  solutions  on  all 
leading  RDBMS  engines  with  GUI 
front-end  tools. 


•  Systems  Integration. 


•  Re-engineering  Services. 

•  Solutions  for  Finance,  Banking, 
Distribution,  Health  Care, 
Hospitality  and  Manufacturing 
Sectors. 

•  Messaging  and  private  E-mail 
solutions. 

•  Customisation,  On-site 
Implementation  and  support 
services  for  domestic  as  well  as 
overseas  clients. 


For  more  and  specific  information  on 
the  area  of  your  interest  kindly  contact : 


infonet 

manage: 


Lent  services  group 


4-A,  POES  ROAD  I  STREET 
OFF  ELDAMS  ROAD 
MADRAS  -  600  018 
INDIA 


TEL  :  (044)  4340588 
FAX  :  91-44-8250432 


42 


Viewpoint 


COMPUTERWORLD 

Publisher:  S.K.  Bhayana 
Publishing  Director:  Murli  Menon 
Editor:  Vinita  Chawla 
Bureau  Editor  (South):  John  Ribeiro 
Bureau  Editor  &  G.M.  (West):  Shashi  Bhagnari 
Copy  Editor:  Sharmila  Chand 
Correspondents:  Osama  Manzar,  Yogesh  Sood, 

R.  Subramanyam,  Amlan  Home  Chowdhury 

Editorial  Assistant:  Seema  Goswami 
Art  Director:  Rajan  S. 

Graphic  Designer:  Amit  Das 
Layout  Artist:  K.G.  Sivan 
Production  Manager:  M  .N.  Pandey 
Circulation  Manager:  Navjeet  Sood 
Circulation  Supervisor:  D.K.  Gupta 
Senior  Circulation  Asst.:  J.P.  Nagar 
Advertising 

Anjali  Bhan,  Advertisement  Manager, 

Manav  Gulati,  Asst.  Ad.  Manager 
Media  Transasia  (India)  Ltd., 

K-35,  Green  Park,  New  Delhi-110016 
Tel:  6868775  (6  lines)  Fax:  011-6867641 
Tlx:  031-73262  MTIL  IN. 

Bombay:  Rupesh  Sreedharan,  Sales  Mgr., 

Media  Transasia  India  Ltd., 

219  Tulsiani  Chambers,  212  Nariman  Point, 
Bombay-400021.  Tel:  2834775,  2844340. 

Fax:  2871302,  Tlx:  011-84269  MTIL  IN. 

Bangalore:  Praveen  B.  Urs,  Sales  Manager, 

Media  Transasia  India  Ltd., 

104,  President  Chambers, 

8,  Richmond  Road,  Bangalore-560025. 

Tel:  2219578,  Tlx:  0845-2682  MTBR  IN.  Fax:  2217655. 

PuNE:Vaishali  S.  Mulye, 

480  /B,  Shivaji  Nagar,  Lakaki  Road,  Model  Colony, 
Shashi  Apartments,  Pune:  411016.  Tel:  350861 

Madras:  Sanjai  Zacharias, 

Media  Transasia  (India)  Ltd. 

Illrd  Floor,  J.V.L.  Arcade 
No.  199,  North  Usman  Road, 
Madras-600017.  Tel:  8282159.  Fax:  044-8250432 

Ahmedabad:  Haren  K.  Shah 
13,  General  Bank  Chambers 
Opp.  Navrangpura  Mncpl.  Market  Navrangpura, 
Ahmedabad-380009.  Tel:  464859. 

Secunderabad:  S.  Sridevi,  (Sales  Manager) 

Tel:  601667;  Kasi  V.  Rao, 

2nd  Floor,  A.B.C.  Y.M.C.A.  Complex, 

S. P.  Road,  Secunderabad-500556.  Tel:  803724. 

Calcutta:  Sujit  Bose,  Sales  Manager 
B.S.H.  Subramanian,  Representative, 

Media  Transasia  India  Ltd. 

93,  Chitrakoot,  230A  Acharya  J.C.  Bose  Road, 
Calcutta-700020.  Tel:  2474298. 

Media  Transasia  India  Ltd. 

Chairman:  J.S.  Uberoi 
Managing  Director:  Suresh  Bhayana 
Senior  Vice  President:  Kama]  Lahiri 
Vice  President:  Radhika  Mehta  Arora 
Vice  President  (South)  L.  Ali  Khan 

Editorial  Offices:  (Head  Office)  Delhi 
K-35,  Green  Park,  New  Delhi-110016 
Tel:  6868775  (6  lines)  Fax:  011-6867641 
Tlx:  031-73262  MTIL  IN. 

Bombay:  219,  Tulsiani  Chambers 
212,  Nariman  Point,  Bombay-400021. 

Tel:  234775,  284340.  Tlx:  2871302  MTIL  IN 
Distribution:  Central  News  Agency  (CNA),  New  Delhi 
Published,  printed  and  owned  by  S.K.  Bhayana. 
Published  from  K-35  Green  Park,  New  Delhi  and 
printed  at  Ajanta  Offset  and  Packagings  Ltd.,  95-B 
_ Wazirpur  Industrial  Area,  Delhi-110052. _ 


EDITORIAL 


Wait  and  watch  policy 


There  isn't  a  newspaper,  magazine,  or  TV  Show  in  India 
that  hasn’t  spent  reems  or  reels  spotlighting  Microsoft’s  lat¬ 
est  addition  to  the  product  pack.  Two  months  down  the  line, 
and  the  Windows  95  charisma  is  still  holding  sway — with 
the  media  that  is. 

Unfortunately  for  Microsoft,  the  same  cannot  be  said 
about  the  IS  community  in  the  country,  which  has  been  eye¬ 
ing  the  operating  environment  a  little  warily,  not  to  mention 
dispassionately. 

“Watch  and  wait”  seems  to  be  the  catch  phrase,  with  IS 
chiefs  deferring  a  dip  into  company  coffers.  While  some 
are  waiting  for  the  product  to  “stabilise,”  others  are  express¬ 
ing  disgruntlement  over  the  pricing  of  Windows  95,  espe¬ 
cially  for  corporate  accounts. 

In  some  cases,  where  the  base  of  PCs  and  Windows  3.1  is  large,  and  the  hardware 
barely  “Windows  95  ready”  the  prospect  of  upgrades  is  acting  as  a  major  damper  on  the 
enthusiasm  that  normally  precedes  a  purchase  decision. 

Then  of  course  there  are  the  cynics  and  OS/2  die-hards  who  believe  the  product  is  a 
technical  yawn — a  miracle  of  marketing  over  matter. 

Whatever  the  reason  behind  the  slow  pick  up,  Microsoft  has  every  reason  to  be  wor¬ 
ried.  Considering  the  ambitious  statistics  being  touted  by  the  company,  the  response  for 
Windows  95  has  been  lukewarm,  to  say  the  least.  Confusion  over  pricing  hasn’t  helped 
either.  Microsoft’s  three  distributors  are  stated  to  be  quoting  three  different  prices.  Bom¬ 
bay  and  New  Delhi  seemed  to  have  received  separate  rate  cards.  Variety  obviously  isn’t 
the  spice  of  Microsoft’s  life! 

Meanwhile,  the  other  dark  cloud  on  the  Indian  IT  industry’s  horizon  is  VSNL’s  Gate¬ 
way  Internet  Access  Service.  Here  again,  it  has  typically  been  a  case  of  hype  over  honest, 
down-to-earth,  hard  facts.  For  one,  Internet  without  infrastructure  is  like  having  a  pizza 
without  the  cheese. 

While  you  are  hooked  to  the  Internet  from  the  VSNL  gateway  in  no  time  at  all,  it  is 
getting  to  the  VSNL  gateway  that  is  proving  to  be  a  problem  for  subscribers.  Poor  tel¬ 
ecommunications  infrastructure  is  also  making  downloading  information  at  the  subscriber 
end  a  cumbersome  and  time-consuming  task.  And  mind  you,  as  the  user  is  waiting  for 
information  to  move,  the  meter  is  ticking. 

Talking  of  meters,  the  VSNL  pricing  for  the  service  is  also  stated  to  be  on  the  higher 
side.  While  initially  there  was  euphoria  over  the  Rs.  500  and  Rs.  25,000  price  tags  (for 
students  and  corporate  users  respectively),  much  of  Internet  blitz  has  proved  to  be  ethe¬ 
real.  For  one  there  haven’t  been  many  takers.  While  the  absence  of  a  large  installed  base  of 
home  PCs  has  been  a  deterrant  in  the  case  of  individual  buyers,  issues  of  security  and 
pricing  have  prevented  corporate  users  from  taking  the  plunge. 

“Wait  and  watch”  is  the  catch  phrase  here  as  well. 

For  both  Internet  and  Windows  95,  the  year  1996 
then  is  going  to  be  the  make  or  break  period. 

Frankly  the  pendulum  could  swing  either 
way,  and  I  for  one  won’t  be  placing  any 
bets. 


VINITA  CHAWLA 
Editor 
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DesignCAD 

is  richer  in  application  and 
80%  cheaper  than  AUTOCAD. 


Please  tick  [7]  the  product  of  your  interest  and  mail  the  coupon  posthaste 

□  DCAD  2D  on  Windows  -  Rs.  17,975  QDCAD  3D  on  Windows  -  Rs.  Rs,  23,550  0DCAD  Expert  Series  Windows  (2D,  3D,  | 
ScanPro  Design  SYM)  -  Rs.  48,500  [^DCAD  2D  on  DOS  -  Rs.  14,445  □DCAD  3D  on  DOS  -  Rs.  21,150  □  Design  Expert  | 
Series  DOS  (2D,  3D,  ScanPro,  Design  SYM)  -  Rs.  39,550  □  Instant  Architect  -Rs.3,650  Qnstant  Estimator  -  Rs.  3,650  □  Expert  | 
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Authorised  Distributors  in  India 

SVAM  SOFTWARE  LIMITED 

1 1 ,  Abul  Fazal  Road,  Bengali  Market,  New  Delhi  - 1 1 0  001 . 

Ph. :  1 1  -3731 844, 3731 845, 3320224.  Fax:91-11  -3723266. 

Regd.  Off. :  70,  Janpath,  Connaught  Place,  New  Delhi  - 1 10  001 . 

SOFTWARE  LTD  Ph.:  11-3326313,3324551. 
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Windows 


Now  that  you’ve  got  your  shrink- 
wrapped  copy  of  Windows  95,  you 
should  become  familiar  with  the 
new  terms  you  ’ll  encounter  as  you 
enter  the  PC’s  next  generation. 

Here ’s  a  selected  glossary: 

■  Windows  95 — The  culmination  of  an  1 1  -year  effort  by  the 
PC  industry  to  clone  the  Macintosh. 

■  32-bit — The  approximate  amount  of  space  remaining  on  a 
100  MB  hard  disk  after  Windows  95  is  installed. 

H  Eight.three — File  naming  convention  of  MS-DOS,  replaced 

by  Windows  95  feature  that  allows  files  to  have  easy-to- 
remember  names  like 

Letter_to_mom_about_why_I_cannot_come_over_ 
Sunday  _for_dinner. 

■  Multitasking — The  ability  to  run  multiple  programs  at  once, 
making  it  much  easier  to  pinpoint  which  one  just  crashed 
your  system. 

■  Start  button — The  Windows  95  version  of  C:\>. 


95  explained 

■  Network  Neighbourhood — Windows  95’s  term  of  the 
collection  of  computers  in  your  office  that  can  now  more 
easily  create  and  exchange  multiple,  differing  version  of 
the  same  data. 

■  ‘  'My  computer” — What  your  PC  was  before  you  connected 
it  to  the  Network  Neighbourhood. 

■  Upgrade — Software  industry  term  for  the  process  of  selling 
a  user  the  same  word  processor  for  the  fifth  time. 

■  WindowsNT — Microsoft  code  name  for  Windows  98 

■  Maintenance  release — Computer  industry  term  for  software 
released  about  six  months  after  shipment  of  the  original  product 
that  does  what  the  original  product  was  supposed  to  do. 

■  Single  Inline  Memory  Module  (SIMM) — Spider-like 
computer  chip  used  to  add  RAM  to  a  computer.  Become 
familiar  with  SIMMs.  You  will  buy  them  by  the  bucket. 

■  The  Microsoft  Network  (MSN) — On  line  service  owned 
by  Windows  95’s  developer  and  offered  automatically  to 
every  Windows  95  user  and  which  is  in  no  way  monopolistic 
or  has  any  unfair  advantage  over  any  other  on-line  service 
by  virtue  of  being  right  on  your  screen  all  the  time.  Honest. 

Paul  Gillin,  Editor,  Computerworld,  USA 

Internet:  paul_gillin@cw.com 
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CONSUMABLES  PRICE  LIST 


ELECTRONICS 


SERVICE 


MORE  THAN  A  CONCERN  ...  A  COMMITMENT 


TAPE  CARTRIDGES 

Part  No 

Model 

Part  Description 

•Max.  Recomm¬ 
ended  End  User 
price  (Rs.) 

4A051101 

DC  2000 

80MB  Tape  cartridge  for 
TD4120 

850 

4  A  051305 

DC  2120 

120/250  MB  Tape  cartridge 
for  TD  4120  /  8250 

950 

4A  051009 

DC  6250 

250  MB  Tape  cartridge 
for  TD  5150 

1900 

4A051005 

DC  6525 

525  MB  Tape  cartridge 
for  5525 

2100 

4A051006 

Magnus  1.0 

1  GB  Tape  cartridge 
for  51000 

2750 

i  4A051007 

90M  DAT 

2/4GB  4  Tape  cartridge  for 

DAT  31 00/3200 

2050 

4A051008 

Cleaner  Tape 

Cleaning  Tape  cartridge 
for  DAT 

1200 

PRINTER  CONSUMABLES 

‘Max.  Recomm- 

Part  No 

Model 

Part  Description 

ended  End  User 
price  (Rs.) 

1A161067 

Novo  130 

Black  Ribbon  Novo  130 

150 

1A161007 

MSP  145/155 

Black  Ribbon  MSP  145/155 

150 

1A161061 

Calligra 

Black  Ribbon  Calligra 

185 

1 A1 61 01 1 

Calligra 

Colour  Ribbon  Calligra 

1155 

8A1 60403 

Novo  230 

Black  Ribbon  Novo  230 

185 

8A1 60404 

Novo  230 

Colour  Ribbon  Novo  230 

1000 

8A1 60306 

Q 10/20 

Black  Ribbon  Q10Q20 

185 

8A1 60301 

Q  10/20 

Colour  Ribbon  Q10  Q20 

1000 

8A1 60667 

Q25 

Black  Ribbon  Q25 

330 

8A1 60668 

Q25 

Colour  Ribbon  Q25 

1500 

8X160696 

HD  6590/6495 

Black  Ribbon  HD  9W 

300 

i  8X160689 

HD6040/6045 

Black  Ribbon  HD  24W 

300 

i  8X160635 

HD  6040/6045 

Colour  Ribbon 

1000 

8A1 60670 

Novo  300 

INK  Cartridge 

250 

8A1 60671 

Novo  300 

Print  Head+1  Ink  Cartridge 

1500 

8A1 60405 

Q  10/20 

Black  Film  Ribbon  Q10  Q20 

350 

i  8X160697 

P  10/20 

Toner  Cartridge  P10  P20 

725 

8X160698 

P  10/20 

Image  Drum  P  10  P20 

7500 

8X160528 

P  10/20 

Toner  Cartridge  OL400  810 

1200 

8X160529 

OL  400/810 

Image  Drum  OL  400/810 

15000 

NEW  PRINT  HEADS 

•Max.  Recomm- 

Part  No 

Model 

Part  Description 

ended  End  User 
price  (Rs.) 

8A1 60201 

Novo  130 

Print  Head  Novo  130 

1750 

8A1 60051 

MSP  145 

Print  Head  MSP  145 

3000 

8A160154 

MSP  155 

Print  Head  MSP  155 

3850 

8A1 60001 

MSP  55 

Print  Head  MSP  55 

3850 

8A160101 

Calligra 

Print  Head  Calligra 

7950 

8A1 50607 

Q10 

Print  Head  Q10 

5750 

:  8A1 50606 

Q20 

Print  Head  Q20 

6900 

8A1 60691 

Q25 

Print  Head  Q25 

6350 

4A1 00009 

HD6590/6595 

Print  Heads  HD  9  W 

10350 

4A1 00008 

HD6040/6045 

Print  Head  HD  24W 

11500 

4A1 00001 

HD5000 

Print  Head  HD  5000 

17250 

•Note:  (1)  Sales  tax,  Delivery  charges  and  other  local  levies  extra. 

(2)  Prices  are  subject  to  change  without  notice. 


For  further  details  contact : 

Head  Office  : 

TVS  Electronics  Limited 

10-B,  1  Phase,  Post  Box  No.  5805,  Peenya,  BANGALORE  -560  058 
Ph:  +91(80)  839  5000  Fax:  +91(80)  839  6334  Tlx  :  (0845)  5009  TVSE  IN 
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TVS-E  Authorised  Service  Centre .  EAST  ZONE  .•Bhubhaneshwar.OricombysternsHvi^ua^  56go  #Du  Tech|nternatlonalph;7169/5225,*Guwahati:AnatechPh:  541320  .  Jamshedpur:  RaisuranaS 
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Ltd.  Ph:  604676.  .Dehra  Dun:  Radix Technologies  Ph. 27087/26909  •  ph .  2420141.  Challenger  Computers  Ph  6423493/64351 94.  The  Calculus  Ph  3747600/3747602  Sotlab  Systems 

•  Lucknow:  Brains  Informatics  Ph.  78923.  #New  Delhi.  Micro _Max  Ph.  57223  .  ComDUters  Pvt  Ltd  Ph'644641 3/646967/6425761 .  Computer  Communication  Services  Ph:  3280492/3278565.  M.  Intergraph  Systems 

Pvt.  Ltd..  Ph:  71 89849/71 8821 8.  The  Yamuna  Syndiuate  Ltd._Ph_6474775/6428175_Apollo  Cornputers  Ptv  Ltd  Phr 5718772/5737372  .Varanasi:  Jwala  Distributors  Ph:  356338/3563 19  SOUTH  ZONE  :•  Bangalore: 

Pvt.  Ltd..  Ph:  6451497/6474420.  Mensa Computers  Pvt.  Ltd.  P^3736^8339. Turbo Consuhancy ^  Ansata Computer  Systems  Pvt.  Ltd.  Ph:  5465144/5465844,  Service  Point  Ph:  6640690/6653049  •Belgaum: 
ADS  Services  Ph:  2220878/2235901/2270583  Pranjah  Servi  _  .  .  Kavi  Automation  Ph'  397265/394510  •  Earnakulam:  Integrated  Computer  Systems  Ph:  363361/371 555.  #Davanagere:  Microline  Electronics 
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Pvt.  Ltd.  Ph:  27943.  .Goa:  PanfJ'bCompu  Shop  Ph. svste^PrtrfScte  Ph  8282272/8281 441  Pertinent  Data  Systems  Pvt.  Ltd  Ph:  8267250.  Southern  Digitals  Ph  4340524/450994  •  Madurai: :CMAS 
Karthik  Engineers  and  Consultants  Pvt.  Ltd.  Ph  8280158/8283969.  S  Lakshmi  Syst  44 1 234/440377/4404 1 7  •  Mysore:  Computer  World  Ph:  510555/51 2555.  •  Pondicherry:  Peripherals  Care  Ph:  3271 8  •  Salem: 

Associates  Ph:  45021  PC  World  ^^6349/41 959+1  Mangalore u  Ku .  T  h  ^  yph  819747/813801  .Tiruchy:  Delight  Connections  Ph:  462175.  Fourth  Dimentions  Technology  Pvt.  Ltd.  Ph:  459195  PP_*Tirupati: 
Sri  Ranga  Computer  Service  41 S?36/4 16829.  •Secunderaba  .  Electronics  Ind  Pvt  Ltd  Ph  477077  •  Visakhapatnam:  Micro  Care  Computer  Pvt.  Ltd.  Ph:  550651/57132.  •  Warangal:  Bits  &  Bytes 

Hi-Tech  Computers.  .Trivandrum:  Micrc 1  Comp  Ph.  461®6°m*^aJ®|”a.d,?'n4 1/42/43  Techniks  Ph  448484/442397  Ashtech  Infotech  Pvt.  Ltd.  Ph.  427099/423532.  .Aurangabad:  Microtech  Engineers  Ph:  2432-26020 
Marketing  Ph:  75336.  WEST  ZONE  .Ahmedabad  Bix  Computers  Ph^  45  ph  49252*1  M925367.  Classic  Systems  and  Services  Ph:  7630002.  Sound  Electronics  Corporation  Ph.  4092130/4097825.  Wgsons  Ph 
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VSNL’s  Internet  Service:  Deja  voux 

Dr.  N.  Seshagiri 


“/  believe  that 
VSNL  cannot  be  a 
value-added 
Internet  service 
provider  and  at  the 
same  time  decide 
over  the  issue  of 
Internet  access  by 
its  competitors  in 
the  private  sector ” 


The  media  has  really  given 
Internet’s  arrival  in  India 
a  lot  of  hype.  The  fact 
however  is  that  National 
Informatics  Centre,  through  its 
NICNET,  and  DoE,  through  its 
ERNET,  have  been  providing  an 
Internet  connection  for  more  than 
a  year  to  as  many  as  50,000  us¬ 
ers. 

But,  yes,  NIC  and  DoE  are 
only  looking  at  it  as  a  promo¬ 
tional  activity.  As  an  activity  pro¬ 
moted  by  the  central  Govern¬ 
ment,  the  state  governments,  the 
public  sector  departments,  etc. 
For  instance,  exports  are  consid¬ 
ered  to  be  a  promotional  activ¬ 
ity.  Similarly  work  done  by  edu¬ 
cational  and  R&D  institutions 
also  falls  under  the  same  cat¬ 
egory. 

On  this  count,  the  users  of 
NICNET  and  ERNET  include 
nearly  2,000  trading  and  export 
houses.  These  are  currently 
availing  comprehensive  EDI,  E- 
Mail,  Database  Access,  FTP  and 
Electronic  Fund  Transfer  serv¬ 
ices  through  NICNET  and 
ERNET. 


Meanwhile,  the  second  cat¬ 
egory  of  users  that  are  enjoying 
Internet  access  through  the  NIC 
and  DoE  are  the  educational  and 
R&D  institutions  which  number 
8,000. 

Looking  ahead,  NIC  is  target¬ 
ing  at  a  figure  of  50,000  connec¬ 
tions  to  NICNET  within  the  next 
two  years. 

Furthermore,  World  Wide 
Web  (WWW)  servers  are  being 
co-located  with  the  NICNET  na¬ 
tional  information  highway 
nodes.  Therefore,  at  present,  we 
have  16  cities  connected  to  the 
NICNET  information  highway. 
And  from  here  we  are  moving 
over  to  70  cities.  With  70  cities 
covered  under  the  highway  we 
will  have  70  WWW  servers  lo¬ 
cated,  of  which  30  will  become 
functional  by  this  calendar  year. 

Now,  to  come  to  the  much 
talked  about  Gateway  Internet 
Access  Service  of  the  VSNL. 
The  service  is  covering  only  six 
cities,  as  VSNL  has  got  its  gate¬ 
ways  only  in  six  metros.  Com¬ 
pare  this  number  with  the  NIC’s 
NICNET  that  has  connections  in 
500  cities.  The  other  avenue  left 
with  VSNL  is  I-Net,  which  is 
providing  Internet  services  in 
other  cities.  Ironically,  I-Net — 
except  in  the  case  of  Bombay  and 
Delhi — has  only  9,600  bps  cir¬ 
cuits — which  have  already  been 
saturated.  Against  this  backdrop 
one  must  not  forget  the  fact  that 
the  very  premise  of  the  VSNL 
Internet  connection  is  commer¬ 
cial.  In  fact,  commerce  is  where 
the  real  opportunity  lies. 

While  one  cannot  deny  the 
fact  that  what  VSNL  is  doing  is 
very  good,  there  are  a  few  defi¬ 
nite  objections. 

For  one,  I  believe  that  VSNL 


cannot  be  a  value-added  Internet 
service  provider  and  at  the  same 
time  decide  over  the  issue  of 
Internet  access  by  its  competitors 
in  the  private  sector.  VSNL  is 
sitting  judgement  over  the  access 
issue  in  the  case  of  independent 
service  providers,  while  provid¬ 
ing  the  service  itself.  This  is  ab¬ 
solutely  unconstitutional,  and 
violates  the  very  premise  of  a 
free  and  level  playing  ground.  In 
fact,  it  is  a  violation  of  the  Mo¬ 
nopolies  and  Restrictive  Trade 
Practices  Law. 

Take  for  example  the  case  of 
the  DoT  or  NIC.  Both  have  gate¬ 
way  facilities  just  like  VSNL. 
Yet,  when  NIC  needs  to  do  any 
commercial  job  it  goes  to  DoT 
or  VSNL.  NIC  uses  its  own  gate¬ 
way  facility  only,  I  repeat,  only 
for  promotional  work. 


Dr.  N.  Seshagiri  is  Director 
General,  NIC, 

Planning  Commission. 
Government  of  India 
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*  Widest  Carriage  :  Lipi  offers  widest  carriage  in 
Line  Matrix  Printers  -  17 V2  inches  (optional). 
IV2  inch  of  added  carriage  width  to  accommodate 
large  size  forms  like  two  Bank  Cheques  /  Share 
Certificates  printed  abreast,  thus  doubling  the 
throughput  as  compared  to  the  competition.  This 
gives  you  an  advantage  of  having  two  printers  for 
the  price  of  one. 

Additional  benefits  of  Mannesmann  Tally  Lipi  Line 
Matrix  Printers  : 

*  Proven  Reliability  :  In  India  with  thousands  of 
installations  against  nil  of  competition. 

*  Superior  Print  Quality  :  Because  of  hard 
material  used  for  printing  elements. 


jggSSS&e. 


*  Superior  Paper  Transport  :  4  tractors  for 
reliable  and  fast  paper  movement  and  also  reverse 
paper  motion  for  printing  graphics.  Competition  has 
only  2  tractors. 

*  Multiple  Interface  :  Simultaneously  active 
serial  and  parallel  shared  interfaces  with  auto 
switching,  while  competition  requires  selection  from 
the  front  panel. 

*  In-line  ethernet  interface  :  Network  printer. 


u n  excels  1  \  man  speed,  hi  \  yy  dl  i  y 

COM  Pi  TER  PRIMERS 


MT691 


MT661  MT645 

(We  also  offer 
Table  Top  Model) 


LIPI  DATA  SYSTEMS  LTD. 

Head  Office :  Mittal  Chambers,  Nariman  Point,  Bombay  -  21. 
Tel:  2882960  /  61  /  62  /  63  /  64.  Fax:  91  -22-287331 4. 
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•  Bombay  :  Ph.2882960  /  2882964  •  Delhi :  Ph.  6467228  /  6217392  •  Calcutta  :  Ph.  2429435  /  2429550 

•  Bangalore  :  Ph.  2272954  /  2272955  e  Madras  :  Ph.  8283804  /  8281256  e  Udaipur :  Ph.  521700 

•  Hyderabad  :  Ph.  815185  •  Lucknow  :  Ph.  235812  e  Nagpur :  Ph.  523187  /  526761 


IMPULSE/995 


Viewpoint 


Windows  95: 

Triumph  of  Marketing  over  matter 

Veer  Sagar 


Thanks  to  Windows  95 ,  computing  certainly 
will  not  be  the  same  again.  And,  whether 
Windows  95  is  a  triumph  of  marketing  over 
matter,  only  1996  will  tell.  But  for  the  moment, 
I  am  putting  my  money  on  Windows  95. 


There  was  a  long  queue 
around  7.00  p.m.  in  the 
evening  at  the  shop¬ 
ping  square  in  Madrid. 
Any  reasonable  man  would  be 
forgiven  for  thinking  that  this 
was  the  queue  to  a  best  selling 
block  buster  and  the  booking  of¬ 
fice  window  would  open  within 
an  hour  or  so.  In  fact,  in  my  best 
Spanish,  I  tried  to  find  out  the 
name  of  the  movie  from  the  mid¬ 
dle-aged,  slightly  bald  person 
standing  with  a  sandwich,  and 
bottle  of  coke  and  a  folding  chair 
in  his  hands.  “Windows  95”  he 
answered.  They  were  all  waiting 
for  the  shop  to  open  the  next 
morning  to  buy  their  copy  of 
Windows  95. 

The  story  has  been  the  same 
all  over  the  world.  Such  hype 
has  been  unprecedented  in  the 
history  of  a  software  launch  or 
in  fact  in  the  history  of  the  en¬ 
tire  information  technology  in¬ 
dustry.  A  launch  budget  of  $200 
million,  or  more  than  Rs.  600 
crores !  (You  might  want  to  com¬ 
pare  this  with  the  revenue  of 
some  of  India’s  IT  giants).  An 
entire  print  run  of  “The  Times” 
in  London  was  bought,  prime 
time  in  half  hour  slots  were- 
bought  on  TV  and  an  almost 
around  the  world  simultaneous 
launch  was  effected.  One  mil¬ 
lion  copies  were  sold  in  the  first 
week. 

I  am  sure  that  there  is  a 
hardly  a  person  in  the  world — 
literate  that  is — who  has  not  read 
about  Windows  95. 

In  the  European  Round  Ta¬ 
ble  Conference,  where  I  was  an 
invited  guest,  the  shadow  of 


Microsoft  and  Windows  95 
loomed  large.  In  every  group 
discussion,  irrespective  of  the 
subject,  whether  it  was  network¬ 
ing,  Internet,  multimedia  or  vir¬ 
tual  reality,  the  discussion  some¬ 
how  veered  around  to  Microsoft 
and  Windows  95.  In  fact,  there 
was  a  full  session,  titled 
“Microsoft,  neither  micro  nor 
soft.”  Throughout  the  discus¬ 
sions,  you  could  sense  a  tinge  of 
jealousy,  a  sense  of  helplessness 
at  the  Microsoft  juggernaut. 

One  could  feel  Bill  Gates 
walking  in,  almost  like  the  warn¬ 
ing  of  a  tiger’s  approach  in  the 
jungle.  A  buzz  from  the  rear  en¬ 
trance  of  the  hall  and  a  swarm 
of  press  reporters,  photogra¬ 
phers  and  miscellaneous  persons 
walking  in  backwards  tripping 
over  each  other  as  Bill  Gates 
strode  in,  flanked  by  two  gun 
toting  bodyguards. 

What  then  does  Windows  95 


mean  to  you? 

To  an  average  user,  it  is  the 
ease  of  use  which  is  its  most 
striking  feature.  It  recognizes 
peripherals  automatically, 
configures  itself  based  on  the 
peripheral  that  are  available  or 
added  on.  It  also  allows  easy  net¬ 
working.  Several  PCs  can  be 
linked  together  and  can  work  as 
a  group  without  the  need  of  a 
central  server  to  manage  them. 
Windows  95  has  better  and 
easier  multitasking  support  for 
Windows  NT  and  Novell 
NetWare  extended  networking 
capabilities  including  support 
for  Internet  and  fax  manage¬ 
ment. 

It  also  has,  in  a  very  limited 
sort  of  way,  some  features  which 
allow  the  PC  to  work  in  a  multi- 
media  mode,  that  is  playback 
and  editing  of  sound  and  video. 
There  are  of  course  a  whole  se¬ 
ries  of  other  features  like  Drag, 


Drop,  Explorer,  Long  File 
Names,  Shortcuts,  etc. 

Meanwhile,  the  good  and  the 
bad  news  is  that  your  PC,  in  its 
present  form,  cannot  run  Win¬ 
dows  95.  It  requires  a  minimum 
of  486  DX2  CPU  with  8  MB 
memory,  and  16  MB  for  good 
response  time,  with  a  200  MB 
disk  (500  MB  recommended). 

In  case  you  are  a  386/4MB/ 
120MB  disk  user,  you  need  to 
spend  around  Rs.  35,000  to  up¬ 
grade  your  system  before  you 
can  load  Windows  95.  Then 
there  is  more  bad  news!  Win¬ 
dows  95  is  32-bit  architecture. 
However,  most  of  the  current 
software  is  1 6-bit.  So  there  will 
be  a  spate  of  upgrades.  In  fact, 
Microsoft  Windows  95  will  un¬ 
leash  a  whole  new  upgrade  in¬ 
dustry. 

Soon,  all  major  software 
packages  like  PowerPoint, 
AutoCAD,  Pagemaker  will 
come  out  with  Windows  95  ver¬ 
sions.  This  will  mean  more  up¬ 
grade  cost.  And  perhaps  by  the 
time  you  are  through,  there  will 
be  a  Windows  96. 

Whatever  the  situation, 
thanks  to  Windows  95  comput¬ 
ing,  certainly,  will  not  be  the 
same  again.  And,  whether  Win¬ 
dows  95  is  a  triumph  of  market¬ 
ing  over  matter,  only  1996  will 
tell.  But  for  the  moment,  I  am 
putting  my  money  on  Windows 
95. 


Veer  Sagar  is  CEO  of 
DCM  Data  Systems 
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ANTI-VIRAL  SOLUTION  FOR  NETWORKS 


PROTECTOR  PIUS 

For  NetWare 


Tesfed  with  NetWare  3.xxf  4.0,  4.01  and  4.1 


Protector  Plus  for  NetWare  is  a  state-of  the-art  anti-virus  solution 
for  networks.  The  core  of  the  package  is  the  Protector  Plus  NLM 

which  monitors  all  virus  activities  on  the  server,  without  degrading  its 

performance. 

Some  of  its  unique  features  are: 

♦  Scans  and  vaccinates  all  files  on 
the  server's  hard  disk  immediately 
on  installation. 

♦  Instantly  scans  all  new  files  copied 
onto  the  server. 

♦  Instantly  detects  modifications 
done  to  existing  files  by  any  virus 
and  reconstructs  such  files. 

♦  Localises  new  virus  infection  to 
its  source,  preventing  its  spread, 
while  keeping  the  network  up  and 
running.  Vaccines  for  new  viruses 
available  within  five  days. 

♦  The  NLM  can  be  configured  to 
log  out  infecting  nodes. 

♦  Can  be  configured  to  send 
messages  to  supervisor  and  select 
users  when  virus  is  encountered. 


All  processes  automated  and 
on-line.  Requires  no  user 
intervention. 

Free  memory  resident  modules 
for  detection  and  curing  virus 
on  nodes. 

Standard  economical  pricing, 
irrespective  of  number  of  nodes. 


Write,  call  or  fax  us  for  further  information  on  this  exciting 
new  anti-viral  solution  for  Networks. 

PROLAND  SOFTWARE  PVT.  LTD., 

19,  Gangadhar  Chetty  Road,  Bangalore-560  042 
Phone:  (080)  570033,  5511091  Fax:  (080)  5511091 
E-Mail:  subbu.proland@axcess.net. in 

PROLAND  WE  PRODUCE  INTELLIGENT  SOLUTIONS 

Distributor,  Western  Region: 

ADIT  MICROSYS  (P)  Ltd.,  Ahmedabad  Tel:  079-408045  Telefax:  6425256 
Dealers: 

Ludhiana:  Litratim  Microspecialities,  Tel:  0161-456891/455860  Kochi:  Spiegel,  Tel:  0484-348202, 

Fax:  370136  Gangtok:  Sikkim  Computer  Services  (P)  Ltd.,  Tel:  03592-22279,  Fax:  22543  Jamshedpur: 
Engineers  &  Consultants,  Tel:  0657-29655,  Fax:  26450  Ahmedabad:  Manan  Enterprises  Tel:  490338, 

Fax:  493-406;  Bhavi  Electromech,  Telefax:  6633234  New  Delhi:  A  K  Nema,  Tel:  6828730,  6913935 
Hyderabad:  Susha  Technologies  Tel:  391954,  Fax:  243634  Goa:  Jay  Kay  Enterprises  Tel:  0834-736262/3, 
Poona:  Link  Software  &  Systems  (P)  Ltd.,  Tel:  335988/349342,  Fax:  212-365694  Bombay:  Software 
Consultancy  Group,  Tel:  022-4301175/4302072,  Fax:  4224912,  E-Mail:  bombay.scg@axcess.net.in 


DEALERSHIP  ENQUIRIES  SOLICITED 
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Yes!  PC  Quest,  India's 
most  widely  read 
PC  magazine,  has 
awarded  Tally  the 
PC  Quest  user's  choice 
for  1995.  Proving  once  again 
that  when  it  comes  to  picking 
the  right  financial  accountin 
package,  Tally  is  way  ahea 
of  the  rest  on  all  counts 


And  there's  more. 
With  the  new 
Tally  EIS  5.0 
around  the  corner, 
you  can  look  forward 
to  a  completely  integrated 
accounting  system  that 
handles  financial  accounting, 
inventory  and  invoicing. 
Besides,  Tally  is  extremely 


user  friendly,  fast  and  on-line, 
LAN  compatible  &  custom 
configurable.  In  short,  the  very 
quality  you'd  expect  from  the  #1 


INTELLIGENT 
ACCOUNTING  SOLTWARE 


PEUTRONICS  PRIVATE  LIMITED,  331-336  RAHEJA  ARCADE,  KORAMANGAIA,  BANGALORE  560  095,  INDIA,  PH:  (080)  5533156/5534519  FAX  :  91-80-5533986 


The  SOHO  market  hots  up  as 
major  vendors  join  the  fray 


Virtually  every  vendor 
into  the  micro  market  is 
into  the  home 
Even  though 
only  five  percent 
of  desktops  go  to  homes, 
the  market  is  expected  to 
open  out  in  a  significant 
way  in  the  years  aheat 


m 
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and  the  vendors  are  really  and 
truly  lining  up  with  the  goodies. 

Whether  it’s  Compaq  with  its 
Presario,  Apple  with  its 
Performa,  Zenith  with  its  PCs 
and  notebooks,  or  then  the  latest 
arrival,  HCL  Frontline  Solutions 
with  its  BeanStalk — they’re  all 
going  home. 

Not  only  is  there  is  mouth 
watering  array  of  multi-function 
devices  waiting  to  be  picked  up 
by  the  users,  they  are  also  being 
“affordably”  priced  to  make  the 
decision  easier  for  the  buyer. 
Added  to  that,  vendors  are  of¬ 
fering  easy  financing  options  to 
users  in  a  massive  effort  to  boost 
the  SOHO  segment. 

Caught  up  in  all  the  home 
hype,  a  number  of  users — accus¬ 
tomed  to  micros  on  their  office 
desktops — are  contemplating,  or 
have  in  fact  even  gone  in  for  PCs 
at  home.  Is  there  hope  then  for 
the  SOHO  market?  Or  are  the 
vendors  just  shooting  in  the 
dark? 


Homeward  bound? 

According  to  M.P.  Singh,  senior 
manager,  IS,  Escorts  Heart  Insti¬ 
tute,  a  PC  at  home  is  becoming  an 
imperative.  Singh,  who  selected  a 
system  from  Zenith  Computers  on 
account  of  its  easy  availability  and 
pricing — the  instalment  scheme 
was  the  clincher — is  of  the  opin¬ 
ion  that  today,  the  home  is  gradu¬ 
ally  becoming  an  extension  of  the 
office  as  far  as  work  is  concerned. 

“Not  only  is  the  system  re¬ 
quired  for  the  family,  as  a  tool  for 
education  and  entertainment,  it  is 
also  used  for  completing  the  work 
one  carries  over  to  the  home,”  said 
Singh.  Singh  plans  to  upgrade  the 
system  with  a  CD  ROM  in  order 
to  have  access  to  a  wider  range  of 
applications. 

K.V.  Krishnamurthy,  deputy 
general  manager,  IT,  Ranbaxy 
Laboratories,  who  is  currently  us¬ 
ing  a  486-compatible  from  HCL- 
HP,  said  the  computer  was  pro¬ 
vided  to  him  by  the  office.  “Had  I 
purchased  it  myself,  I  would  have 
gone  for  a  Compaq  PC  in  the  price 


range  of  Rs.  50,000  to  Rs. 
70,000,”  Krishnamurthy  added. 

Krishnamurthy  too  considers 
the  acquisition  of  a  PC  an  impera¬ 
tive,  as  it  means  the  extension  of 
the  office  at  home.  “It  also  el¬ 
evates  my  knowledge  about  new 
products,  software  development 
packages  and  allows  me  to  under¬ 
take  personal  work  such  as  home 
accounts,  etc.  easily.  People  not  in 
the  MIS  side,  buy  PCs  to  learn 
themselves  and  in  order  for  the 
family  to  get  familiar  with  the 
PC,”  Krishnamurthy  said. 

“What  takes  three  to  four 
hours  in  the  office  can  be  com¬ 
pleted  in  just  one  hour  at  home,” 
commented  S.  Ashokan,  MIS 
manager,  Pepsi  Foods  Ltd.,  New 
Delhi. 

Even  though  Ashokan  pos¬ 
sesses  a  PC  at  home,  he  carries  his 
“office  machine,”  a  Compaq  note¬ 
book,  back  with  him  at  the  end  of 
the  day.  “I  am  able  to  plan  my  day 
on  the  notebook,  and  this  kind  of 
organization  helps  my  efficiency,” 
Ashokan  added. 

Apart  from  the  home  office 


angle,  the  family  is  a  major  incen¬ 
tive  for  the  PC  purchase  decision. 
Virtually  every  user  spoken  to  felt 
that  the  need  for  a  PC  as  a  tool  for 
edutainment  was  immense. 

In  fact,  C.A.  Alex,  MIS  execu¬ 
tive  at  Pepsi  Foods  went  so  far  as  to 
say  that  unless  a  person  had  “a  fam¬ 
ily  with  kids,”  it  was  really  point¬ 
less  to  have  a  home  computer. 

In  fact,  occasionally,  the  home 
computer  is  acquired  for  the  ex¬ 
press  purpose  of  aiding  the  child 
in  his  studies.  The  other  family 
members  get  drawn  in  once  the 
machine  is  at  home.  Karan  Saroj, 
a  class  IX  student  of  British 
School  acquired  a  BeanStalk  ma¬ 
chine  for  completing  school  as¬ 
signments  and  for  familiarizing 
himself  with  popular  spreadsheet 
and  word  processing  software. 
“My  father  now  uses  it  for  office 
work,  while  I  use  it  for  my  school 
work,”  said  Saroj. 

Adding  to  array  of  what’s  been 
available  from  the  likes  of  Zenith 
and  Compaq  for  the  home  seg¬ 
ment,  have  been  offerings  from 
HCL  Frontline  and  Apple. 


HCL  Frontline  Solutions,  the  new  baby 
in  the  HCL  pack,  run  by  ex-manager/en¬ 
trepreneurs  from  the  parent  company,  an¬ 


nounced  its  state-of-the-art  solution  for  the 
SOHO  (small  office,  home  office)  market 
over  two  months  ago. 

And  since  then  what  has  the  Bombay- 
based  company  managed  to  find  at  the  end 
of  its  Beanstalk?  Loads  of  home  users 
hopefully! 

Within  fifteen  days  of  the  launch  it¬ 
self,  the  company 
claims  to  have  re¬ 
ceived  orders  for 
130  systems.  Since 
then,  business  is 
stated  to  have  been 
steady,  with  around 
10  to  15  orders 
coming  in  on  a 
daily  basis. 

Of  the  total  re¬ 
sponses,  90  percent 
are  stated  to  be 
coming  from  the 
home  segment,  with  around  10  percent 
from  the  small  office  sector. 

BeanStalk  machines  are  available  at 
two  leading  departmental  stores  in  New 
Delhi. 


L 


Meanwhile,  the  Rs.  38  crores  Frontline 
Solutions,  is  looking  at  an  ambitious  sales 
target  of  10,000  Beanstalks,  before  the  end 
of  the  financial  year. 

“The  BeanStalk  which  is  being  tar¬ 
geted  as  multimedia  offering  for  learning 
and  entertainment  comes  bundled  with 
mix  of  CDs  to  provide  a  panorama  of  ap¬ 
plications  from  serious  educational  stuff 
to  totally  zany  games,”  said  Manpreet 
Singh,  president  Frontline  Solutions. 

The  BeanStalk  models,  which  start  at 
Rs.  45,950  for  the  HPC  4100,  go  up  to  the 
top-of-the-line  HPC  4600,  priced  at  Rs. 
99,950. 

“In  India,  not  more  than  20  percent  of 
the  capability  of  a  machine  is  used,”  said 
Jyotika,  a  counsellor  from  HCL  FS.  “With 
the  BeanStalk,  however,  you  can  use  80 
percent  of  the  capability  of  the  system.” 

“In  another  five  years,  we  have  a  hope 
that  every  house  will  have  an  appliance  to 
provide  both  information  and  entertain¬ 
ment  on  demand.  Thus,  our  future  plan  is 
to  provide  the  true  information  appli¬ 
ance — and  BeanStalk  is  an  initiative  on 
those  lines,”  said  Manpreet  Singh. 
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Take 

Wipro's  power 
to  understand 
and  serve  customers 
through 
a  wide  network 


Add  Acer's 
breakthrough 
innovations  and 
global  leadership 
in  Information 
Technology 
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Now  see  the  rise  and  rise  in  your  results 


Local  Touch  Global  Brand 

Introducing  the  rise  of  a  powerful  new  force 
in  the  world  of  Information  Technology. 

Wipro  Acer. 

A  joint  venture  between  Wipro,  the  most 
respected  l.T  company  in  India  and  Acer, 
a  $  5  billion  giant  that’s  the  leader  in  over 
30  countries  worldwide. 

The  world's  most  innovative  technology 
for  you. 

Consider  this.  Acer  was  the  first  in  the 
world  with  the  Dual  CPU  100  MHz  Pentium 
Server  and  a  Green  PC.  It  was  the  first  to  offer 


the  Chip-Up  technology  that  was  licensed  to 
Intel.  And  it  is  the  only  PC  manufacturer  so 
highly  integrated,  it  makes  most  of  its  own  PC 
components  including  its  own  ASIC  chipsets. 

You  can  see  why  Acer  is  one  of  the  largest 
computer  manufacturers  worldwide  and  an  OEM 
supplier  to  the  world's  leading  players. 

Understanding  your  product  and  service 
needs. 

Wipro,  the  Indian  l.T  leader,  understands 
your  needs  like  no  one  else.  Over  the  years, 
customers  have  rated  it  the  most  respected  and 
admired  computer  company.  And  its  technical 
excellence  and  R&D  have  won  awards  for  four 
consecutive  years.  That’s  why  Wipro  can  now 
work  with  Acer  to  create  products  suited  to  your 


Keyboards 


•  PCs  *  Notebooks  •  Servers  *  Faxes  •  Monitors 

•  Video  Coriferencing  *  Multimedia  •  Networking 


needs  as  well  as  for  world  markets. 

And  of  course  you  can  always  count  on 
Wipro's  highly  rated  support  through  the  widest, 
most  experienced  dealer  and  service  network  in 
India. 

So,  from  today,  when  you  want  the  best  of 
both  worlds,  simply  say  Wipro  Acer. 

And  watch  the  rise  and  rise  in  your  results. 


All  products,  brand  names,  or  company  names  are  registered  trademarks  of  their  respective  companies. 


Better  people. 
Better  solutions. 
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Apple’s  ‘Performa’nce:  core  to  success 


Apple  Computers’  Performa,  which  made  its  debut  barely  a 
week  after  die  BeanStalk  entered  the  SOHO  market,  is  the 

first  RISC-based  PowerPC  Macin¬ 
tosh  to  make  an  appearance  at 
home. 

Said  Graham  Brown,  Man¬ 
aging  Director,  Apple  Comput¬ 
ers  India  Limited,  “Our  aim  is 
the  home  and  the  family,  and  we 
have  bundled  the  Performa  with 
all  kinds  of  software  packages, 
which  come  to  a  user  free  of 
charge.  In  all  there  are  13  ma¬ 
jor  software  offerings  with  the 
Performa,  ranging 
from  educational  and 
productivity  to  enter¬ 
tainment  products. 
These  include 
ClarisWorks, 
Quicken,  ClickArt,  Spectre,  Mavis  Beacon  Teaches  Typing, 
etc.  Together  these  account  for  Rs.  64,000  of  the  total  value 
of  the  system.” 

The  Macintosh  Performa  family  comprises  three  mod¬ 
els:  the  Performa  580,  5200  and  the  higher-end  Performa 
6200. 

The  Performa  580,  for  instance  comes  with  8MB  RAM 
expandable  to  52  MB,  a  500  MB  hard  disk  drive,  and  a  con¬ 
figuration  that  includes  an  AppleCD  300i  CD  ROM  drive. 
Apple  Talk  networking  is  built  in  and  multiple  ports  allow 
for  expansion  with  graphics  accelerators  or  high  speed 
Ethernet  networking. 

Based  on  a  75  MHz  PowerPC  603  processor,  the  Mac¬ 
intosh  Performa  5200  comes  with  8  MB  RAM,  expandable 


Mac  Performa:  a  byte  into  the  future 


to  64  MB,  a  500  MB  hard  disk,  15-inch  tilt-swivel  display, 
front  mounted  stereo  speakers,  front  panel  controls,  and  an 
Apple  CD  300i  CD  ROM  drive. 

The  top-of-the-line  Performa  6200  is  stated  to  be  a  multi- 
media  computer  based  on  a  modular  design.  The  advanced 
system  features  a  CD  ROM,  built-in  sound,  audio-input  port, 
video  output,  SCSI  interface  that  allows  the  connection  of  up 
to  five  external  peripherals,  LC  processor-direct  slots  for  easy 
expansion,  communications  slot  for  high  speed  Ethernet,  TV 
tuner  slot,  and  infrared  sensor  for  Apple  TV/video  system  re¬ 
mote-control  unit. 

The  all-in-one  Macintosh  Performa  580  and  5200  include 
built-in  monitors  and  come  standard  with  keyboard  and  mouse. 
Macintosh  performa  6200  comes  standard  with  mouse,  and 
customers  can  choose  from  a  variety  of  monitor  options,  in¬ 
cluding  Apple  Multiple  Scan  15  display.  The  computers  are 
available  at  launch  from  authorized  Apple  resellers,  as  well  as 
their  master  retailer,  Tangerine  Informatique. 

While  alternatives  such  as  the  BeanStalk,  the  Presario 
and  the  Zenith  systems  are  more  competitively  priced, 
Brown  isn’t  worried.  “If  you  buy  a  PC  you  end  up 
paying  more  than  what  you  would  be  paying  for 
a  Mac.  Our  prices  seems  higher  on  account 
of  the  fact  that  we  are  bundling  a  lot 
more,  including  software,  with  our  sys¬ 
tems.  The  value  proposition  to  a  home 
PC  customer  is  very  high,”  commented 
Brown. 

“With  the  Performa,  we  want  to  give 
kids  an  advantage.  Today,  they  can  even  con¬ 
nect  to  Internet  with  this  system.” 

The  cost  of  the  Performa  ranges  from  Rs.  79,000  to  Rs. 

1 .30  lakhs.  The  lower-end  machines  are  non-CD  versions,  com¬ 
pany  sources  said. 

w 


The  multimedia  Encyclopedia  bundled 
with  Beanstalks  instead  of  MS  Encarta 
and  MS  Bookshelf 

1.  Expiorepedia  on  people 

2.  Expiorepedia  on  nature 

3.  Ancient  lands  (The  history  &  civilizations) 

4.  Oceans 

5.  Fine  Artists 

6.  Dangerous  Creatures 

7.  Magic  School  Bus 

8.  Solar  Systems 

9.  Human  Body 

1 0.  Sampler  of  Encyclopedia 

11.  Musical  instruments 

12.  Yoga 

13.  Mathematics 


Macintosh  Performa's  software  bundle 


mm 


1 .  System  7.5  (Apple 
operating  system  with  built- 
in  networking  and  multime¬ 
dia  support) 

2.  Claris  works  includes  Word 
Processor,  Drawing, 
Painting,  Spreadsheet  and 
communication  package. 

3.  American  heritage 
Dictionary. 

4.  Macintosh  at  Ease. 

5.  Mavis  Beacon  Teachers 
Typing 

6.  Spectra  (Computer  game) 

7.  ClickArt 

8.  CD-  Family  Doctor  are 
included  in  Box. 


9.  The  Way  Things  work 
(educational  CD  for  children 
between  ages  10  to  15 
years  teaching  principles  of 
science) 

1 0.  Thinking  Things  2  (CD  to 
improve  the  creative  and 
imaginative  skills  of  a  child) 

1 1 .  Simcity  2000  (An  interactive 
computer  game). 

12.  Earth  Explorer  (A  CD  with 
vast  amount  of  media  rich 
content  on  the  Earth). 

13.  Wiggle  Works  (CD  to 
improve  the  reading  and 
story  telling  skills  of  children 
between  ages  3  to  10  years. 


lake  Wipro, the  most  Combine  it  with 

respected  Indian  Acer's  wide 

I.T  company,  w  ith  its  range  of 

spectrum  of  awards  products  designed 

for  technical  excellence  f()r  ever>  nee(* 


Local  Touch  Global  Brand 


Introducing  a  partnership  that  will  rule 
the  skies  of  the  Indian  I.T  industry. 

Wipro  Acer. 

A  joint  venture  between  Wipro,  the  most 
respected  I.T  company  in  India  and  Acer, 
a  $  5  billion  giant  that's  the  leader  in  over 
30  countries  worldwide. 

The  world's  most  innovative  technology 
for  you. 

Consider  this.  Acer  was  the  first  in  the 
world  with  the  Dual  CPU  100  MHz  Pentium 
Server  and  a  Green  PC.  It  was  the  first  to  offer 


the  Chip-Up  technology  that  was  licensed  to 
Intel.  And  it  is  the  only  PC  manufacturer  so 
highly  integrated,  it  makes  most  of  its  own  PC 
components  including  its  own  ASIC  chipsets. 

You  can  see  why  Acer  is  one  of  the  largest 
computer  manufacturers  worldwide  and  an  OEM 
supplier  to  the  world's  leading  players. 

Understanding  your  product  and  service 
needs. 

Wipro,  the  Indian  I.T  leader,  understands 
your  needs  like  no  one  else.  Over  the  years, 
customers  have  rated  it  the  most  respected  and 
admired  computer  company.  And  its  technical 
excellence  and  R&D  have  won  awards  for  four 
consecutive  years.  That's  why  Wipro  can  now 
work  with  Acer  to  create  products  suited  to  your 


needs  as  well  as  for  world  markets. 

And  of  course  you  can  always  count  on 
Wipro's  highly  rated  support  through  the  widest, 
most  experienced  dealer  and  service  network  in 
India. 

So,  from  today,  when  you  want  the  best  of 
both  worlds,  simply  say  Wipro  Acer. 


And  emerge  with  flying  colours. 


•  PCs  •  Notebooks  •  Servers  •  Faxes  •  Monitors  •  Keyboards 

•  Video  Conferencing  Multimedia  •  Networking 


CjWIPRPjfi 


Better  people. 
Better  solutions. 
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The  Performa  Price  Range 

Model 

Amount  in  Rupees 

Performa  580/8MB/500MB 

80,000.00 

Performa  580/8MB/500MB/CD 

101,000.00 

Performa  5200/8MB/500MB/CD 

1,27,500.00 

Peerforma  6200/8MB/500MB 

99,600.00 

Performa  6200/8MB/500MB/CD 

1,14,500.00 

The  Beanstalk  Price  range  (In  Rs.) 


Model 


Down 

Payment 

EMI 

(36  Months) 


HPC  4100 

45,900.00 

6,893.00 

1,610.00 


HPC  4150 

64,950.00 

9,743.00 

2,275.00 


HPC  4300 

74,950.00 

11,243.00 

2,625.00 


HPC  4400 

89,950.00 

13,493.00 

3,151.00 


HPC  4600 

99,950.00 


14,993.00 

3,501.00 


Beanstalk  Product  Configurations 

Features\Product 

HPC  4100 

HPC  4150 

HPC  4300 

HPC  4400 

HPC  4600 

CPU 

486  SX/50 

486  SX/50 

486  DX2/50 

486  DX2/66 

486  DX2/66 

RAM 

4MB 

4MB 

4MB 

8MB 

8MB 

Cache 

128KB 

Monitor 

MVGA 

SVGA  Color 

SVGA  Color 

SVGA  Color 

SVGA  Color 

VRAM 

512  KB 

512  KB 

1MB 

1MB 

1MB 

FDD 

1.44MB 

270MB 

270MB 

270MB 

420MB 

CD  ROM 

Creative 

Creative 

Creative 

SB  Card 

SB  ProVE 

SB  ProVE 

SB  16VE 

Speaker 

CS10 

CS10 

SBS30 

Mic 

Hands  On 

Fax/Modem 

Pronet 

Pronet 

Pronet 

TV  Turner 

MPEG  Card 

OS  Software 

DOS  6.22 

DOS  6.22 

DOS  6.22 

DOS  6.22 

DOS  6.22 

WFW  3.11 

WFW  3.11 

WFW  3.11 

WFW  3.11 

WFW  3.11 

Other  Software 

BitWare 

Loom 

Bitware 

Bitware 

SuperVoice 

MS  Encarta* 

SupterVoice 

SuperVoice 

MS  Bookshelf 

MS  Encarta* 

MS  Encarta* 

MS  Works 

MS  Bookshelf* 

MS  Bookshelf* 

MS  Works 

MS  Works 

Loom 

Loom 

Bundle  of  10  CDs 

EA  Kids 

EA  Games 

Creative  Graphics 

Creative  S/W 

•  MS  Encarta  and  MS  Bookshelf  are  not  available  owing  to  the  incomplete  map  of  India  represented  in  the  encyclopedia. 

Power 
Mac  may 
gain  new 
ground? 

Apple  Computer,  Inc.’s  suc¬ 
cess  in  academia  has  translated 
into  early  adoption  of  its 
PowerPC-based  Power  Macin¬ 
toshes  in  related  markets  not 
typically  viewed  as  the  Mac¬ 
intosh  domain:  research,  engi¬ 
neering  and  scientific  shops. 
This  global  trend  is  expected 


to  trickle  down  to  the  Indian 
market  as  well,  where  the 
Power  Mac  is  finally  begin¬ 
ning  to  make  a  modest  impact. 

“As  far  as  the  Indian  mar¬ 
ket  is  concerned  we  are  look¬ 
ing  at  higher-end  users,  espe¬ 
cially  in  the  business/publish¬ 
ing  industry,  education/R&D 
as  also  the  home  market  seg¬ 
ments  for  the  Power  Mac,”  said 
Graham  Brown,  managing  di¬ 
rector,  India,  Apple  Computer 
International  Ltd. 

“To  these  customers  we  are 
giving  more  price-perform¬ 
ance.  The  key  with  the 
PowerPC-based  Macintoshes 
is  to  make  people  aware  that 
we  have  the  solutions  and  ap¬ 
plications  taking  advantage  of 
RISC-based  technology  to¬ 
day,”  Brown  added. 

Apple  which  was  relatively 
behind  the  x86  platform  in 
terms  of  speed,  seems  to  have 
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gained  some  ground  with  its 
Power  Mac  which  promises 
more  power. 

Users  interviewed  cited 
benefits  of  the  Power  Macin¬ 
tosh  over  its  predecessors  and 
competitors  ranging  from 
processing  power,  improved 
floating  point  and  publishing 
features. 

Power  Macintoshes  offer 
better  floating  point  perform¬ 
ance  than  machines  based  on 
Intel  Corp.  Pentium  proces¬ 
sors,  according  to  benchmark 
tests  conducted  in  the  US.  The 
PowerPC  604,  133  MHz  chip 
has  SPEC  fp92  rating  of  157, 
while  the  fastest  Pentium — a 
133  MHz  processor — was 
benchmarked  at  155  SPEC 
fp92. 

This  performance  is  stated 
to  be  a  boon  to  users  dealing 


with  numeric  intensive  data, 
performing  complex  calcula¬ 
tions  or  rendering  graphics. 

“The  Power  Mac  is  clearly 
better  than  its  predecessors — 
the  Motorola-based  Macs.  To¬ 
day  it  servers  my  purpose,  par¬ 
ticularly  on  account  of  the 
graphics  capabilities  and  the 
GUI,”  said  T.K.  Bardhan,  sen¬ 
ior  manager,  systems  Living 
Media  India  Ltd.  ■ 


IBM,  Cadence,  TISL  team  up,  luring 
Indian  designers  to  PowerPC 


Tata  Information  Systems 
Limited,  the  joint  venture  between 
IBM  and  Tata  Industries,  has  an¬ 
nounced  the  setting  up  of  an  Inte¬ 
grated  Electronics  Competence 
Center  (IECC)  in  Bangalore  to 
provide  advanced  technology  in¬ 
formation  and  assistance  to  Indian 
industry  and  universities  so  that 
they  are  enabled  to  design  lead¬ 
ing  edge  products  and  solutions, 
using  IBM  technologies  and  Ca¬ 
dence  tools,  and  other  comple¬ 
mentary  technologies.  The  Center 
is  being  set  up  as  a  STP  with  Ca¬ 
dence  pitching  in  with  its  elec¬ 
tronic  design  automation  (EDA) 
tools,  and  IBM’s  Integrated  Elec¬ 
tronics  Subsystems  (IES)  lab  in 
Austin  investing  in  computer 
hardware,  and  other  design  equip¬ 
ment  and  expertise. 

“Our  objective  essentially  is  to 
bring  technology  to  our  custom¬ 
ers  in  the  form  of  solutions.  The 
Competence  Center  first  of  all 
would  be  able  to  gain  broad  ac¬ 
cess  to  core  technology,  and  work 
with  customers  to  develop  solu¬ 
tions,”  said  Harry  J.  Jones,  direc¬ 
tor  of  the  Integrated  Electronics 
Subsystems  business  of  IBM  Mi¬ 
croelectronics,  who  added  that  the 
Competence  Center  has  as  its 
main  objective  a  focus  on  the 
PowerPC,  because  this  is  an 
emerging  technology. 

PowerPC  reference  kits  have 
been  delivered  to  some  leading  In¬ 
dian  computer  OEMs,  numbering 
about  five,  including  Wipro,  DCM 
Data  and  Ncore.  ECIL  is  also 
working  on  a  PowerPC  design  for 
embedded  control  applications.  A 
number  of  leading  educational  in¬ 
stitutions  have  also  been  supplied 
the  PowerPC  kits  free. 

IBM’s  other  design  facility  in 
the  region  is  at  Taiwan.  This  fa¬ 
cility  set  up  with  Motorola  is  into 


chip  level  design,  while  the 
Bangalore  facility  will  look  after 
subsystem  and  system  level  de¬ 
sign.  The  objective  of  the  IECC 
said  TISL  sources  is  to  provide 
technical  information  and  support 
to  product  designers,  with  particu¬ 
lar  focus  on  PowerPC,  to  build  a 
world  class  design  tal¬ 
ent  in  India,  to  facilitate 
joint  development  of 
synergistic  solutions 
between  IECC  mem¬ 
bers  across  a  broad 


be  the  creation  of  a  base  of  skilled 
manpower  familiar  with  the 


International  Procurement  & 
Technical  Services  at  TISL,  and 
the  distribution  of  PowerPC  ref¬ 
erence  kits  to  educational  institu¬ 
tions  and  companies,  is  part  of 
IBM’s  game  plan  to  popularize 
PowerPC  technology.  One  of  the 
spin-offs  of  the  design  center  will 


spectrum  of  integrated  electronics 
technologies,  and  to  encourage 
and  develop  nationwide  participa¬ 
tion  from  industry,  national  R&D 
laboratories  and  academia. 

The  IECC,  said  sources  at 
TISL,  will  work  closely  with  IT 
and  non-IT  sector  members,  who 
are  beginning  to  invest  in  leading 
edge  technologies  to  design  and 
develop  board  and  system  level 
products  for  domestic  and  global 
markets.  IECC  will  also  assist 
non-IT  members  with  application 
support  for  embedded  PowerPC 
controllers  for  emerging  opportu¬ 
nities  in  consumer  electronics,  tel¬ 
ecommunications,  and  factory 
automation.  The  center  also  plans 
to  introduce  courses  in  advanced 
technologies  for  undergraduate 
and  graduate  studies  in  some  lead¬ 
ing  universities  and  technical  in¬ 
stitutions. 

The  setting  up  of  a  design 
center  by  TISL,  largely  inspired 
by  Gul  Iqbal,  Vice  President  for 


PowerPC. 

IBM  expects  to  get  some 
OEMs  to  eventually  do  some  de¬ 
velopment  around  the  PowerPC, 
but  that  analysts  said  will  not  hap¬ 
pen  immediately  unless  there  is  an 
overseas  customer  who  will 
manufacture  the  design.  This  is 
because  in  post-liberalization  In¬ 
dia,  design  houses  have  usually 
exported  designs  rather  than  roll 
out  their  own  products.  Sources 
close  to  Wipro  for  example  said 
that  they  have  acquired  the  refer¬ 
ence  kit  only  to  learn  the  technol¬ 
ogy,  and  no  conclusions  can  be 
drawn  that  they  will  be  designing 
a  PowerPC -based  platform. 

These  analysts  said  that  if 
IBM’s  aim  is  to  get  design  wins 
then  it  has  to  dovetail  design  ac¬ 
tivity  with  manufacturing,  by  of¬ 
fering  some  kind  of  linkages  be¬ 
tween  the  designers  and  large 
manufacturers  in  Asia.  Jones  said 
that  IBM  did  not  have  plans  to 
offer  these  linkages:  “I  think  In- 
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dian  companies  can  do  that.  It  is 
their  solution,  not  mine.  I  would 
have  an  interest  in  supporting 
them,  so  that  the  design  has  high 
standards.  Our  objective  is  tech¬ 
nology  enablement.”  Iqbal  ex¬ 
pects  hardware  design  exports  to 
take  off  in  India  as  did  software 


exports.  Hardware  design  outfits 
can  export  not  only  to  IBM  but 
also  to  large  overseas  manufactur¬ 
ers. 

IBM  already  has  a  number  of 
design  wins  in  Asia  for  the 
PowerPC.  These  include  Hitachi 
for  mainframes,  Toshiba  for  serv¬ 


ers,  Hyundai  for  PCs  and  servers, 
Matsushita  in  consumer  electron¬ 
ics,  and  Mitac  and  Tatung  for 
PCs,  said  Jones.  Add  in  card  ven¬ 
dors  such  as  Creative  Labs  have 
also  adopted  the  PowerPC.  Iqbal 
said  that  in  India  there  are  oppor¬ 
tunities  for  design  wins  other  than 


in  IT.  These  include  consumer 
electronics  where  companies  do 
a  lot  of  design  and  manufacture, 
some  of  which  is  targeted  at  ex¬ 
ports.  Contract  manufacturers  in 
India  are  also  going  up  the  value- 
added  chain  to  offer  design  serv¬ 
ices  to  customers.  |Ij 


Compaq  makes  fresh  bid  to  shore  portables  share 


company’s  Indian  operations  say 
that  the  new  line  of  portables  will 
offer  higher  functionality,  par¬ 
ticularly  in  multimedia,  at  price 
points  similar  to  the  LTE  Elite 
Series.  The  new  LTE  5000  line 
will  attempt  to  bridge  the  pric¬ 
ing  and  technology  gap  between 
Compaq  and  other  leading  port¬ 
able  vendors.  Expected  to  be 
priced  at  about  US  $5,000  (ap¬ 
proximately  Rs.  1 .70  lakhs)  list 
before  duties  and  other  costs,  the 
products  will  be  targeted  at  the 
high-end  of  the  portables  market. 

The  LTE  5000  family  con¬ 
sists  of  the  75  MHz  Pentium- 
based  LTE  5000,  the  90  MHz 
Pentium  based  LTE  5100,  and 
the  120  MHz  Pentium-based 
LTE  5200.  All  three  lines  feature 
256  Kbyte  level  two  write  back 
cache.  The  modular  design  of  the 
new  series  provides  a  front  load¬ 
ing  MultiBay  device  bay,  allow¬ 
ing  quick  and  simple  user 
customization  with  the  option  of 
a  CD-ROM  drive,  a  second  hard 
disk  drive,  extra  battery  or  dis¬ 
kette  drive. 

The  LTE  5000  Model  5 10 
CSTN  features  a 
10.4  inch  colour 
STN  with  640  x 
480  resolution 
and  16  bit 
colour 
(65,000 
colours  internal). 


Compaq  Computer  Corp.’s  port¬ 
able  business  is  expected  to  get  a 
boost  with  the  company  unveil¬ 
ing  the  new  line  of  Compaq  LTE 
5000  Series  based  on  Intel’s  75 
MHz,  90  MHz,  and  120  MHz 
Pentium.  The  launch  in  India  of 
these  products  is  scheduled  for 
the  fourth  quarter  of  this  calen¬ 
dar  year,  said  company  sources. 
The  new  notebooks,  analysts 
said,  will  replace  Compaq’s  rap¬ 
idly  aging  LTE  Elite  Series  as 
Compaq’s  flagship  portable 
products.  The  LTE  Elite  was  also 
plagued  with  early  quality  prob¬ 
lems. 


Compaq’s  new  portables 
come  at  a  time  when  its  portable 
business  has  been  sputtering.  It 
has  recently  slipped  behind  other 
major  vendors  in  announcing 
Pentium  portables,  which  are  fast 
becoming  a  standard  at  the  high 
end.  Recent  market  figures  by 
market  research  firm,  the  Mass, 
based  Dataquest  show  that 
Compaq’s  mobile  growth  rate  was 
behind  those  of  other  top  tier  play¬ 
ers,  though  the  company  is  still 
one  of  the  top  three  portable  ven¬ 
dors  in  the  US  market.  Recent  re¬ 


ports  by  Montgomery  Securities 
have  it  that  Compaq  has  begun 
losing  portable 
market  share  to 
Toshiba 
America  Infor¬ 
mation  Sys¬ 
tems,  NEC 
Technologies, 
and  IBM. 


Sources 


close  to 


» 


Compaq’s  aging  Elite  series  makes  way  for  the  LTE  5000 


The  LTE  5000  Model 
810  CSTN  800  x  600 
comes  with  a  11.3  inch 


colour  STN  with  800  x  600  reso¬ 
lution  and  8-bit  colour  (256  col¬ 
ours  internal).  Compaq  is  offering 
TFT  displays  on  its  LTE  5000 
Model  810  CTFT  and  the  LTE 
5100  and  5200.  The  LTE  5000 
Model  810  CTFT  has  a  10.4  inch 
colour  TFT  with  640  x  480  reso¬ 
lution  and  24  bit  colour  (16.8  mil¬ 
lion  colours  internal),  while  the 
LTE  5 1 00  and  5200  feature  a  1 0.4 
inch  TFT  with  800  x  600  resolu¬ 
tion  and  16  bit  colour  (65,000  col¬ 
ours  internal). 

All  models  use  32  bit  PCI  lo¬ 
cal  bus  graphics  with  1  MB  video 
DRAM  and  perform  at  up  to  9  M 
WinMarks.  The  LTE  5000  series 
also  feature  higher  memory  and 
disk  capacity.  They  feature  8  MB 
RAM  expandable  to  72  MB.  It 
also  features  removable  hard 
drives  with  of  up  to  1 .35  GB  ca¬ 
pacity  depending  on  the  model. 
Multimedia  features  include  inte¬ 
grated  16-bit  industry  standard 
digital  stereo  audio,  built  in  stereo 
speakers  and  microphone,  manual 
volume  control,  stereo  line  in, 
headphone  out,  microphone  in 
jacks,  Video  for  Windows  soft¬ 
ware  for  full  motion  video,  hard¬ 
ware-based  Motion  Video  Accel¬ 
eration  (MVA),  and  optional 
MPEG  solution.  The  new  porta¬ 
bles  also  feature  IDA- 1 -compat¬ 
ible  infrared  communications 
ports,  and  standby  for  power  con¬ 
servation  of  up  to  100  hours.  The 
weight  of  these  22.8  X  31  X  5.25 
cm  portables  varies  from  3. 1 8  kg  to 
3.51  kg  on  factory  configurations. 
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Gateway  2000  range  with  DCM  DS 


Gateway  2000,  Inc.,  a  “mail-order 
specialist  PC  company”  recently 
made  a  quiet  and  unannounced  en¬ 
try  into  the  country  through  New 
Delhi-based  DCM  Data  Systems. 
Gateway  products  are  now  available 


Gateway ’s  Solo  multimedia  note¬ 
book  features  an  active-matrix 
screen,  Windows  95  keyboard 


on  the  shelves  of  DCM  DS,  even 
though  an  “official”  entry  has  not 
been  announced. 

The  veteran  IT  vendor  which 
has  centered  its  product  strategy 
around  selling  indigenously  pro¬ 
duced  “boxes”  and  “solutions” 
ranging  from  micros,  minis/ 
superminis,  workstations  and  soft¬ 
ware,  is  all  set  to  plug  a  major 
loophole  in  its  overall  strategy  for 
the  Indian  marketplace. 

DCM  DS  which  has  been  un¬ 
able  to  cater  to  a  certain  segment 
of  the  corporate  sector  on  account 
of  the  absence  of  a  “premium  mi¬ 
cro  line”  is  attempting  to  redress 
the  situation  with  Gateway. 

While  Gateway  products  are 
currently  available  with  DCM  DS, 
a  collaboration  is  expected  to  be 
announced  only  by  early  1996. 

Before  that  however,  the  In¬ 
dian  vendor  is  expected  to  iron  out 
some  of  the  glitches  that  are  likely 
to  come  in  the  way  of  a  slightly 
more  permanent  association.  For 
one,  Gateway  2000  is  primarily  a 
“mail  order/direct  marketing” 
vendor.  DCM  DS  on  the  other 
hand  relies  on  an  extensive  dis¬ 
tributor,  reseller  channel  and  rec¬ 


onciling  this  basic  difference  be¬ 
tween  the  operations  of  both  com¬ 
panies  is  going  to  need  time. 

In  case  an  arrangement  is 
worked  out,  DCM  DS  is  likely  to 
be  the  sole  distributor  for  Gate¬ 
way  in  India.  “We  are  hoping  to 
pick  up  some  major  orders  before 
we  announce  a  formal  tie-up,”  in¬ 
formed  Veer  Sagar,  president  and 
CEO,  DCM  DS. 

The  Gateway  line  will  include 
higher  end  micros  including  486 
DX  machines,  Pentium-based 
systems  and  notebooks.  In  fact. 
Gateway  Inc.,  has  already 
launched  what  it  calls  a  Windows 
95  optimised  notebook  computer 
in  the  international  marketplace. 
Based  on  the  Intel  Corp.  Pentium 
75/90  MHz  chip,  Gateway’s  Solo 
multimedia  notebook  features  ac¬ 
tive  matrix  screens,  modular  in¬ 
ternal  CD-ROM  and  floppy 
drives,  lithium  ion  batteries,  a 
docking  bar  and  a  keyboard 
optimised  for  Microsoft  Corp.’s 
Windows  95. 

The  system  has  a  traveling 
weight  of  5.6  pounds  and  includes 
integrated  stereo  speakers,  sound 
blaster-compatible  sound,  jacks  for 
external  speakers,  microphones  and 
headphones. 

The  Solo’s  keyboard  gives  us¬ 
ers  shortcuts  to  running  Windows  95 
with  two  additional  keys— one  to 
open  Start  menu  and  the  other  to 
bring  up  a  context-specific  menu. 
The  keyboard  is  similar  to  the  Win¬ 
dows  95  keyboard  for  desktops. 

The  launch  of  Windows  95  is 
also  likely  to  trigger  similar  an¬ 
nouncements  from  other  notebook 
vendors.  Compaq  Computer  Corp. 
for  instance  has  announced  its  new 
high-end  Pentium-based  LTE  5000 
series  of  multimedia  ready  note¬ 
books. 

DCM  DS,  meanwhile  refused  to 
disclose  pricing  of  the  Gateway 
products,  stating  instead  that  the  ma¬ 
chines,  including  notebooks,  would 
be  “extremely  price-competitive.” 


NEW  PRODUCTS 


Adobe  updates  acrobat 

Adobe  Systems  Inc.  has  updated  its  Acrobat  portable-document 
software  to  Version  2.1,  a  set  of  seemingly  minor  but  impor¬ 
tant  improvements  in  the  Acrobat  family.  Adobe  is  wisely  po¬ 
sitioning  Acrobat  as  more  of  a  content  authoring  and  informa¬ 
tion  retrieval  tool. 

The  new  Acrobat  2. 1  family  adds  a  Macintosh  version  of 
the  Catalog  tool,  which  lets  you  create  multiple-document  in¬ 
dexes  across  a  mixed-platform  network  for  easy  document 
search.  Also,  new  with  Version  2.1  is  a  free  plug-in  called 
Weblink,  which  lets  you  create  links  in  Acrobat  2. 1  files  to 
pages  on  the  World  Wide  Web. 

Digital  PCs  use  Intel/ 

Alpha  processors 

Digital  has  announced  a  new  line  of  PCs  that  can  use  Intel  or 
Alpha  processors  to  function  as  dedicated  Windows  NT  per¬ 
sonal  workstations.  There  are  seven  Celebris  XL  and  Alpha  XL 
workstation  models.  The  Intel  models  support  single  100- 120- 
and  133MHz  Pentium  processors,  and  dual  100-  and  133MHz 
Pentium  processors.  The  Alpha  models  include  the  233  MHz 
and  266  MHz  versions  of  the  Alpha  21064  processor. 

Digital  is  targeting  the  workstations  at  users  of  compute¬ 
intensive  graphics  applications,  such  as  computer-aided  design., 
company  sources  informed. 

Design  CAD-3D  for  Windows 
beats  AutoCAD  in  price 

Svam  Software  Ltd.  of  New  Delhi  has  tied-up  with  American 
Small  Business  Computers  of  the  US  for  marketing  the  latter’s 
new  design  CAD  3-D  for  Windows  in  India. 

With  DesignCAD  3-D,  it  is  possible  to  create  realistic  three 
dimensional  objects  and  use  them  with  other  Windows  appli¬ 
cations  such  as  word  processing,  desktop  publishing  and  mul¬ 
timedia. 

Design  CAD  3-D  for  Windows  is  stated  to  provide  all  the 
modeling  features  found  in  Design  CAD  3-D  for  DOS  and  more, 
3-D  modeling  capabilities  include  solid  boolean  operations  that 
make  it  possible  to  subtract  or  add  two  solid  objects,  interfer¬ 
ence  checking,  volume  and  surface  area  calculations  and  sev¬ 
eral  surface  construction  methods.  3-D  viewing  angles  and  per¬ 
spectives  can  be  changed,  and  any  number  of  3-D  views  can  be 
displayed  on  the  screen  simultaneously. 

For  product  information  contact: 

Svam  Software  Limited,  70  Janpath  Connaught  Place 

New  Delhi-110001.  Ph:  3326313,  3324551 
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Even  In  Static  Conditions,  Data  Is  Better  Protected  On  A  3M1"  Diskette. 


All  weather  conditions 


Anti-dust 


Anti-static 


Anti-fungus 


Whether  you're  working  in  an  office  or  the  heart  of  Monument  Valley,  static  can  and  often 
does  affect  the  valuable  information  stored  inside  your  diskettes.  Unless  they  re  protected 
by  3M™.  That's  why  more  people  prefer  3M™  Diskettes  to  any  other  diskettes  in  the  world. 


3M  Reliability 
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Office  95:  Many  changes,  fewer 
big  improvements 


Mips  bloom  as  Holland 
company  comes  to  India 


Tulip  Computers  of  the  Nether¬ 
lands  is  setting  up  a  51:49  per¬ 
cent  owned  joint  venture  with  the 
Lan  Group  to 
manufacture  its 
PCs  in  India.  The 
manufacturing  fa¬ 
cility,  which  is  to 
be  located  either 
in  Goa  or 
Bangalore,  will 
also  meet  the  de- 


49  percent  stake  in  the  equity  of 
the  joint  venture. 

Chatterjee  said  that  between 
April  to  Septem¬ 
ber  this  year, 
about  2500  Tulip 
PCs  were  sold  in 
the  Indian  mar¬ 
ket,  with  unit 
sales  expected  to 
be  around  10,000 
units  by  year  end. 


Tulip  PCs  set  for  manufacture  in  Rs.  40  crore  SMT facility 


mand  for  Tulip’s  PCs  in  some 
other  markets  in  the  Asian  region, 
including  China.  The  products  are 
scheduled  to  roll  out  from  the  fa¬ 
cility — which  will  be  an  EHTP 
under  the  DoE  scheme — by  year 
end  with  production  at  the  50,000 
to  1 ,00,000  units  range. 

The  new  facility  will  involve 
an  investment  of  Rs.  130  crores 
spread  over  two  years,  of  which 
about  Rs.  40  crores  would  be 
spent  on  setting  up  the  SMT 
manufacturing,  said  A. 
Chatteijee,  Vice  President,  Sales, 
of  Uniport  Computers  Limited, 
the  Lan  Group  company  which 
has  been  distributing  Tulip  PCs 
in  India  since  April  this  year.  The 
Lan  Group  he  said  may  consider 
a  public  float  to  offer  to  the  mar¬ 
ket  about  1 0  to  15  percent  of  its 


A  combination  of  product  fea¬ 
tures,  quality,  the  offer  of  a  com¬ 
prehensive  three  year  warranty, 
and  large  expenditure  in  adver¬ 
tising  had  helped  Uniport  over¬ 
come  Tulip’s  initial  lack  of  brand 
recognition  in  the  Indian  market. 
Uniport  Computers  has  been  sell¬ 
ing  only  direct,  but  that  is  ex¬ 
pected  to  change  as  the  company 
plans  to  set  up  over  200  outlets 
shortly,  targeting  60  percent  sales 
through  indirect  channels.  Some 
key  Tulip  customers  in  India  are 
Reliance  Industries,  Tata  Elxsi, 
and  some  Government  depart¬ 
ments.  Chatteijee  said  that  once 
the  manufacturing  facility  was 
operational,  the  joint  venture. 
Tulip  Computers  (I)  Limited, 
would  be  able  to  offer  custom 
configured  PCs  to  its  customers. 


The  initial  euphoria  over  Win¬ 
dows  95 ’s  increased  stability  and 
improved  desktop  capabilities  has 
abated.  Now  it  is  time  to  think 
about  applications  that  capitalise 
on  other  Windows  95  benefits 
such  as  long  file  names,  32-bit  per¬ 
formance  and  multithreading. 

We  evaluated  the  first  suite  to 
arrive,  Microsoft  Corp.’s  Office 
95,  to  determine  if  its  promised 
productivity  outweighed  the  cost 
and  time  to  upgrade  and  retrain  us¬ 
ers. 

Microsoft  apparently  antici¬ 
pated  these  questions.  Office  95 
installed  without  protest.  We 
installed  the  full  suite  on  a  Novell, 
Inc.,  Network  4.1  server  in  less 
than  an  hour.  Partial  credit  for  the 
easy  installation,  however,  goes  to 
the  fact  that  most  ticking  bombs 
were  defused  during  the 
installation  of  Windows  95. 

Wizards  everywhere 

Help  abounds  in  Office  95,  much 
of  it  in  the  form  of  intelligent,  in¬ 
teractive  macros  called  Wizards. 
But  ask  the  Answer  Wizard  a 
question  and  you  are  as  likely  to 
get  a  usable  response  as  to  get  one 
that  misses  the  mark.  For  common 
tasks,  such  as  adding  columns  or 
changing  page  orientation,  An¬ 
swer  Wizard  runs  an  animated 
sequence  that  shows  the  key¬ 
strokes  required  to  accomplish  the 
task. 

Microsoft  expanded  the  role 
of  its  Tip  Wizard.  It  now  works 
across  all  of  Office  95 ’s  applica¬ 
tions;  concise  help  tips  conven¬ 
iently  pop  up  whenever  the  cur¬ 
sor  passes  over  a  menu  area  or  hot 
spot  in  the  document. 

In  addition,  there  are  applica- 
tions-specific  Wizards  throughout 
the  suite. 

A  Network  Wizard,  promised 
as  part  of  the  soon-to-ship  Re¬ 
source  Kit,  will  simplify  large- 


scale  network  installations. 

Windows  95 ’s  pre-emptive 
multitasking  and  Office  95’s 
multithreading  work  together  to 
enable  specific  tasks  to  run  in  the 
background.  For  example,  Word’s 
customizable  spell  checker  flags 
misspelled  words.  AutoCorrect, 
available  in  all  applications,  cor¬ 
rects  common  mistakes,  such  as 
two  capital  letters.  AutoCorrect 
now  lets  users  permanently  and 
quickly  modify  its  rules  database. 

Another  multithreading  fea¬ 
ture  allows  background  file  index¬ 
ing  and  searching.  Unfortunately, 
users  may  find  the  dialog  boxes 
and  Help  screens  confusing.  Us¬ 
ers  may  prefer  the  pokier  but 
friendlier  Find  tool  in  Windows 
95. 

Performance  boosts 

In  addition  to  multithreading,  Of¬ 
fice  95  takes  advantage  of  Win¬ 
dows  95’s  32-bit  architecture  to 
improve  performance.  Our  tests 
show  that  Excel’s  recalculate  fea¬ 
ture  runs  30  percent  to  40  percent 
faster.  Likewise,  printing  in  Word 
and  PowerPoint  (but  not  Excel) 
can  benefit  from  multithreading 
and  multitasking. 

Documents  print  in  about  the 
time  they  did  with  Word  6.0. 
Along  with  printing,  Microsoft 
tuned  the  suite’s  code  to  improve 
the  performance  of  many  com¬ 
mon  tasks,  such  as  file  loading  and 
saving. 

Office  95  introduces  or  im¬ 
proves  dozens  of  timesaving  fea¬ 
tures.  Some  destined  for  good  use 
in  the  enterprise  include  a  com¬ 
petent,  if  unpretentious,  scheduler/ 
contact  manager  and  a  redesigned 
shortcut  bar. 

We  installed  the  suite  on  both 
networked  and  standalone  ma¬ 
chines,  a  collection  of  Compaq 
computer  and  clone  486-based 
systems.  RAM  ranged  from  8  MB 
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S  LANNET 

The  Open  Framework  for  Network  Solutions. 


The  Thapar  Group 


Get  THE  HUB 

with  dynamic  switching  now. 
Or  switch  hubs  later. 


Dynamically  allocated 
bandwidth. 

It's  simply  a  matter  of  time 
before  your  users  demand 
more  bandwidth  (if  they  re 
not  crying  for  it  already). 
The  solution?  A  MultiNet 


intelligent  hub.  With 
LANswitch™  dynamic 
switching  modules  plugged 

into  its  1.28  gigabit  backplane,  it  will  turbocharge 
your  existing  lOBaseT  network. 

Beyond  shared  backplanes. 

MultiNet  supports  up  to  128  parallel,  point- 
to-point  data  transfers,  bringing  ATM-like 

capabilities  to  the  desktop.  So  users  always  Please  fax 

feel  like  they're  the  only  ones  on  the  network,  request  your  free  booklet,  switching  now,  or  switch  later.  Multi  e  . 


SWITCHING 

SOLUTIONS 

FOR 

CHANGING 

NETWORKS 


MultiNet  has  point-and- 
click  management  that 
allows  you  to  create  or 
control  virtual  LANs 
from  your  desktop,  so  you 
can  respond  immediately 
to  the  ever-changing 
needs  of  your  network. 

And  it's  all  part  of  a  multiprotocol  solution  that's  fault- 
tolerant,  ATM-ready,  manageable  from  any 
open-systems  platform  and  features  inter¬ 
networking.  Sooner  or  later  you'll  need  more 
bandwidth,  which  leaves  you  with  two  choices: 
Get  the  only  hub  that's  delivering  dynamic 


Create  and  manage 
virtual  LANs. 


Pi 


(rompton  (jj  reaves 

CG-INFORMATICS 


It  runs  with 
NetWare 


Networking  Head  Quarters  :  4/02,  22nd  Cross,  8th  Main,  III  Block,  Jayanagar,  Bangalore  -  560  01 1 .  Phone  :  080-648055  Fax  :  080-6633801 

Regional  Offices : 


West :  Kanjur  Works,  Bombay  -  400  042.  Phone  :  022-5793064/65/66  Fax:  022-5786201 
North  :  8E  Thandhewala  Extension,  Rani  Jhansi  Road,  New  Delhi  - 110  005.  Phone :  011-7533038  Fax:  011-7533038 
East :  50,  Chowringhee  Road,  Calcutta  -  700  071.  Phone  :  033-2429681-85  Fax :  033-2429942 
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stability,  an  easier-to-use  desktop 
and  improved  printing  speed — 
will  be  gained  by  all  users  of  the 
operating  system,  even  those  who 
continue  using  16-bit  applica¬ 
tions. 

Consequently,  we  advise 
waiting  to  see  how  well  Lotus  and 


to  16  MB.  We  also  tested  Office 
95  on  a  100  MHz  Pentium  server 
with  32  MB  of  RAM. 

The  downside 

Running  on  a  standalone  Compaq 
486-based  machine  with  8  MB  of 
RAM,  Office  95  declined  in  per¬ 
formance  after  we  opened  three 
applications.  But  when  we  ran  five 
applications  on  a  486  PC  clone 


The  components 
of  Office  95 

Excel:  New  or  expanded  features 
include  AutoCorrect,  which  sums 
non-contiguous  cells. 

AutoComplete  makes  some  edu¬ 
cated  guesses  about  the  contents  of  a  cell  as  you  type  data  in 
and  offers  completion  suggestions.  Multiple  users  can  work 
in  the  same  worksheet.  Unfortunately,  Excel  does  not  offer 
multiple  Undo  levels. 


Binder:  A  Microsoft  OLE  container  that  collects  documents 
from  all  sources  and  collates  them  into  a  single  compound 
document.  This  duplicates  available  functionality  by  just  cre¬ 
ating  a  folder  and  dropping  copies  of  the  related  documents 
into  the  folder. 

PowerPoint:  Provides  increased  support  for  multimedia  com¬ 
ponents,  sound,  video  and  animation.  PowerPoint  now  ena¬ 
bles  the  presenter  to  take  notes  during  a  presentation.  If  you 
use  TCP/IP  networks,  you  can  administer  a  presentation  re¬ 
motely. 

Schedule  +95:  A  convenient,  entry-level  contact  manager, 
scheduler  and  address  database.  You  can  drag  and  drop  ap¬ 
pointments  and  tasks  between  days,  view  your  schedule  in 
daily,  weekly  or  monthly  format — and  even  send  your  sched¬ 
ules  to  your  Times  wristwatch.  Schedule  +95’ s  Meeting  Wiz¬ 
ard  handles  the  details  of  setting  up  a  meeting,  including  jug¬ 
gling  the  schedules  of  the  participants.  Surprisingly,  there’s 
no  provision  for  E-mail  addresses  in  the  Contact  database. 


with  16  MB  of  RAM,  there  was 
only  a  minor  decrease  in  respon¬ 
siveness. 

Despite  the  many  welcome,  if 
modest,  improvements  Office  95 
delivers,  the  suite  owes  most  of 
its  newfound  performance  and 
features  to  capabilities  conferred 
by  Windows  95.  The  most  impor¬ 
tant  features — such  as  increased 


Novell  capitalize  on  Windows 
95’s  features  in  their  upcoming 
suites  for  a  basis  of  comparison. 

Pricing 

Meanwhile,  the  pricing  of  Office 
95,  Standard  Edition  is  Rs. 
24,400.  The  Professional  Edition 
costs  Rs.  31,400,  while  the  up¬ 
grade  package  is  Rs.  23,360. 


Databank  introduces  economy 
software 

Databank  Systems  (DBS)  of  Madras,  the  largest  distributor  of 
shareware  software  in  India  with  five  years  of  dedicated  in¬ 
volvement  in  the  field  has  recently  launched  its  series  of 
economy  software  that  offers  high  quality  software  at  a  low 
price  ranging  from  Rs.  199  upwards.  The  software  currently 
offered  covers  topics  such  as  business,  finance,  law,  medi¬ 
cine,  databases,  spreadsheets,  word  processors,  games,  edu¬ 
cation,  animation,  multimedia,  desktop  publishing,  program¬ 
ming,  CAD/CAM,  Windows,  utilities  and  others. 

Databank  which  was  earlier  concentrating  on  mail  orders 
has  recently  switched  over  to  retail  distribution  through  chain 
stores  and  book  shops  to  tap  the  SOHO  market. 

For  product  details  get  in  touch  with: 

Databank  Systems 

21,  II  Floor,  3rd  Street,  Gopalapuram 
Madras — 600086 
Ph:  8240364 
Fax:  4821897 


Expert  Executive  Diary  on  offer 
from  Kohli 

Kohli  Software  has  announced  the  availability  of  its  latest  pack¬ 
age,  Expert  Executive  Diary,  which  is  targeted  at  the  indi¬ 
vidual  or  professional  user. 

The  software,  which  has  been  priced  at  Rs.  99  is  stated  to 
be  a  simple  to  use,  menu-driven  offering  with  features  such  as 
a  personal  kit,  an  information  kit  and  a  travel  guide. 

The  Personal  kit  for  instance  includes  an  appointment  di¬ 
ary,  visiting  cards  to-do  list,  mailing  labels,  editor,  mail  merge, 
calendar  and  calculator,  among  others;  the  Information  kit 
contains  STD  codes,  ISD  codes,  pin  codes,  unit  conversion, 
etc. 

The  Travel  Guide  covers  train  schedules,  domestic  flights, 
international  flights,  domestic  airline  directory,  international 
airline  directory,  among  others. 

Minimum  system  requirements  for  the  package  include  a 
PC  AT  286  and  above  running  DOS  3.1  and  higher  versions. 
For  details  contact: 

Kohli  Software 

907,  Chiranjiv  Tower 

43  Nehru  Place 

New  Delhi-110019 

Ph:  6217130,  6222216,  6213810 

Fax:  011-6217130 

E-Mail:  kohli.  vodur@axcess.net.  in 
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Presenting  our  new  8-port  hub. 
And  its  most  important  feature. 


STACKABLE  90LU T  IONS 


ATM  SOLUTIONS 


Networks  That  Go  the  Distance 


Just  in  case  you  thought  that  all  mini-hubs  were  the 
same,  allow  us  to  draw  your  attention  to  the  new 
3Com®  LinkBuilder™  TP/8  hub. 

Perhaps  most  importantly,  the  LinkBuilder  TP/8 
hub  is  from  3Com,  so  just  like  our  award¬ 
winning  EtherLink®III  adapters,  it’s  backed 
by  the  quality,  service,  and  support  that  you 
expect  from  a  global  data  networking  leader. 

Designed  specifically  for  use  in  small,  standalone 
workgroups,  home  offices,  or  fan-out  applications 
in  larger  networks,  the  LinkBuilder  TP/8  hub  offers 


outstanding  features  at  an  aggres¬ 
sive  price  point. 

With  eight  lOBase-T  ports  plus  a 
BNC  backbone  connection,  this  hub  is  simple  to 
install  and  easy  to  use,  and  its  large  range  of  LEDs 
keep  you  up  to  date  on  link  status,  collisions,  and 
bandwidth  utilization. 

So  if  you’re  looking  for  a  mini-hub,  think  big. 
Then  call  your  local  3Com  office  or  reseller. 


©1995  3Com  Corporation.  3Com,  Networks  Thai  Go  the  Distance,  EtherLink,  LinkBuilder,  and  Parallel  Tasking  are  trademarks  of  3Com  Corp. 
All  other  trademarks  are  those  of  their  respective  owners. 
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UltraSPARC  picks  up  the  pace  When  I’m  64 


Sun’s  workstations  are  due 
for  a  power  boost — and 
not  a  moment  too  soon. 
For  three  years,  users  of  Sun 
Microsystems,  Inc.  workstations 
have  watched  as  their  machines 
lagged  in  performance  behind 
units  from  Hewlett-Packard  Co., 
Digital  Equipment  Corp.  and 
others  (see  chart  below).  Still 
Sun  workstation  sales  grew  more 
than  20  percent  globally  last  year. 

As  far  as  the  Indian  market 
is  concerned,  Sun  continued  to 
hold  sway  over  the  market, 
alongside  rival  HP — even 
though  the  performance  was  only 
marginally  better  than  the  figures 
posted  in  the  last  financial  year. 

Around  468  units  (up  by 
34.48  percent  over  the  previous 
year)  of  Sun  workstations  were 
shipped  during  1994-95  for  Rs. 
31.28  crores  by  Wipro  Limited. 

Some  longtime  Sun  users 
have  even  relegated  their 


Sun’s  64-bit  workstations  bid 
to  close  performance  gap  with  rivals 


SPARC-based  machines  to  the 
lower  end  of  the  lineup  and  said 
that  they  are  looking  for  a  big 
power  boost  from  next  generation 
of  Sun  chips. 

The  impres¬ 
sion  is  that  in 
the  race  between 
chip  providers — 

Digital’s  Alpha, 

HP's  PA-RISC 
and  IBM’s 
PowerPC — and 
with  the  Intel  P6 
coming  in,  Sun 
needs  to  have  an 
answer  quickly. 

Sun’s  new 

family  of  workstations,  due  later 
this  year,  will  be  wrapped  around 


Sun 

workstations 


ISiSiS 

■  IIH 

HESS 

Sun’s  60  MHz  Super  SPARC 

76.9 

98.1 

IBM’s  80-MHz  PowerPC  601 

88.1 

98.7 

SGI’s  200-MHz  MIPS  R4400SC 

140.7 

142.7 

HP’s  125-MHz  PA-RISC  7150  149.4 

201.3 

Digital’s  275-MHz  21064A  200.1 

291.1 

Projected  1996  RISC  chip  performance  in 

Unix  workstations* 

IBM’s  133-MHz  PowerPC  620 

225 

300 

Sun’s  167-MHz  Ultra  SPARC 

275 

305 

SGI’s  200  -MHz  MIPS  R10, 000 

300+ 

600+ 

Digital’s  300  -MHz  21164 

330 

500 

HP’s  200  -MHz  PA-RISC  8000 

375 

500 

Source  :  “Microprocessor  Report,"  Sebastopol,  Calif. 


the  64-bit  UltraSPARC  chip  to 
close  the  performance  gap 
between  Sun  and  its  rivals. 

According  to  Rangu  Sampath, 
director  for  Ad¬ 
vanced  Compo¬ 
nents  Engineer¬ 
ing,  at  Sun 
Microsystems 
Computer  Corpo¬ 
ration,  a  Sun 
Micro-systems 
Inc.  business.  Sun 
already  has  design 
wins  from  over  15 
vendors.  These 
include  Data 
General,  Fujitsu, 
Samsung  and  a  number  of  others 
whose  names  Sun  keeps  confiden¬ 
tial  for  obvious  reasons. 

Meanwhile,  analysts  noted 
that  the  SuperSPARC  60  chip 
used  in  the  SPARCstation  20 
workstation — Sun’s  most  power¬ 
ful  to  date — is  roughly  equiva¬ 
lent  in  power  to  the  Intel  Corp. 
Pentium  chip.  To  compensate, 
Sun  boosted  clock  speed  to  75 
MHz  and  used  multiple  proces¬ 
sors.  But  the  workstation — and 
the  chip  it  is  based  on — needs  a 
boost  for  Sun  to  maintain  its 
dominant  market  share. 

Noncommercial  need 

This  quest  for  more  speed  is 
driven  mainly  by  Sun’s  techni¬ 
cal  users.  At  commercial  sites, 
workstations  don’t  need  to  do 
number  crunching  as  much  as 
host  multiple  windows  that 
contain  applications  running  on 
Contd..  on  page  69 


Sun’s  next  generation  of 
Unix  workstations  will 
be  based  on  64-bit 
UltraSPARC  RISC  chips  and 
wrapped  around  an  entirely  new 
system  architecture,  Sun  sources 
said. 

With  at  least  two-and-a-half 
times  the  speed  of  SuperSPARC 
uniprocessors,  UltraSPARCs 
will  also  have  much  faster  I/O  “to 
handle  information  flow  within 
the  machine.” 

Among  the  top  features  of 
the  product  are  the  following: 

•  An  internal  “crossbar”  switch 
that  runs  on  high-speed  connec¬ 
tions  among  the  workstation’s 
multiple  processors.  This  setup  is 
similar  to  that  used  in  the 
backplane  of  other  vendors’  par¬ 
allel  processing  machines.  The 
cross  bar  will  replace  the  Mbus 
database  to  allow  faster  data  flow 
inside  the  machine. 

•  A  3D  RAM  memory  subsys¬ 
tem,  jointly  developed  with 
Mitsubishi  Corp.,  that  works 
with  the  UltraSPARC’s  onboard 
graphics  subsystem.  It  will  speed 
processing  of  video  and  image 
data. 

•  Visual  Instruction  Set  (VIS),  an 
extended  version  of  the  SPARC 
instruction  set.  VIS  will  process 
multiple  streams  of  video  and 
graphics  data,  including  Motion 
Picture  experts  Group  decom¬ 
pression,  at  up  to  1.2  billion  in¬ 
structions  per  second. 

•  UltraSPARC’s  64-bit  address¬ 
ing,  which  will  allow  users  to 
view  very  large  databases.  The 
64-bit  scheme  will  support  large 
data  sets  in  direct  system 
memory,  eliminating  the  need  to 
read  queried  data  from  many  disk 
drives.  UltraSPARC  systems 
have  circuits  that  allow  data  to 
be  broken  into  eight  separate 
eight  bit  data  streams  for  paral¬ 
lel  processing. 
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Four  hardware  platorms,  three  operating  systems,  seventy-nine  applications, three  flavours 
of  e-mail.  And  about  a  thousand  users  in  a  hundred  locations  who  just  can't  understand  why 
you  can't  give  them  the  information  they  need.  Right  now.  Actually,  you  can,  just  by  adding 
one  thing  to  your  existing  network.  Banyan.  Think  of  DATAMATICS  &  BANYAN  as  a 
"special  ingredient"  that  can  transform  even  the  most  complex  computing  environment  into 
a  single  manageable  whole.  With  a  range  of  products  built  on  Banyan's  proven  StreetTalk 
global  directory  services,  we  make  it  easy  for  diverse  organisations  (like  yours)  to  find, 
share  and  manage  information  and  resources.  Wherever  across  the  enterprise,  the 
information  and  resources  maybe.  If  that  sounds  like  a  good  reason  to  celebrate, 
call  022-2853107  at  Datamatics  and  let's  start  getting  it  all  together. 


Datamatics  Ltd. 


ITD  :  106,  Embassy  Centre,  Nariman  Point,  Bombay  -  400  021.  Tel :  +  91  (22)  2831188  /  2853107  Fax  :  +  91  (22)  2853108 
All  trademarks  are  registered  trademarks  of  their  respective  owners. 
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The  path  to  second-generation  client/server  has  finally  been 
cleared.  Introducing  CA-Open  ROAD® 

With  its  advanced,  powerful,  repository-based  architecture, 
applications  can  be  constructed  accurately  and  with  ease.  And  with 
its  multi-platform  GUI  support,  it  doesn't  matter  whether  you're 
targeting  UNIX/Motif  or  Windows. 

And  since  CA-OpenROAD  is  the  only  product  of  its 
kind  that  supports  triggers  and  stored  procedures  with 
identical  source  code  across  databases,  you  don't  have 
to  be  a  database  expert  to  use  it.  What's  more,  CA- 
OpenROAD  provides  both  template-driven  application 
generation  and  complete  object-orientation  including 
encapsulation,  inheritance  and  polymorphism. 


Frame  Editor:  OrderStatus 


File  Create  Edit 
Frame  Help 


Group  View  Arrange  Appearance  Bias 
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Client/Server  On  CA-OpenROAD. 
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corporate  Unix  servers.  Accord¬ 
ingly,  Sun  is  selling  more 
workstations  to  commercial  sites 
as  client-server  machines — 
including  shipments  of  SPARC- 
station  5  and  SPARCstation  20 
units  introduced  last  year. 

More  Sun  server  users  are 
deploying  Windows  PC  desktops 
instead  of  Unix  workstations 
clients,  allowing  corporate  end 
users  to  access  company  wide 
electronic  mail  and  Windows 
based  word  processing 
documents. 

Sun  meanwhile,  is  setting 
great  store  on  the  success  of  the 
UltraSPARC  which  it  will  be 
rolling  out  in  volume  by  the  end 
of  this  year.  “This  is  our  second 
major  internal  design,”  said 
Sampath.  “We  have  done  sev¬ 
eral  internal  designs,  low  cost 
microprocessors  like  MicroSparc 
1  and  MicroSparc  2,  but  those  are 
for  low-end  systems.  This  is  the 
largest  chip  ever  designed  with 
the  largest  number  of  features.  It 
is  very  much  like  a  subsystem — 
very  much  like  a  minicomputer 
on  silicon.”  The  UltraSPARC  is 
a  single  chip  implementation 
with  built-in  multimedia,  multi¬ 
processing  capabilities,  and  ex¬ 
ternal  cache  built  in  so  that  the 
latency  associated  with  external 
cache  gets  avoided.  Although  it 
is  initially  going  to  be  clocked  at 
167  MHz,  Sun  is  seeing  samples 
at  much  higher  frequency. 

Sampath  thinks  that  Sun  will 
succeed  in  popularising  the 
SPARC  architecture  as  it  once 
did  with  Unix.  “This  is  going  to 
become  the  de-facto  standard 
RISC  processor  in  the  industry,” 
added  Sampath.  “The  key  factors 
driving  that  will  be  performance, 
price,  features,  ease-of-use,  its 
scalability,  binary  compatibility, 
you  have  got  a  lot  of  them.” 

And  though  the  PowerPC  has 
big  backers  in  ibm  and  Apple, 
Sun  is  unfazed.  It  is  a  dominant 
player  too,  and  expects  to  stay 
that  way. 


Silicon  Graphics  makes  an  Impact 
with  Indigo2  workstations 


software  develop¬ 
ers. 

Third  Party 
applications  writ¬ 
ten  to  take  advan¬ 
tage  of  these 
workstations 
provide  the  foun¬ 
dation  for  a  new 
breed  of  solu- 


From  concept  to  finished  design, 
Indigo  impact  supports 
design  phases. 


The  long 
term 


strat¬ 


egy  of 
the  com¬ 


pany  is  to  ensure  that 
the  customers  in  the  IT 
industry  get  the  best 
value  for  money.  SGI  is 
not  a  commodity  computer  com¬ 
pany  and  the  pace  at  which  we  are 
introducing  new  technology  is 
faster  than  some  of  the  big  boys 
in  the  Indian  industry,”  Desai  said. 


The  Indigo2  Impact  graphics 
subsystem,  meanwhile,  is  driven 
by  eight  new  custom-designed 
ASICs  designed  by  Silicon 
Graphics  and  manufactured  by 
Toshiba  to  process  3-D  graphics, 
imaging  and  photorealistic  tex¬ 
tures.  According  to  the  company, 
the  integrated  imaging  subsys¬ 
tem  generates  a  record  100  mil¬ 
lion  trilinear  interpolations  per 
second  for  advanced  visualiza¬ 
tion.  The  new  Indigo2  Impact  ar¬ 
chitecture  also  utilizes  Rhombus 
500  Mhz  DRAM  technology  for 
unprecedented  fill  rates,  it  is 
claimed. 

All  Indigo2  Impact  base  con¬ 
figurations  feature  64  MB 
memory,  a  2  GB  system  disk,  2 
MB  of  cache  and  a  19-  inch 
monitor  with  1,280-by- 1,024 
resolution. 


Silicon  Graphics  has  unveiled 
Indigo2  Impact,  a  new  line 
of  3-D  graphics  and  imaging 
workstations  that  are  stated  to  bring 
in  unequalled  capabilities  to  the 
power  desktop  in  India.  Indigo2 
Impact  is  the  result  of  a  new  strat¬ 
egy  for  accelerated  collaboration  be¬ 
tween  Silicon  Graphics  engineers 
and  the  compa¬ 
ny’s  leading  edge 
customers  and 


tions  in  the  most 
demanding 
visual  computing  environments 
including  computer-aided  design 
and  engineering,  geographic  in¬ 
formation  systems,  film  and  video 
production,  game  development 
and  visual  simulation. 

“The  demands  of  our  visual 


Indigo  impact  brings  new  level 
of  design  power  to  the  desktop. 


advantage.  The  technology  will 
send  shock-waves  across  the  in¬ 
dustry  and  will  dramatically 
change  the  way  people  work.” 

According  to  Desai,  custom¬ 
ers  in  India  are  very  demanding 
and  are  facing  linear  problems  for 
managing  large  databases  since 
the  computing  requirements  are 
large.  “That  is 
why  a  product  is 
needed  for  solv¬ 
ing  non-linear 
problems,”  Desai 
said.  Indigo2  Im¬ 
pact  is  stated  to  be 
setting  the  scene 
for  delivering 
non-linear  solu¬ 
tions  to  customers 
in  the  country. 

The  product 
ranges  in  price 
fromRs.  14  lakhs 
to  Rs.  40  lakhs,  depending  on  the 
configuration. 

Segments  such  a  manufactur¬ 
ing  companies,  video  post  produc¬ 
tion  houses  and  the  defence  de¬ 
partments  are  stated  to 
evinced  an  interest  in  the 
product. 

“We  have  received  over 
150  enquiries  from  would- 
be  customers. 


computing  customers  consistently 
outpace  the  evolutionary  curve 
that  drives  traditional  computing 
technology”  said  Edward  R  . 
McCracken,  Chairman  and  CEO 
of  Silicon  Graphics. 

As  far  as  the  Indian  market  is 
concerned,  Indigo2  Impact  began 
shipping  in  September.  Said 
Ashok  Desai,  Managing  Director 
of  Silicon  Graphics:  “Indigo  2  will 
have  a  ripple  effect  on  not  only 
the  sales  turnover  of  Silicon 
Graphics  Systems  India,  but  also 
the  company’s  distributors  in  In¬ 
dia.  We  are  selling  a  tool  which 
will  give  Silicon  Graphics  and  its 
partners,  a  major  competitive 
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Lotus  optimizes  word 
processor  for  workgroup  use 


Lotus  Development  Corp. 
has  shifted  its  focus  toward 
workgroup  and  networked 
applications,  and  this  new  focus 
certainly  shows  in  its  new  word 
processor,  Lotus  WordPro 
Edition  96. 

While  the  new  word  proces¬ 
sor  has  made  an  appearance  in 
the  US  market,  a  worldwide 
launch  is  slated  for  the  first  week 
of  November.  India  will  also  see 
WordPro  Edition  96  on  the 
shelves  of  Lotus  at  around  the 
same  time.  “A  formal  price  an¬ 
nouncement  for  the  Indian  users 
will  be  made  at  that  time,”  com¬ 
mented  Anindya  Sanyal,  product 
specialist  Lotus  Development 
Corp.  India  Liaison  office. 

A  snap-shot  review  by 
Computerworld  of  the  new  prod¬ 
uct  ought  to  aid  Indian  users  in 
making  a  choice,  when  WordPro 
finally  arrives. 

Beyond  Ami  Pro 

While  this  Windows  3.x 
release  of  WordPro  retains  much 
of  the  landscape  and  tactical 
style  of  its  predecessor.  Ami  Pro, 
the  program  is  optimized  for 
workgroup  tasks  with  well- 
thought-out  tools  for  editing 
documents  that  go  through  edit¬ 
ing  or  review  cycles. 

Features  that  work  more 
smoothly  than  those  in  compet¬ 
ing  Windows  3.x  word  proces¬ 
sors  include  review,  consolidate, 
and  markup  tools. 

The  Team  Review  Assistant 
establishes  the  review  specifics 
for  a  document  using  a  wizard¬ 
line  approach.  The  user  defines 
who  can  process  the  document, 
the  privileges  each  reviewer  can 
have  and  the  method  of  distribu¬ 


tion,  such  as  Notes,  electronic 
mail  or  storage  to  file.  E-mail 
options  include  the  Internet. 

Document  markup  and  revi¬ 
sion  tracking  are  as  simple  and 
clean  as  they  can  be.  The  pro¬ 
gram  stores  multiple  versions  by 
adding  only  changes  rather  than 
the  entire  document  every  time. 
It  helps  manage  the  manuscript 
not  only  by  sharing  a  single  file, 
but  by  making  it  easy  to  see 
chronological  evolution. 

Markup  tools  such  as  “high¬ 
lighter”  and  “sticky-notes,”  are 


as  good  as  those  that  came  in 
dedicated  document  markup  sys¬ 
tems.  Sticky  notes  can  hold  text 
comments,  sound,  graphics  and 
animation  objects. 

In  revision-viewing  mode,  as 
is  the  case  with  any  high  end 
Windows  word  processor,  you 
can  see  the  revisions  with  their 
arcane,  add/delete  conventions. 
WordPro,  however,  features 
easy-to-read  tags  with  the  name 
of  the  editor  who  marked  the  text 
and,  optionally,  traditional  edi¬ 
tors’  marks. 

Smart  choice  : 

WordPro  is  among  the  new 


Lotus  applications  that  include 
SmartMasters.  SmartMasters  go 
beyond  templates  by  setting  up 
entire  documents  with  cells  for 
entering  specific  content.  For  ex¬ 
ample,  a  newsletter  template  has 
cells  fortifies,  logos  and  articles. 
There  are  dozens  of  Smart  Mas¬ 
ters  for  a  range  of  tasks.  Most 
projects  have  several  choices,  so 
it  is  likely  you  can  find  one  that 
is  tastefully  done  and  good 
enough  to  work  with. 

The  SmartMasters  are,  how¬ 
ever,  very  slow  to  open  and  use. 


Users  who  bring  up  a  complex 
Smart  Master  and  expect  it  to 
open  as  quickly  as  an  empty  new 
file,  are  in  for  a  big  shock. 

The  product’s  spell  checking 
function,  like  those  of  some  com¬ 
petitors,  can  correct  spelling  mis¬ 
takes  as  the  user  is  typing.  But 
the  interface  for  managing  the 
addition  of  “personal”  typos  is 
very  smooth  with  WordPro. 

The  batch  spell  checker  and 
other  features  were  designed  like 
a  dashboard  panel  at  the  top  of 
the  document  editing  window.  It 
is  remarkably  effective  and  com¬ 
pact  design. 

The  on-line  help  system  is 


first-rate,  and  the  “Ask  the 
expert”  feature,  which  looks  for 
topics  based  on  questions  you 
ask,  works  well.  It  selects  a  hand¬ 
ful  of  topics  and  guesses  the  best 
one  to  look  at  first. 

One  feature  one  hadn’t  seen 
used  well  before  is  the  divider 
tabs  that  separate  pieces  of  the 
document  file.  They  are  like  the 
divider  tabs  that  separate  pages 
on  a  spreadsheet  but  they  can  be 
used  for  many  different  purposes, 
such  as  chapters,  a  table  of 
contents  or  index.  The  divider 
tabs  can  make  it  pretty  quick 
work  to  navigate  a  large  complex 
document. 

WordPro  is  big  and  feature- 
packed  enough  to  pose  a  serious 
learning  task  for  new  users.  The 
size  and  flexibility  has  another 
side  effect  that  could  deter  some 
users:  This  version  is  slow.  And 
while  all  Windows  word  proces¬ 
sors  may  be  slow,  this  one  is  slow 
enough  to  make  even  Windows 
users  object. 

A  few  glitches 

We  ran  our  WordPro  tests  on 
a  50  MHz  Intel  Corp.  i486-based 
PC.  We  experienced  some  errors 
that  forced  WordPro  to  shut 
down  when  we  had  several  pro¬ 
grams  running  simultaneously 
and  were  using  some  of  the  lay¬ 
ered  on-line  help. 

Previously,  only  dedicated 
markup  packages  had  the  range 
of  workgroup  features  WordPro 
does,  but  WordPro  has  all  that 
and  a  modem,  smart  word  proc¬ 
essor  with  page  layout  features. 
Its  ease-of-use  and  features  do  a 
good  job  supporting  standalone 
users,  too. 

If  your  aim  is  to  take  advan¬ 
tage  of  the  best  in  workgroup 
editing,  WordPro  is  in  a  class 
of  its  own.  If  you  have  more 
stand-alone  users  who  will  be 
sensitive  to  this  version’s  medio¬ 
cre  speed  and  occasional  errors, 
you  should  look  at  a  subsequent 
version  of  the  product. 
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A  DISTRIBUTION  NETWORK  THAT  GOES  TO 
ANY  LENGTH  TO  REACH  YOU. 


You  decide  to  go  in  for  AT&T’s  SYSTIMAX®,  the  only  complete 


Structured  Cabling  System. 


Well,  selecting  the  right  vendor  is  even  simpler,  especially  when  you 


consider  Advantec’s  network  that  runs  on  the  classic  ‘hub  &  spoke’  system.  You  are  assured  of  multiple  stocking 


centres,  with  inventory  levels  others  can  only  talk  about.  To  you  it  means  timely  deliveries  -  just  anywhere. 


That’s  not  all.  Having  pioneered  the  concept,  we  are  way  ahead  in  experience.  And,  as  expected,  we  are  the 


largest  vendor  -  not  just  in  India  but  in  the  whole  of  South  Asia.  We  also  offer  consultancy  and  training  that’s 


the  best  in  the  business.  Plus  the  pricing  advantage  you’d  expect  only  from  a  leader. 


No  wonder,  corporate  leaders  such  as  Reliance,  Essar,  ABB,  Kotak  Mahindra  and  DHL  have  all  settled  for 


SYSTIMAX®  from  Advantec. 


So,  be  sure.  Connect  with  Advantec. 


Solutions  that  work.  For  you. 


Advantec  Network  Systems  Pvt.  Ltd.,Delstar,9-9A,  N.S.Patkar  Marg,  Bombay  400  036  Tel:  364  4470/71/72,  364  3373/74  Fax:  364  3375 
Offices  also  at  Bangalore  558  6627,  Calcutta  247  7280,  Hyderabad  23  4797,  Jalandhar  23  3341,  Madras  626  3232,  New  Delhi  469  9421,  Pune  63  8665. 


SYSTIMAX®  is  a  Registered  Trademark  of  AT&T  Corporation 
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Experts  debate  risks  of 

back*'08  nftw  *yDe  v*rus 


How  to  deal  with  the 
WinWord.  Concept 
virus: 


Short  term: 


Load  a  dummy  macro  named 
“Payload.”  This  will  fool  the  vi¬ 
rus  into  thinking  that  your  sys¬ 
tem  is  already  infected. 


Medium  term: 


Download  Wvfix.zip,  a  free 
product  that  will  detect,  remove 
and  prevent  infection  by  the  vi¬ 
rus.  It  is  available  via  anony¬ 
mous  file  transfer  protocol 
(FTP)  from  ftp.  command.com 
or  from  the  National  Computer 
Security  Association’s  (NCSA) 
Anti-Virus  Vendor  Forum  on 
CompuServe  by  typing  “GO 
NCSAVIRUS.” 


Long  term: 


Upgrade  your  virus  scanning 
software  to  a  version  that  detects 
the  virus  and  make  sure  it  runs 
on  your  network  servers  and 
workstations. 


□  A  new  kind  of  computer  virus  is  making  its  way  around  the  world  via  word 
processing  documents,  sailing  right  past  conventional  virus  prevention  meas¬ 
ures.  Indian  users  had  better  watch  out! 


Although  relatively  benign,  it 
is,  like  any  virus,  potentially 
troublesome  to  detect  and 
remove.  It  has  also  sparked 
concern  that  it  heralds  the  ar¬ 
rival  of  a  host  of  variants  with 
more  harmful  properties. 

But  despite  the  grim  sce¬ 
nario  painted  by  some  virus 
experts  and  press  accounts, 
other  say  the  virus,  called 
“WinWord.  Concept,”  is  of  lit¬ 
tle  concern.  They  predict  it  will 
follow  in  the  footsteps  of  the 
“Michelangelo”  and  “Friday 
the  13th”  viruses,  which  fizzled 
after  touching  off  near  hysteria 
in  the  information  systems 
community. 

WinWord. Concept  is  a 
macro,  or  executable  code,  that 
can  ride  in  documents  created 
by  Microsoft  Corp.’s  Word  run¬ 
ning  on  Windows,  MS  DOS  or 
Macintosh  platforms.  Word 
executes  the  macro  when  a  user 
opens  an  infected  document. 

“The  statement  ‘You  can  no 
longer  get  a  virus  by  reading 
electronic  mail’  is  no  longer 
true,”  reported  an  industry 
newsletter. 

Those  who  downplay  the 
importance  of  WinWord.  Con¬ 
cept  said  it  lacks  a  destructive 
payload,  will  infect  just  a  sin¬ 
gle  product  and  is  relatively 
easy  to  defeat. 

However  some  experts  say 
that  there  is  plenty  to  worry 
about.  It  is  stated  that  variants 
with  destructive  payloads  are 
already  being  created.  Compu¬ 


Putting  a  destructive  payload 
into  a  macro  virus  is  dismayingly 
easy,  Tippett  added.  Macros  are  far 
easier  to  write  than  the  assembler 
and  C++  programs  that  constitute 
most  viruses,  he  said. 

Back  home,  most  users  ex¬ 
pressed  either  ignorance  or  then 
unconcern  about  the  new  virus 
assault  “We  have  been  success¬ 
fully  using  Nashot  from  Bombay- 
based  Nashsoft  to  successfully  de¬ 
molish  the  viruses  in  the  past. 

While  we  have  encountered 
Michelangelo  and  Friday  the 
13th,  we  are  yet  to  come 
across  WinWord.  Con¬ 
cept,”  said  M.L.  Puri,  sen¬ 
ior  manager,  CC&C  of  the 
Steel  Authority  of  India 
Ltd.  (SAIL). 

Indian  virus 
busters  too  seemed 
ignorant  about 
the  im¬ 
pending 
dangers 
o  f 
WinWord. 
Concept.  New  Delhi-based  anti¬ 
virus  consultant.  Ampersand  Con¬ 
sultants  which  is  distributing  the 
SmartDog  virus  detection  software 
claimed  not  to  have  heard  of  the 
new  vims. 

“However,  any  new  vims, 
which  cannot  be  handled  by 
SmartDog  is  combatted  by  us 
within  48  hours  of  the  receipt  of 
the  complaint,”  said  Rajiv  Ranjan, 
marketing  manager  for  Amper¬ 
sand. 


ter  users  may  eventually  need 
to  scan  documents — not  just 
executable  code,  as  in  the 
past — with  vims  scanning  soft¬ 
ware,  experts  said.  That  could 
significantly  increase  the 
amount  of  computer  time 
needed  for  scanning. 

Antivirus  pioneer  Peter 
Tippett,  president  of  the  Na¬ 
tional  Computer  Security  Asso¬ 


ciation  in 

the  US  said  the  fact  that 
WinWord.  Concept  does  no  di¬ 
rect  damage  wins  it  no  favour 
with  him.  “90  percent  of  the 
cost  of  a  vims  infection  is  not 
due  to  damage  or  data  loss,  but 
simply  due  to  the  effort  re¬ 
quired  to  find  the  vims  and  get 
rid  of  it,”  he  said. 

Tippett  said  most  of  the  6,000 
known  viruses  won’t  spread  across 
networks  with  the  most  rudimen¬ 
tary  security  features.  Document- 
resident  “macro  viruses,”  how¬ 
ever,  won’t  be  stopped  by  the 
security  features  on  most  LANs, 
he  said. 


Information  Systems  Computerworld,  November  1-15,1995 


Another 

teat  her 


AlgOl 

'umbay  & 
lombaf  *  Series 
I  Co.  Ltd.,  fTtie 

Mir*  hft 

Peiitil  •  isfi4if,«sit 
towbay  •  Slrla 
:« 

oft  ware 

Isf  it  if  i  C?  w  *»>  $  I&I*  w*l  5nf  i 

CHomtfx 

i  Cl  &j|  31  W  sg*f  *  *  ■«  *'  *&*' 

$m  oM  §  *$&  %  # 

®njj?  fjS  %>*:  S*  SSWft 

p^PE&WI  V'  ®  C»  m  i3l  SR  4$  o  4 

.  "  . 

loll 

ExIHbftf  on 
Enterprises  Pw" 
osemount  I 

Sufic  Ltd 


BmWSX, 


H  m 


We  thank  our  Customers,  Channel  Partners  and  Banyan 
without  whom  this  achievement  would  have  been  miles  away. 

Our  professional  ability  to  comprehend  and  provide  Enterprise  Wide 
Networking  Solutions  has  enabled  us  to  add  another  feather  in  the  cap 
-  "The  1995  Banyan  Systems  Asia  Pacific/Japan  Reseller  Excellence 
Award,"  placing  us  among  the  top  5  out  of  over  100  resellers. 


D  Datamatics  Ltd. 


MEM 

BANYAN 


ITD  (Division  of  Datamatics  Ltd.)  :  106,  Embassy  Centre,  Nariman  Point,  Bombay  -  400  021.  Tel.:  022-2831188/2853107. 
Fax  :  91  (22)  2853108.  Branches  :  Bangalore  -  Tel.:  080-6613561,  Fax  :  080-2259169.  Calcutta  -  Tel.:  033-2446211/2446212, 
Fax  :  033-2446213.  Madras  -  Tel.:  044-8256850,  Fax  :  044-8524306. 

Datamatle a  Channel  Partner § : 

i A >  SYSTEM  INTEGRATORS  •  Bombay :  Nirmal  Computers,  Ph . :  3769091/6162,  Fax  :  3733891.  Aswam  Information  Management  Pvt.  Ltd.,  Ph.:  4462187/ 
4440967,  Fax  :  4449112.  Maxbyte  Computers  Pvt.  Ltd.,  Ph.:  8341558,  8351571,  Fax  :  8362258.  PAM  Electronics,  Ph.:  5232141,  Fax  :  5425321. 

Nucleus  Technologies,  Ph./Fax :  5787620.  Sultanallys  Solutions  Ltd.,  Ph.:  4934016,  Fax  :  4937852.  Lauren  Software  Pvt.  Ltd.,  Ark  Systems,  Ph  :  6486896. 
Swan  Computers  Systems,  Maxmann  Computers  Industries.  Grassroots  Technology.  •  New  Delhi :  CompuServe,  Ph.:  6432124,  Fax:  6465444.  Quantm 
Artnet  Technologies  Pvt.  Ltd.,  Ph.:  4636686/4644548.  Fax  :  4642041.  PAM  Electronics,  Ph.:  6832165.  e  Madras  :  Colt  Computer  Centre  (P)  Ltd., 
Ph  •  8275113/  2889/8252868,  Fax  :  8263366.  e  Calcutta  :  PAM  Electronics,  Ph.:  482950.  e  Ahmedabad  :  Star  Powertech  Pvt.  Ltd.,  Ph.:  493201/ 
495435,  Fax  :  494144  e  Bangalore  :  PAM  Electronics,  Ph.:  3322885/6053,  Fax  :  3327405.  Building  Network  Automation  Pvt.  Ltd.,  e  Hyderabad  :  Seeker 
Systems,  Ph.:  599910,  Fax  :  237697.  PAM  Electronics,  Ph.:  818853.  e  Puna  :  Compliance  Products  &  Services,  Ph.:  355507,  Fax  :  353110. 

(B)  JOINT  MARKETING  PARTNERS  :  Altos  (India)  Ltd.,  PCL,  Fujitsu  ICIM,  CMS  Computers  Ltd. 
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Novell  launches  WordPerfect  5.2+  for  Unix 


Networking  leader,  Novell  Inc. 
has  come  up  with  a  Unix 

version  of  ^  9j. 

a  leading  word  processor 
designed  specially  for  charac¬ 
ter-based  Unix  environments. 

Wordperfect  5.2+  is 
claimed  to  be  available  for  nine 
major  character  versions  of 
Unix.  The  product  will  be 
shipped  on  the  same  CD  ROM 
as  the  graphical  Wordperfect 
6.0  for  Unix,  giving  custom¬ 
ers  a  cross-platform  word 
processing  solution. 

As  Wordperfect  5.2+  and 
Wordperfect  6.0  share  the 
same  file  format  and  features, 


users  can  easily  exchange 

documents  in  mixed  Unix 

pnvirnnments  The  WP  5.2+ 
offers  a  number  ot  features 

to  automate  and  simplify 
common  tasks  including  a 
customizable  interface  with  a 
Button  Bar,  Power  Bar,  and 
Status  Bar.  Version  5.2+  for 
Unix  also  includes  WPPRINT, 
which  performs  batch  mode, 
command-line  printing  and 
merging  in  the  Unix  environ¬ 
ment. 

The  package  is  available  in 
India  from  Onward  Novell  of 
Bombay  as  well  as  PCL  of 
New  Delhi. 


SunSoft  announces  availability  of 
Solaris  Base  Server 


SunSoft  Inc.,  announced  the 
availability  of  Solaris  Base 
Server  for  Intel  x86  and 
Pentium-based  computers,  tar¬ 
geting  retail  systems,  value-  • 
added  resellers  and  small  busi¬ 
nesses  with  a  powerful  soft¬ 
ware  operating  environment 
for  transaction  processing, 
point-of-sales  solutions  and  in¬ 
ventory  management  applica¬ 
tions.  Solaris  Base  Server  is  the 
newest  member  of  the  Solaris 
tm  product  family,  SunSoft’s 
operating  environment  on 
Intel,  SPARC  and  PowerPC 
systems. 

Solaris  Base  Server  is  de¬ 
signed  to  run  PC  Unix  appli¬ 
cations  for  SCO  and  Interac¬ 
tive  Unix  systems  without 
modification,  and  comes  with 
SunSoft’s  advanced  network¬ 


ing  environment  that  allows 
managers  to  maintain  round 
the  clock  enterprise  strength 
availability  of  the  network, 
systems  and  replicated  sites 
from  a  centralised  point  of 
control. 

Solaris  Base  Server  is 
available  in  India  through 
SunSoft’s  reseller  in  the  coun¬ 
try,  Tata  Consultancy  Services 
of  Bombay.  The  product  has 
been  priced  at  around  Rs. 
20,000. 

For  details  contact: 

TCS 

Air  India  Building, 

11th  floor,  Nariman  Point, 
Bombay -400021 
Ph:  2024827 
Fax:  022-2040711 
E-Mail:  5121245 
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The  New  Market  Realities 

With  the  liberalization  of  the  economy  and  the  consequent  impact  in  terms 
of  globalization,  more  and  more  Indian  industries  and  businesses  are 
looking  to  streamline  their  manufacturing,  production  and  corporate  work 
methodologies  and  processes.  All  this  is  possible  only  with  the  help  of 
Information  Systems. 


Knowledge  of  how  to  run  the  information  structure  efficiently,  in  turn,  is 
what  enables  companies  to  align  technology  strategies  with  corporate 
siraieyicb  aim  immimt.  % »oii iq  of  it  FYnprt  knowledae  that 

only  IS  executives  can  bring  to  the  table. 

Why  IS  Executives? 

Because  their  all-encompassing  charter  positions  them  as  the 
architects  of  the  information  structure,  or  "infostructure”.  In  this 
key  role,  they  assume  primary  responsibility  for  evaluating, 
planning,  designing,  building,  implementing,  maintaining  and 
buying  IT  at  every  level  --  global,  enterprise,  department, 
workgroup  and  desktop. 

IS  executives  are  highly  focused  on  the  newest 
technologies  that  will  move  their  organisations  ahead  of 
the  competition. 


The  Vehicle:  INFORMATION  SYSTEMS 
COMPUTERWORLD 

In  today’s  day  and  age,  technology  is  changing 
at  a  frenetic  pace.  While  a  degree  from  the  NTs  in 
Computer  Science  may  ensure  clear  fundamentals,  how 
does  tomorrow’s  Information  Systems  executive  keep  pace  with 
rapidly-changing  technology,  a  steady  barrage  of  new  products,  tools, 
techniques,  methodologies  and  work  processes? 

Enter  Computerworld.  The  world’s  largest-selling  publication  on  Information 
Systems  Management. 

A  presence  in  over  50  countries.  A  worldwide  readership  of  over  1 ,500,000 
readers.  All  linked  up  in  a  global  information-sharing  network. 

Every  fortnight,  Information  Systems  Computerworld  would  bring  to  you 
technical  news  sections,  special  reports  and  in-depth  articles  that  reflect  the 
function  of  computing  today  and  give  IS  quick  access  to  what’s  important  to 
them. 


The  Facilitators 

Computerworld  comes  from  none  other  than  IDG  Communications  Inc.  of 
the  U.S.A.  --  the  world’s  largest  publisher  of  computer  and  related 
magazines  and  newspapers  with  over  215  publications  in  65  countries. 
Published  in  India  by  Media  Transasia  --  one  of  Asia’s  largest  publishers  and 
the  Group  that  brings  out  PC  World  in  India  and  Computerworld  in  Thailand. 

SO  IF  YOU’RE  A  REALLY  PROGRESSIVE  INFORMATION 
SYSTEMS  EXECUTIVE  OR  MANAGER,  YOU’D  BETTER  ORDER 
COMPUTERWORLD.. .TODAY.  AFTER  ALL,  YOU’D  LIKE  TO  BE 
THE  ONE  TO  CREATE  CORPORATE  COMPUTING  HISTORY... 
...RATHER  THAN  BE  CONSIGNED  TO  IT! 


THE 

COMPUTERWORLD 
SUBSCRIPTION 
BONUS.  SUBSCRIBE 
NOW  AND  GET  A 

FABULOUS 

INTERACTIVE  CD  FREE*! 

(On  subscriptions  of  2  years  and  above  only) 

Information  Systems  Computerworld  isn’t  just  a  computer  magazine.  It’s  a  movement  committed  to  creating  an  information  systems  revolution. 

Just  to  prove  the  point,  Media  Transasia  India  Ltd.  would  provide  all  those  who  subscribe  to  Computerworld  by  October  15,  with  a  fantastic  subscription  premium 
--  The  C&C  Premier  200  -- 1994-95  --  in  the  form  of  an  interactive  CD!  Developed  by  Spectrum  Business  Support  Ltd.  -  a  pioneer  in  CD  authoring  tools  and 
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Smart  network  managers  don't  take  consistent 
electrical  power  for  granted.  To  keep  their 
systems  running,  they  use  POWERWARE 
Network  Power  Management  Services  from 
Exide  Electronics,  the  world  leader  in  advanced 
power  technology. 

POWERWARE  integrates  uninterruptible  power 
system  (UPS)  hardware,  software,  network 
connectors  and  worldwide  support  to  provide 
reliable  protection  against  power  failures,  plus: 

•  Continuously  condition  incoming  power 

•  Centrally  monitor  and  record  power  , ../■ ‘§;  ^ 

fluctuations  §  W 

■■  "r'i-tf 

•  Automate  remote  shutdowns  and  ; 

startups  lu 

•  Increase  availability  and  productivity 
of  the  network 


The  POWERWARE  family  includes  OnliNet  3.0,  the 
industry's  most  advanced  network  power  manage¬ 
ment  software  for  high-performance 
workstations  or  networks  running  on  Netware, 
Unix,  OS/2  or  even  Windows  NT,  plus  the  new 
POWERWARE  Prestige  UPS  with  true  on-line  power 
technology  at  a  price  comparable  to  ”501311:'' 
standby  systems. 

Around  the  clock,  around  the  world,  POWERWARE 
from  Exide  Electronics  helps  keep  you 
—  in  power. 
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Fax:  (91)  11  89  56437 
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INTERNETWORKING  •  SERVICES  •  NET  MANAGEMENT  - 

the  Internet 


Is  it  just  glamour  or  is 
the  Internet  going  to 
get  down  to  some 
serious  business? 


It  is  over  two  months  since  Internet  services  have  been  intro 
duced  in  India.  And  all  thanks  to  the  Gateway  Internet  Access 
Service  introduced  by  the  Rs.  1007  crore  Videsh  Sanchar  Nigam 
Limited  (VSNL),  a  government  enterprise  and  the  only  “gateway 
to  the  world.” 

Now  that  media  over-reaction  to  the  Net  is  over,  one  can  dispas¬ 
sionately  look  at  the  response  from  the  business  and  MIS  commu¬ 
nity,  which  appears  enthusiastic  without  being  hysterical. 

Business  comme‘n(e)t’ 

“It  is  more  glamour  at  the  moment  than  business  which  is  why  we 
haven’t  decided  to  subscribe  to  Internet.  We  would  rather  wait  and 
see  how  it  will  be  beneficial  to  our  business,”  said  Zafar  A.  Khan, 
assistant  manager,  Consulting,  Holtec  Engineers  Pvt.  Ltd.,  a  ce¬ 
ment  consultancy  firm. 


According  to  Binod  Singh,  vice  president.  Systems  Business 
Unit,  Digital  Equipment  India  Ltd.,  Bangalore,  the  arrival  of  Internet 
in  India  is  akin  to  the  dawning  of  the  cellular  era  and  the  arrival  of 
the  automatic  telemachine,  about  which,  “initially,  people  didn’t 
have  much  idea  but  gradually  the  growth  of  all  these  turned  out  to 
be  exponential.”  Digital  India  is  an  associate  with  VSNL  in  provid¬ 
ing  The  Gateway  Internet  Access  Service  in  India  (See  Box:  Digit¬ 
al's  Alpha). 

Said  Sudhir  Kadam,  managing  director,  Softplus  Computer  Serv¬ 
ices,  Bombay,  a  company  that  is  using  Internet  for  mailing  services 
through  ‘Access’  and  has  direct  Internet  connectivity  to 
‘CompuServe’  through  VSNL:  “We  use  Internet  to  access  various 
facilities  mainly  from  a  software  programming  point  of  view.  For 
instance,  we  are  mainly  interested  in  Microsoft’s  Technical  Support 
Forum  to  have  queries  answered  or  seek  comments  from  experts.” 
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Kadam  also  surfs  through  various  databases 
and  follows  the  latest  technology 
trends.  In  addition, 
based  on  a  server  in 
California, 

Kadam  has 
got  his  com¬ 
pany’s  home 
page  made 
through  a 
distributor 
on  the 
Internet. 

E  x  - 
pressing  his 
views  on  the 
advent  of 
Internet  in  In¬ 
dia,  Rajiv  Sodhi, 
senior  consultant  of 
the  Rs.  352  crore  Tata 
Consultancy  Services,  a  premier 
software  export  house,  said:  “It  is  an  excel¬ 
lent  commercial  opportunity,  by  means  of 
which  we  can  at  least  connect  ourselves  with 
the  hundreds  of  companies  abroad.” 

Said  Dr.  N.  Seshagiri,  director  general, 
National  Informatics  Centre,  “Though 
VSNL  has  started  the  Internet  service  now, 
we  have  been  providing  Internet  access 
through  NICNET  for  more  than  a  year  on  a 
promotional  basis.  Users  from  the  media 
and  publishing  houses  are  not 
only  using  this  service  but  also 
getting  their  home  pages  made 
here.” 


creasing  at  the  rate  of  150  per  month.  “By 
the  end  of  this  year,  we  are  expecting  the 
total  number  to  touch  1000  GIAS 
users  in  Bombay,”  commented 
a  senior  technical  officer  in 
VSNL,  Bombay. 

Meanwhile,  the 
services  provided 
through  GIAS,  in¬ 
clude  access  to  re¬ 
mote  databases,  file 
transfer,  news, 
BBSes,  remote  login 
to  host  computers  and 
E-mail. 

When  the  Internet 
was  introduced  on  Au¬ 
gust  15,  what  VSNL  of¬ 
fered  as  an  Internet  service 
was  only  just  enough  to  get 
started  on.  However,  from  October 
the  full  range  of  Internet  services  from  E- 
mail  to  Web  browsing  have  been  made 
available  on  the  Internet.  According  to  a 
source  in  VSNL,  the  GIAS  is  providing  all 
kinds  of  Internet  services  to  subscribers 
under  two  types  of  accounts:  the  Shell  Ac¬ 
count  and  the  TCP/IP  Account.  “While  the 
Shell  Account  has  been  functional  since 
August  15,  the  TCP/IP  Account  became 
functional  only  in  October,  after  going 
through  proper  testing,”  informed  a  VSNL 


source. 

Though  it  is  limited  to  a  text-based  serv¬ 
ice,  the  Shell  Account  subscriber  will  have 
only  primary  level  access  to  the  Internet. 
The  TCP/IP  (Transmission  Control  Proto¬ 
col/Internet  Protocol)  subscribers  on  the 
other  hand  will  have  a  higher  level  of  con¬ 
nectivity  and  will  be  able  to  surf  the  Web 
with  a  browser  like  Mosaic  or  Netscape. 

If  a  subscriber  can  afford  a  leased  line, 
the  TCP/IP  access  will  allow  all  computers 
on  the  user’s  network  to  connect  to  the 
Internet.  However  this  will  be  a  lot  more 
expensive  and  affordable  only  for  large  cor¬ 
porate  houses  and  educational  institutions. 
What  is  needed,  therefore,  is  that  the  tariff 
structure  be  read  and  understood  properly, 
else  the  subscriber  may  end  up  paying 
whopping  bills. 

The  constraints 

“Initially,  the  Internet  will  be  used  more  as 
an  information  tool  and  then  gradually  one 
will  find  an  opportunity  for  business  and 
commerce,”  said  Rajiv  Sodhi.  Sodhi  is 
optimistic  about  sending  small  software 
packages  on  the  Net. 

However,  director  of  Bombay-based 
Coromandel  Solutions,  Pravin  Gandhi  ex¬ 
pressed  a  different  viewpoint.  According  to 
Gandhi,  “at  this  point  of  time  VSNL  does 
not  have  an  adequate  infrastructure  to  pro- 


Tariff  for  VSNL’s  Gateway  Internet  Access  Service  (GIAS) 


Of  Net  users  and  services 

Checking  with  VSNL  offices  in 
Bombay  and  Delhi,  it  was  found 
that  the  profile  of  the  most  of  the 
Internet  subscribers,  fitted  into 
the  category  of  software 
exporters.  “The  others,  however, 
include  news  agencies,  jour¬ 
nalists,  computer  companies, 
students  and  businessmen, 
particularly,  exporters,”  said  a 
VSNL  official  in  Bombay. 

In  New  Delhi,  on  the  other 
hand,  it  is  mostly  individual  users 
who  have  been  applying  for  an 
Internet  subscription.  While  more 
than  250  users  have  subscribed 
in  New  Delhi,  the  number  of 
subscribers  in  Bombay  has 
crossed  550.  The  number  is  in- 


Registration  fee  (One-time) 

(0 

Oi) 


Dial-up  subscribers 
Students 
Others 

Leased  subscribers 


Rs.  1,000 
Rs.  10,000 


Installation  fees  from  leased  line  subscribers 

2.4  Kbps,  9.6  Kbps  leased  lines  Rs.  2,000 

64  Kbps,  128  Kbps  leased  lines  Rs.  10,000 


Annual  Tariff  (in  Rs) 

Dial-up  access 

Leased  access 

Category 

2.4k 

9.6k 

2.4k 

9.6k 

64k 

128k 

Students 

500 

- 

- 

- 

- 

- 

Professionals 

5,000 

5,000 

- 

- 

- 

- 

Non-commercial 

9,000 

15,000 

60,000 

2,40,000 

6,00,000 

10,00,000 

Registered  Software 

Exporter,  100%  EOU 

12,000 

20,000 

1,20,000 

4,80,000 

12,00,000 

20,00,000 

Commercial  organisations 

15,000 

25,000 

1,50,000 

6,00,000 

15,00,000 

25,00,000 

Network  connection  to  E-Mail/ 
Internet  service  providers 

N.A. 

N.A. 

N.A. 

7,10,000 

18,00,000 

30,00,000 
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Digital’s  Alpha:  VSNL’s 
Net  pal 


Digital  Equip¬ 
ment  India  is 
playing  a  pivotal 
role  in  providing 
the  Gateway 
Internet  Access 
Service  in  India. 

Digital  has  im¬ 
plemented  a 
turnkey  solution 
for  providing 
VSNL  with  a 
countrywide 
network  for 
Internet  access. 

The  network  is  based  on 
64-bit  DEC  Alpha  Server 
systems  located  at  Bombay, 
Delhi,  Calcutta,  Madras  and 
Bangalore. 

The  central  two-CPU 
AlphaServer  situated  at 
VSNL’s  headquarters  in 
Bombay  is  connected  to  the 
Internet  via  MCI  through 
dedicated  high-speed  links. 
Subscribers  to  this  service 
dial  into  the  VSNL  metro 
center  nearest  to  them  and 
access  the  Internet. 

Digital,  meanwhile,  has 
also  equipped  VSNL  with  a 
centralised  Network  Mana¬ 
gement  facility  at  Bombay 
to  monitor  the  performance 
of  the  countrywide  network. 


and  developed  an  acco¬ 
unting  package  to  ad¬ 
minister  the  billing  for 
VSNL’s  customers.  For  se¬ 
curity  reasons  the  Digital 
solution  includes  custo¬ 
mized  level  of  security 
through  an  implementation 
of  Digital’s  Firewall  serv¬ 
ices. 

According  to  Binod 
Singh  of  DEIL,  the  com¬ 
pany  is  closely  associating 
with  VSNL  for  Internet 
services,  because  it  sees  a 
very  big  market  lying  ahead 
for  Internet. 

“As  soon  as  the  Internet 
becomes  mass  item  you  will 
find  a  hoard  of  advertisers,” 
Singh  said. 


vide  Internet  services.  There  is 
not  enough  equipment  or  the 
connectivity  to  meet  the  de¬ 
mand.” 

“One  will  have  to  look  at  the 
Internet  a  few  months  later.  To 
start  with,  it  will  probably  be 
browsing  on  the  Net.  Later, 
however  it  can  develop  into 
something  more  meaningful,” 
Gandhi  added. 

“Though  the  media  has 


given  Internet  a  lot  of  hype,  the 
fact  is  that  VSNL  is  going  to 
cover  only  six  cities,  as  it  has  its 
gateways  only  in  six  metros. 
Compare  this  number  with 
NIC’s  NICNET.  We  have  con¬ 
nections  in  500  cities.  While  I- 
Net  is  expected  to  provide 
Internet  services  in  other  cities, 
the  problem  is  that  apart  from 
Bombay  and  New  Delhi,  I-Net 
has  only  9,600  bps  circuits  and 


these  have  already  been  satu¬ 
rated,”  added  Dr.  Seshagiri. 

In  addition,  there  is  also  a 
criticism  from  various  quarters, 
stating  that  the  pricing  strategy 
of  the  Internet  service  is  making 
it  unattractive. 


VSNL  however,  has  pro¬ 
mised  to  launch  a  new  gateway 
designed  to  bear  the  burden  of 
increased  Internet  access.  The 
gateway  is  also  expected  to 
bring  down  the  costing  of  the 
Internet  subscription,  it  is  stated. 


Netiquotes 


The  availability  of  Internet  is 
going  to  be  like  an  explosion. 
As  a  consultant,  my  customers 
are  keen  on  exploring  the  comm¬ 
ercial  viability  of  Internet,  par¬ 
ticularly  in  the  case  of  multi¬ 
national  companies  with  for¬ 
eign  collaborations.  I  meet  at 
least  five  to  six  CEOs  every 
week  who  speak  of  the  Internet 
and  the  plans  they  have. 

— B.U.  Kulkami, 
Managing  Director, 
ASWAM  Information 
Management  ( P)  Ltd.,  Bombay 

We  have  tried  to  dial  into 
the  Internet  but  it  gets  discon¬ 
nected.  Last  week  we  tried  to 
download  a  44  kb  file  from 
the  energy  sector  but  it  could 
not  hold.  I  think  the  DoT  will 
have  to  fine  tune  the  lines.  As 
we  are  in  oil  exploration,  the 
potential  for  us  is  tremendous. 
We  can  get  logged  on  to  ac¬ 
cess  vital  information  such  as 
the  current  oil  rate,  inter¬ 
national  trade  queries  and  so 
on.  This  is  bound  to  have  an 
impact  on  our  business  and 
improve  our  decision  making 
power.  We  are  also  looking  at 
the  Internet  for  E-mail  pur¬ 
poses. 

— K.L.  Vindal 
General  Manager, 
Management  Services, 
Hindustan  Petroleum 
Corporation  Limited, Bombay 

With  the  arrival  of  Internet 
in  India,  besides  being  able  to 


access  all  kinds  of  informa¬ 
tion,  India  will  now  be  able 
to  provide  information  about 
itself  to  all  Internet  users 
across  the  world. 

— Rajiv  Sodhi, 
Senior  Consultant 
Tata  Consultancy  Services 
New  Delhi 

VSNL  is  a  regulatory 
body  for  Internet  services  in 
India.  The  company  is  also 
providing  Internet  services 
directly,  thereby  competing 
with  the  private  service  pro¬ 
viders.  This  is  absolutely  un¬ 
constitutional  and  a  case  of 
MRTP  violation. 

— N.Seshagiri 
Director  General 
National  Informatics  Centre 
Planning  Commission 
Government  of  India 

We  are  not  a  regulatory 
body.  The  regulatory  body,  as 
far  as  the  Information  Gate¬ 
way  is  concerned,  is  the  De¬ 
partment  of  Telecomm¬ 
unications.  We  are  just  a  serv¬ 
ice  provider  and  I  don’t  think 
we  are  violating  any  law. 

—A  VSNL  Official  in 
New  Delhi. 
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Ellison,  Gates 
spar  on  info 
highway 


It’s  the  network,  stupid.  Even  Bill  Gates  and 
Larry  Ellison  could  agree  on  that,  though  they 
shared  little  else  in  recent  addresses. 

Speaking  at  the  European  IT  Forum  1995, 
sponsored  by  International  Data  Corp.  (IDC), 


Ellison  said  Oracle  holds  the  upper  hand  in 
delivering  multimedia  content  over  the  Internet 
because  of  its  focus  on  database  technology. 

“Oracle  does  one  thing,  and  one  thing 
only,  very  well — we  deliver  vast  amounts 


◄ 

Microsoft’s  Bill  Gates 


SOOTHSAYERS? 

“A  PC  is  a  ridiculous  device;  the 
idea  is  so  complicated  and 
expensive.  What  the  world  really 
wnats  is  to  plug  in  to  a  walLto 
get  data.” 

“You’D  still  need  a  way  of  storing 
the  apphcationthat  you 
download  from  the  network,  and 
your  personal  data.” 


Gates  the  chairman  and  chief  executive  officer 
of  Microsoft  Corp.  and  Ellison,  who  chairs 
Oracle  Corp.,  offered  vastly  different  visions 
of  the  future. 

But  they  both  said  the  industry  is  moving 
from  a  desktop-centric  to  a  network-centric 
view  of  computing  with  help  from  the 
Internet. 

Ellison  brings  the  noise 

Ellison’s  mouth  roared  first.  He  showed  off 
upcoming  Oracle  Web  server  and  browser 
software,  due  out  in  November  as  separate 
tools,  and  part  of  Oracle  7.3,  which  is 
tentatively  poised  for  release  in  November  as 
well. 


of  data  to  users,”  he  said. 

Ellison,  in  demonstrating  Oracle’s 
forthcoming  World  Wide  Web  software, 
dialed  over  an  Integrated  Services  Digital 
Network  line  into  the  company’s  Web  server, 
located  in  California.  He  proceeded  to  play 
overseas  disc  jockey,  playing  from  a  music 
library  and  even  a  music  video. 

The  new  products  will  use  Java,  a  Sun 
Microsystems,  Inc.  Web  programming 
language  that  allows  users  to  download 
executable  programs  from  the  Internet  or 
other  networks.  The  browser  is  also 
compatible  with  Netscape  Communications 
Corp.’s  browser,  Ellison  added. 

Ellison  also  predicted  that  the  world 
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Economy  mail? 

Subscribers  to  Xee-mail, 
the  national  E-mail  serv¬ 
ice  from  Pune-based 
Datapro  Information  Tech¬ 
nology  Limited,  can  now  send 
an  A4  size  page  international  mes-S 
sage  at  just  Rs.  16,  as  against  the  pro¬ 
hibitive  costs  incurred  for  sending  fax  by 
international  Subscriber  Dialing  mode. 

The  reason  behind  this  economical  mail 
is  Xee-mail’s  connectivity  to  GEMS.400  of 
VSNL.  Xee-mail  subscribers  can  now  eas- 


mail  networks  such  as  CompuServe,  MCI 
Mail,  British  Gold,  and  Vines  Mail,  and  ab¬ 
solutely  error-free. 

The  Xee-mail  service  is  currently  opera¬ 
tional  from  Ahmedabad,  Bangalore,  Bom¬ 
bay,  Calcutta,  Delhi,  Hyderabad,  Madras, 
Pune  and  Vijaywada.  The  company  is  now 
planning  to  introduce  the  Xee-E-mail  serv¬ 
ice  in  all  the  major  cities  and  towns  in  the 
country. 

For  details  contact: 

Datapro 

EL-21,  Electronic  Zone 

M1DC,  Bhosari,  Pune-411  026 

Ph:  0212-791403,791407 

Fax:  0212-792411 


IStrt 


3COM  appoints  MOL  as 
systems  integrator 

Globally  recognised  as  a  pioneer  data  net¬ 
working  company,  3Com  Asia  Limited  has 
appointed  the  Rs.  84  crore  broadband  co¬ 
mpany,  Modi  Olivetti  Limited,  as  the  Net¬ 
work  Systems  Integrator  for  its  products 
in  India. 

MOL  will  now  offer  all  the  3Com  data 
networking  products  like  adapter  cards, 
hubs,  switches,  routers,  remote  access  serv¬ 
ers  and  other  technology  such  as  ATM,  to 
its  customers.  MOL  has  a  large  customer 
base  in  the  banking  sector. 

After  the  restructuring  of  the  company, 
MOL  has  increased  the  focus  on  systems 
integration  activities,  a  wide  variety  of 
services,  and  providing  integrated  network¬ 
ing  solutions  to  specific  vertical  market 
segments. 
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PLLatinum™ :  the  industry's  highest  performing  PLLs. 

Our  single  and  dual  PLLs  are  about  to  take  you  lower  than 
you'ue  euer  gone  before.  In  fact,  the  PLLatinum  family  of  PLLs 
consumes  just  6mA  at  31f.  As  a  result,  they  deliuer  increased 
battery  life  for  all  your  wireless  designs.  They  also  offer  better 
noise  performance,  improued  lock  times,  and  the  industry's 
widest  frequency  range.  So  fax  to  852-2376-3901  with  a 
reference  code,  550240-3  for  free  product  selection  guide 
and  technical  information  or  contact  your  National  Semiconductor 
local  office. 
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National  Semiconductor  India  Liaison  Office: 

•  Suite  1109,  1 1th  Floor,  Raheja  Tower,  M.  G.  Road,  Bangalore  -  560  001,  India.  Tel.:  (80)  559*9467,  Fax  :  (80)  559-9470 
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would  soon  be  a  post-PC  place.  Instead, 
software,  applications  and  content  will  reside 
on  the  network,  and  users  will  have  a  type 
of  “Internet  appliance” — effectively, 
terminals — in  their  homes  to  select  what  they 
want  from  the  network.  Driving  this  scenario 
is  the  cost  of  PC  hardware  and  support 
services,  he  said. 

“A  PC  is  a  ridiculous  device;  the  idea  is 
so  complicated  and  expensive,”  he  said. 

‘What  the  world  really  wants  is  to  plug  into 
a  wall  to  get  electronic  power  and  plug  in  to  get 
data.” 

Gates  baits 

Gates,  however,  pooh-poohed  the  notion  of 
a  post-PC  generation. 

“You’ll  still  need  a  way  of  storing  the 
applications  that  you  download  from  the 
network  and  your  personal  data,”  he  said.  PCs 
will  be  transformed  but  in  a  different  way. 
“Multimedia  is  becoming  standard  on  PCs,” 


Gates  said.  “The  key  theme  is  the  idea  of  the 
PC  as  a  communication  tool.” 

This  will  yield  PCs  that  look  different 
from  today’s  models.  “Wallet  PCs  will  be 
carried  around,  and  you’ll  see  kiosk  PCs  and 
portable  PCs  that  will  all  be  hooked  up  into 
a  unified  network  that  provides  a  rich  set  of 
applications,”  Gates  predicted. 

PDA  plan 

Gates  sang  a  familiar  song,  about  a  Microsoft 
personal  digital  assistant  (PDA).  This  time, 
he  said,  the  company  will  work  with  a  major 
computer  vendor  to  develop  a  wallet-size  PC 
in  the  coming  year. 

Gates  acknowledged  that  PDA  pioneers 
have  largely  dwelled  in  a  market  desert,  but 
he  insisted  that  Microsoft  remains  committed 
to  the  wallet  PC.  He  said  the  company  plans 
to  codevelop  a  product  priced  at  less  than 
$500  with  good  wireless  communications  ab¬ 
ilities  and  connectivity  with  PCs.  ■ 


Internet  Access  Router  From  Wipro 


Wipro  Infotech  launched  its  LTS  range 
of  Remote  Access  Servers  worldwide  at 
the  Sun  Icon  Keys  Solutions  Fair  at 
Hawaii.  The  LTS-IAR,  a  corporate 
subscriber  Internet  access  router,  enables 
access  to  the  Internet  for  the  entire 
enterprise  from  a  common  link,  said 
Wipro.  The  fair,  which 
was  a  part  of  the  annual 
Sun  Icon  Partners 
Conference,  had  various 
vendors  from  around  the 
world  displaying  their 
software,  hardware,  and 
peripheral  solutions  for 
Sun  platforms  to  visitors 
consisting  of  Sun’s 
distributors,  resellers,  and 
technology  partners. 

The  LTS-IAR  is  the 
latest  in  Wipro’s  line  of 
Lan  Terminal  Servers  (LTS)  designed  in- 
house  by  Wipro.  The  IAR  compliments 
the  Sun’s  NETRA  Internet  access  to  give 
it  an  enterprise  wide  reach.  The  two  or 
four  port  Internet  Access  Router  can 
connect  SOHO  workers,  telecommuters, 
and  remote  LANs  to  a  corporate  LAN  to 
share  a  common  Internet  link.  Over 
standard  and  publicly  available  telephone 
lines,  these  remote  users,  said  Wipro,  can 
dial  into  the  LTS-IAR  sitting  on  the 


corporate  LAN,  and  use  the  Internet  as  a 
service  on  the  network.  That  saves  costs 
on  separate  Internet  connections  for  each 
user.  Also  a  single  corporate  Internet  server 
can  cater  to  the  entire  enterprise. 

The  LTS-IAR  would  give  Wipro 
resellers  and  OEMs  worldwide  a  proactive 
tool  to  spread  the 
Internet  access  market 
from  an  “Individual’s 
Internet”  to  “Corporate 
Internet  Access,”  said 
Sudhir  Sethi,  general 
manager  of  the  Com¬ 
munications  Peripher¬ 
als  Division  of  Wipro 
Infotech.  Some  of  its 
other  features  like  a 
“Numberless  IP,”  said 
B.Sonesh,  product 
manager  at  Wipro  for 
remote  access  products,  not  only  permits 
savings  in  the  number  of  IP  addresses,  but 
also  provides  an  inherent  firewall  for  the 
corporate  LAN.  Since  it  allows  the  use  of 
the  same  network  address  on  all  the  WAN 
ports  as  that  on  the  LAN,  hackers  get  to 
see  only  the  LTS  as  the  network  device. 
“They  cannot  access  the  servers  on  the 
LAN,  until  permitted  to  do  so,”  added 
Sonesh. 

The  Lan  Terminal  Server  was  first 
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Adroit  Introduces 
Zoom  Voice  Faxmodem 

Master  distributor  for  the  Zoom  range 
of  fax  modems  from  Zoom  Telephonies 
Inc.,  USA.  New  Delhi-based  Adroit 
Technologies  Incorporated  has  launched 
the  Zoom  range  of  Voice  Fax  modems 
in  the  country.  Targeting  the  recently 
growing  home  market  and  small  office 
segment  in  India,  Adroit  is  offering  two 
models  including  the  external  VFX 
14.4V  and  the  internal  VFP  14.4V 
modems. 

In  addition  to  being  full-featured  14.4 
kbps  data  modems  and  14.4  kbps  Group 
III  faxes,  the  Zoom  faxmodems  feature 
an  answering  machine,  fax  back,  fax  on 
demand,  and  voice  mail. 

Other  features  include  in-built  high 
speed  16550  UART  in  the  internal, 
remote  retrieval  of  voice  and  fax 
messages,  etc.  The  latest  from  Zoom  aim 
at  integrating  computers  and  telephones. 

For  further  information  get  in  touch  with: 

Adroit  Technologies 

Incorporated 

B-4/115, 

Safdarjung  Enclave 

New  Delhi 

Ph:  600132,  6871353 


developed  by  Wipro  on  a  royalty  on  sales 
agreement  for  the  US  market  with  the  US- 
based  start  up  Nupon.  The  products  are  con¬ 
tract  manufactured  for  Nupon  for  the  US  mar¬ 
ket  at  Wipro’s  facility  at  the  Madras  Export 
Processing  Zone.  Besides  targeting  the  local 
market  with  these  products,  Wipro  is  now 
aiming  at  markets  outside  the  US,  and  may 
eventually  modify  its  agreement  with  Nupon 
to  also  gain  marketing  rights  in  the  US  as  well, 
said  sources  close  to  Wipro  Infotech.  It  has  set 
up  operations  at  Singapore  as  the  hub  for  its 
Far  East  operations  since  March  this  year. 

That  is  in  addition  to  a  chain  of  distributors, 
resellers,  and  OEMs  in  17  countries.  It  is  setting 
up  operations  in  London  for  the  European 
market  by  the  end  of  this  year.  The  global 
installed  base  of  its  multiprotocol  remote 
access  products  is  expected  to  exceed  US  $  25 
million  in  1995-96.  ■ 
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In  the  last  couple  of  months  we  in  India  have  been  hearing  all  about  the 
Internet  and  all  the  interesting  things  that  we  can  do  with  it.  It  is  not 
such  a  well  known  fact  that  India  has  been  part  of  the  Internet,  albeit  in 
a  very  limited  way,  for  quite  a  few  years  now. 


Emett he  Educational  and  Research  NETwork,  set  up  by  the  National 
Council  of  Science  and  Technology  and  the  IIT's,  has  provided  this 
connectivity  to  a  large  number  of  scientific  and  educational  institu¬ 
tions.  This  is  in  keeping  with  the  hitherto  worldwide  image  of  the 
Internet  as  a  network  connecting  universities  and  educational  institu¬ 
tions. 

The  Internet  began  as  a  network  for  the  United  States  Department 
of  Defence  (DoD)  and  slowly  expanded  into  the  educational  world. 
Somewhere  down  the  line  commercial  organisations  also  started  us¬ 
ing  the  Internet. 

The  last  few  years  saw  an  explosive  growth  of  the  Internet  and  this 


brought  in  its  wake  a  large  scale  improvement  in  the  reliability  and  the 
performance  of  the  Internet.  Gone  are  the  days  when  messages  would 
disappear  into  nothing  and  one  could  wait  endlessly  for  connectivity  to 
be  established. 

The  Internet  we  are  told  is  a  “Network  of  all  Networks’”  and  this 
exemplifies  the  situation.  It  consists  of  computers  of  varying  pedigree, 
strung  together,  using  a  protocol  known  as  “Internet  Protocol”  or  IP. 
These  computers  talk  to  one  another  because  of  the  commonality  of 
protocol.  The  data  they  exchange  is  limited  only  by  the  imagination  of 
the  sender — of  course  it  is  another  matter  for  the  receiver  of  the  infor¬ 
mation  to  figure  out  what  the  information  is  all  about. 
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Internet  and  its  users 

The  primary  use  of  Internet  was  for  the  exchange  of  mail  and 
gradually  people  started  using  it  for  exchanging  data  files  and  even 
binary  program  files.  Other  utilities  got  developed,  primarily  in  the 
various  Unix  flavors,  which  helped  a  user  in  one  part  of  the  net¬ 
work  to  “log  into,”  or  use  computer  resources,  in  another  part  of 
the  network.  This  potentially  helped  people  work  from  their  homes 
without  commuting,  and  for  large  organisations  to  centrally  locate 
scarce  resources  for  use  from  any  part  of  the  world. 

In  India  the  primary  use  to  which  the  Internet  has  been  put  is  for 
exchanging  mail.  Some  of  the  E-Mail  service  providers  exchange 
mail  using  the  Internet.  Mail  is  only  one  of  the  facilities  which  the 
Internet  provides.  Some  of  the  others  are  rlogin  (remote  login), 
telnet,  and  file  transfer  using  ftp  (file  transfer  protocol). 

However,  the  most  significant  development  has  been  the  World 
Wide  Web  (WWW,  or  simply  the  Web  for  short).  The  Web  is  a 


collection  of  information  pages  that  anyone  can  construct  and  make 
available  on  the  Internet.  These  information  pages  have  Internet 
addresses  which  can  be  used  to  link  one  page  to  any  other  page  in 
the  Web  using  a  hyperlink.  For  example,  one  could  produce  a  se¬ 
ries  of  pages  containing  a  report.  References  in  the  report  to  other 
information  available  on  the  Web  can  be  linked  to  that  informa¬ 
tion,  which  when  invoked,  will  take  the  reader  to  those  pages. 

More  about  the  Web  in  detail  in  a  future  article.  Let  us  see  first 
how  the  Web  can  be  accessed.  The  Web  can  be  accessed  using  pro¬ 
grams  known  as  “browsers.”  There  are  several  browsers  available 
but  the  most  famous  one  is  the  “Mosaic.”  The  Netscape  is  another 
commercially  available  browser.  Browsers  typically  provide  a 
graphic,  mouse-driven  interface,  which  makes  them  intuitive  and 
easy-to-use.  In  addition,  since  Web  pages  contain  various  types  of 


information,  including  graphics,  video,  sound  and  many  other  types 
of  encoded  information,  the  browsers  provide  the  interface  for  pre¬ 
senting  this  data  to  the  user.  This  makes  the  Web  a  multimedia 
environment. 


Accessing  the  Internet 

So  then  how  do  we  access  the  Internet?  To  start  with  there  has  to 
be  a  “service  provider.”  A  service  provider  is  an  organisation  which 
is  licensed  to  provide  the  Internet  connectivity  service  to  its  cus¬ 
tomers.  In  India,  Videsh  Sanchar  Nigam  Limited  (VSNL)  provides 
such  a  service  and  it  is  called  the  “Gateway  Internet  Access  Serv¬ 
ice.”  Currently  this  service  is  limited  to  the  cities  of  Bombay,  Delhi, 
Calcutta  and  Madras,  and  is  slated  to  expand  to  other  metros.  This 
means  that  prospective  users  of  this  service  in  any  one  of  these 
cities  can  use  the  service  for  the  additional  cost  of  a  local  call.  The 
service  provider  would  provide  a  number  to  dial-in  in  each  one  of 
these  locations.  Each  user  would  also  be  provided 
with  a  log-in  identification  and  a  password  which  can 
be  reset  by  the  user  once  he  uses  the  service  for  the 
first  time. 

Coming  to  the  equipment  required  at  the  subscrib¬ 
er’s  end,  the  first  component  is  the  modem  which 
interfaces  the  subscriber’s  equipment  (a  terminal  or 
a  computer)  to  the  telephone  line.  The  subscriber 
then  uses  a  personal  computer  or  a  terminal  to  estab¬ 
lish  communication  with  the  service  provider.  Of 
course  the  facilities  that  will  become  available  when 
using  either  a  terminal  or  a  personal  computer  are 
very  different.  The  most  preferred  way  to  use  the 
Internet  is  through  a  personal  computer  as  the  users 
have  the  flexibility  to  do  a  lot  of  things  ranging  from 
sourcing  and  storing  data  from  across  the  Internet,  to 
using  tools  of  choice  to  browse  the  Internet. 

What  about  the  software?  On  a  personal  compu¬ 
ter  you  would  need  a  piece  of  software  to  interface 
with  the  Internet  Protocol  (IP).  For  a  connection 
through  a  dial-up  telephone  line,  the  software  is 
known  as  SLIP  (Serial  Line  Interface  Protocol)  soft¬ 
ware.  Several  vendors  provide  this  software  both  as 
a  standalone  and  also  as  part  of  the  personal  compu¬ 
ter.  Other  tools  such  as  browsers,  editors,  and  mail 
packages  can  be  added  on  at  a  later  stage  when 
needed.  There  is  a  wide  choice  available  from  pub¬ 
licly  available  freeware  to  priced  products  with  a  host  of  user- 
friendly  features  and  support. 


Access  costs 

What  about  the  costs?  We  are  lucky  in  a  way  as  the  basic  tariff 
that  VSNL  is  levying  is  very  reasonable  even  by  international 
standards,  starting  at  a  low  of  Rs.  500  per  annum  for  a  bonafide 
student.  Of  course  the  line  connect  charges  would  be  in  addition 
to  this,  and  would  be  the  standard  DoT  rates  for  local  calls,  if 
you  are  in  one  of  the  cities  where  the  service  is  currently  being 
provided. 

Organisations  may  need  to  have  Internet  access  for  all  or  a  few 
selected  employees.  The  scenario  mentioned  above  is  for  individual 
users,  and  may  not  be  valid  for  organizations  as  each  employee 
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(And  what  they  don't) 


655368  total  bytes  aeaory 
681184  totes  free 
tfelue  Serial  Neater  is  Z4S8-1Z8Z 


1559532%  bytes  total  disk  space 
274432  bytes  la  68  directories 
48861184  bytes  la  1842  aser  files 
186823688  bytes  available  oa  disk 


48%  bytes  la  each  allocatioa  an  it 
38876  total  allocatioa  Baits  oa  disk 
26888  available  allocatioa  salts  oa  disk 


IB-NS  tiers ioa  5.88 


One  faulty  Connector  and  a  computer  worth  millions  will  fail  the  simplest  test.  As  an  OEM  you  know  that. 
Which  is  why  engineers  prefer  TVS  Berg  Connectors.  Flawlessly  engineered  for  total  reliability, 
TVS  Berg  Connectors  make  sure  you  don't  have  problems. 

TVS  Berg  Connectors  feature:  •  Gold/Tin  lead/GXT™ plating.  •  Phosphor 
bronze  contact  material.  •  Double  serrated  cable  slot.  •  Early  entry  contact. 

•  Conform  to  DIN  specifications.  •  UL  approved. 

Fully  pretested  cable  assemblies  to  any  specification,  for  any  application  are 
available.  So  call  TVS  Berg  today  -  And  don't  worry  about  failing  connectors 
anymore. 


WITH  YOU.  FOR  YOU. 


TVS  BERG  LTD  Manufacturing  plant  at  Madurai.  Marketing  Offices:  *  Bangalore:Shantala  Plaza  146,  8th  Mam  Road, 
Odd  Canara  Union  Malleswaram,  Bangalore  560  003.  Tel:  080-3346466,  080-331 1 351 .  Fax:  080-3342500,  *  Bombay:  205, 

Madhwa  Building,  Bandra-Kurla  Complex,  Bandra  (East),  Bombay  400  051 .  Tel:  6452582-83,  Fax:  022-6433256.  *  New  Delhi:  806, 
Vikram  Towers,  16,  Rajendra  Place,  New  Delhi  110  008.  Tel:  5755738,  5734027,  Fax:  011-5755738. 
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would  have  to  have  his  own  modem  and 
equipment  connecting  to  the  service  pro¬ 
vider.  This  would  become  unmanageable. 
Service  providers  provide  organisations 
with  the  option  of  connecting  up  through 
a  leased  line.  Such  organisational  connec¬ 
tions  would  be  to  a  central  server  at  the 
organisation  end  which  in  turn  would  be 
connected  to  the  individual  units  of  the  em¬ 
ployees  which  again  may  be  terminals  or 
personal  computers. 

Putting  the  Internet  to  use 

So  then  we  have  the  Internet  and  we  are 
connected...  what  do  we  do  with  it.  Let  us 
look  at  what  could  be  achieved  with  the 
Internet  in  our  country  by  the  various 
classes  of  prospective  users. 

Students 

Depending  upon  their  academic  incli¬ 
nations  there  is  a  wealth  of  information 
on  specific  subjects — besides  recreational 
topics  such  as  films,  books  and  pen-pals — 


to  help  students  keep  abreast  of  current 
events  and  happenings.  All  prominent 
universities  and  most  of  the  other  educa¬ 
tional  institutions  are  part  of  the  Internet 
and  place  all  their  data  and  research  pub¬ 
lications  on  the  Internet  for  the  benefit  of 
other  scholars.  A  very  detailed  directory 
of  Web  Servers,  providing  a  wealth  of 
information  on  various  topics  in  a  neatly 
classified  manner,  may  be  found  at  the  fol¬ 
lowing  location:-  http://www.yahoo.com/ 


.  The  site  located  at  Stanford  University 
has  a  very  large  directory  pointing  to  other 
locations. 

Professionals 

Besides  keeping  up-to-date  with  their  area 
of  interest,  professionals  could  also 
experiment  with  newer  ways  of  doing  their 
work.  Most  professional  bodies  now  have 
a  presence  on  the  Internet  and  encourage 
members  to  participate  electronically  in 
their  meetings,  newsletters  and  technical 
deliberations.  Collaboration  and  par¬ 
tnerships  become  easy  as  people  of  simi¬ 
lar  interest  are  within  reach  to  exchange 
ideas,  views  and  information. 

Organisations 

Organisations  could  derive  a  host  of  ben¬ 
efits  from  having  a  presence  in  the  Internet. 
Organisations  need  not  only  access  infor¬ 
mation  from  the  Internet  but  could  also 
provide  information  about  themselves  and 
the  products  or  services  they  deal  in.  This 
will  not  only  provide 
them  with  an  avenue  for 
marketing  across  na¬ 
tional  and  regional 
boundaries,  but  also  pro¬ 
vide  a  mechanism  for 
their  agents  or  users  to 
reach  them  effortlessly. 
Thus  newer  ways  of 
product  support  and 
marketing  could  be  ex¬ 
plored. 

There  is  no  doubt 
that  the  Internet  is  here 
to  stay  and  would  pro¬ 
vide  a  host  of  possibili¬ 
ties  to  users  in  all  walks 
of  life.  However  there 
are  certain  ethical  and 
political  issues  that  need 
to  be  straightened  out. 
The  Internet  today  is  not 
policed  and  leaves  scope  for  a  lot  of  ques¬ 
tionable  practices  ranging  from  purvey¬ 
ing  pornography  to  accessing  sensitive  data 
with  malicious  or  criminal  intent.  These 
and  other  issues  such  as  legality  and  secu¬ 
rity  will  be  discussed  in  subsequent  arti¬ 
cles  in  this  series.  ■ 


The  author  is  T.  Gopinath,  Program 
Manager,  Electronic  Commerce  Digital 
Equipment  India  Limited. 


The  World  Wide  Web,  like  other  human 
communities,  is  not  colour  blind,  in  fact,  the  Web 
sports  many  sites  dedicated  to  specific  ethn¬ 
icities  as  well  as  to  more  general  minority  groups. 
Here  are  a  few  business  and  technology  sites 
aimed  at  women  and  minorities. 


Check  out  http://www.sdsu.edu/wit  for  the 

Women  in  Technology  Directory,  a  listing  of 
names,  numbers,  areas  of  expertise  and  other 
pertinent  data  on  women  in  IS,  engineering  and 
other  technical 
fields.  Looking  for 
female  Unix  program¬ 
mers  with  experience 
in  the  financial  serv¬ 
ices  industry  with 
whom  to  share  war 
stories?  Start  a 
search  here. 


Comline  Business  Data  runs  a  daily  news  serv¬ 
ice  that  reports  on  the  high-tech  and  financial 
industries  in  Japan.  See  http:// 
www.twics.com/comline/home.html  for  reports 
on  how  many  Japanese  homes  have  PCs  and 
what  they  do  with  them,  the  latest  products  from 
Japanese  computer  makers  and  many  other  top¬ 
ics.  English-Japanese  translation  services  are 
also  available. 

The  Asian-American  Business  Association  (AABA) 
at  http://spidey.usc.edu/-milanie/abba  was 

created  to  help  Asian-American  college  students 
prepare  to  enter  the  business  world.  The  site  is 
thin  on  content,  but  its  should  be  enhanced  by 
year  end,  AABA  officials  said. 

A  group  of  Chinese  networking  professionals 
started  the  Chinese  Information  and  Networking 
Association  in  1992  to  swap  shop  talk.  Since 
then,  300  people  have  joined,  according  to  the 
group’s  home  page  at  http://www.aimnet.com/ 
cina/cina.html.  The  group  arranges  all  manner 
of  busines  and  IS  seminars  and  occasionally  lists 
job  openings  at  Silicon  Valley  area  companies. 

And  guess  what,  there's  also  Web  India  at  http:/ 
/www.webindia.com  for  global  users  requiring 
information  on  India.  Web  India  is  a  well 
constructed  site  aimed  at  business  and 
technology  related  to  India.  Information  on 
business  and  technology  opportunities  in  India 
as  well  as  Indian-owned  companies  worldwide 
resides  here.  _ 
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Law  of  lntelDX4™  OverDrive 

X-3X 


If  your  car  were  to  run  on  it. . . . 


....it  would  cruise  like  an  aircraft 


The  Spectacular 


Si 


And  Reliable 

PRIYA  SERVICE 

TIRED  OF  SLOW  SPEED  PROCESSING? 


You  don't  have  to  dispose  your  slow  computer  systems.  Give  a  new  lease  of  life  to  your  existing  machines  with 
lntelDX4™.  And  make  your  regular  programs  run  almost  three  times  faster.  Its  like  your  car  cruising  at  aeroplane  speed. 


THE  lntelDX4™  OverDrive  PROCESSOR 


Intel's  speed  tripling  technology  increases  the  internal  clock  speed  of  the  processor  three  times  over  the  system 
bus.  For  eg.  when  it  is  installed  in  a  33  MHz  486SX  or  DX  CPU  -  based  system,  the  integer  unit,  floating  point 
unit  and  cache  operate  at  100  MHz  while  the  speed  of  the  external  bus  remains  at  33  MHz.  Thus  delivering  the 
same  performance  as  a  similarly  configured  lntelDX4™  CPU-based  system. 


THE  PRIYA  CONFIDENCE 


Priya  excels  in  making  high  quality  products  available  at  very  affordable  prices. 
Add  to  that  the  trusted  support  of  Priya's  service  and  assurance  of  genuine  quality. 

And  you  have  a  winning  combination. 

Choose  Priya.  And  stay  ahead.  Confidently. 


Making  Hi-tech  Easily  Affordable 

Priya  International  Limited 

P.0.  Box  10109,  Podar  Chambers,  4th  Floor,  109,  S.  A.  Brelvi  Road,  Bombay  400  001. 

Tel.:  266  361 1 , 266  3676,  266  3900,  266  0596,  266  2764,  266  4026 « Telex:  011-85495  PRIA  IN  « Fax.:  91-22-266  4154,  285  4037 

Branch  Offices:  Bangalore:  Tel:  91-80-2214027,  2214395  Telex:  0845-8211  PRIA  IN  Fax:  91-80-2274105  •  Calcutta:  Tel.:  91-33-2422378, 
2422379  2428015  Fax:  91-33-2423086,  2424884  •  Delhi:  Tel.:  91-11-3314512,  3310413  Telex:  031-65072  PRIA  IN  Fax:  91-11-3719107 
•  Madras:  Tel.:  91-44-4349031 , 4349597  Fax:  91-44-4340093  •  Secunderabad:  Tel.:  91-40-813120,  81 421 5  Telex:  0425-6334  PRIA  IN  Fax:  91-40-813549 

*The  Logos  and  Trade  Marks  shown  above  are  of  their  respective  owners. 


S3 


[Vandit  Designs 


90 


HP  debuts  9000  K-Class  server 


HP  9000  K-Class  servers, 
claimed  to  be  the  heart  and  soul 
of  the  HP  1995  PA  RISC  server 
lineup,  recently  made  an  appear¬ 
ance  in  the  Indian  market.  The 
next-generation,  multiuser  RISC/ 
Unix  HP  9000  platforms  were 
launched  globally  as  far  back  as 
March  this  year,  and  the  India 
launch  has  been  slow  in  the  com¬ 
ing.  “The  three  K-Class  servers, 
the  K100,  K200  and  K400,  are 
the  first  HP  9000  systems  to  be 
powered  by  the  PA  7200  proces¬ 
sor,  utilize  the  new  960  MB/sec- 
ond  ‘runway’  processor,  and  be 
packaged  within  a  re-designed 
space  efficient  cabinet.  These 
platforms  are  positioned  in  the 
high  end  of  the  mid  range  of  the 
HP  9000  product  line — between 
the  top-of-the-line  T500  and 
the  current  I-Class  systems,” 
commented  an  HCL-HP  source. 

The  HP  9000  K-Class  serv¬ 
ers  range  in  price  from  Rs.  17 
lakhs  to  one  crore  rupees  and 


upwards.,  HCL-HP  sources  in¬ 
formed. 

The  range  starts  out  with  the 
uniprocessor-only  K100  system, 
which  carries  and  entry  level 
price  tag  of  Rs.  17  lakhs.  The 
K200  meanwhile,  is  capable  of 
supporting  up  to  four  processors 
and  five  I/O  slots.  The  more 
highly  configurable  K400,  also 
designed  for  one  to  four 
procesors  and  with  up  to  13  I/O 
slots  available,  includes  128  MB 
of  memory.  To  make 
upgradeability  easy,  the  K100, 
K200  and  K400  all  use  the  same 
cabinet.  Upgrading  processors 
two  through  four  for  the  K200 
and  K400-PA  7200CPUs  can  be 
installed  within  minutes,  it  is 
stated. 

Said  an  HCL-HP  source,  “the 
price/performance  and  scala¬ 
bility  will  ensure  its  premier  po¬ 
sition  in  the  Indian  marketplace. 
The  four  processor  K200  and 
K400  turned  in  performance 


results  of  2,616  tpm  CV3  (trans¬ 
actions  per  minute  under  version 
3  of  the  Transaction  Processing 
council’s  comprehensive  TCP-C 
online  transaction  processing 
(OLTP)  benchmark).” 

According  to  the  company, 
K-Class  servers  can  be  upgraded 
with  PA  8000 — which  are 
claimed  to  have  double  the  per¬ 
formance  of  the  PA  7200 — and 
it  is  highly  probable  that  an  up¬ 
graded  K400  with  four  proces¬ 
sors  will  achieve  performance 
ratings  of  well  over  5,000  tpmc 
within  a  year. 

“HP  has  always  followed  a 
product  strategy  of  providing 
low-cost,  entry-level  systems  to 
minimize  the  initial  purchase  risk 
for  IS  decision  makers.  The 
K100  is  the  embodiment  of  the 
strategy.  For  approximately  Rs. 
17  to  Rs.  18  lakhs  the  K100 
includes  HP-UX  10.0,  32  MB  of 
memory,  2  GB  disk,  CD-ROM, 
five  I/O  slots,  802.3  LAN  with 


HCL-HP’s  9000  K-Class  server: 

robust  symmetric  multiprocessing 
implementation 

autosensing  Ethertwist  connec¬ 
tion  and  other  standard  features 
of  the  K-Class. 

The  K200,  meanwhile  is  po¬ 
sitioned  as  the  HP  9000’s  price/ 
performance  standard  bearer 
against  competitors’  product 
offerings.The  single  processor 
K200,  includes  64  MB  of 
memory  and  a  2  GB  disk  drive. 

The  K400  has  the  same 
processing  capabilities  as  the 
K200  but  can  provide  an  addi¬ 
tional  eight  I/O  slots  with  a  peak 
I/O  bandwidth  of  256  MB/sec- 
ond  and  a  maximum  disk  capac¬ 
ity  of  5.2  terabytes. 

According  to  an  industry 
analyst,  the  midrange  G,  H,  I- 
Class  servers  are  positioned 
below  the  K-Class  in  both  per¬ 
formance  and  price.  Decision 
makers  that  were  considering  an 
H-or  I-Class  system  will  now 
need  to  consider  the  price  versus 
scalability  trade-offs  compared 
to  acquiring  a  K-Class. 


K100 

K200 

K400 

Processors 

1 

1,2,3  or  4 

1,2,3  or  4 

Est  tps  performance 

800 

800/1,500/2,100 

2,616 

800/1,500/2,100 

2,616 

Min/Max  memory 

32  MB/5 12  MB 

64  MB/1  GB 

128MB/2GB 

Max  I/O  slots 

4  HP-PB+ 

1  HP-HSC 

4  HP-PB+ 

1  HP-HSC 

8  HP-PB+ 

5  HP-HSC 

Max  I/O  Bandwidth 

128  MB  /  second 

128  MB  /  second 

256  MB  /  second 

Max  Disk  Storage 

2.3  TB 

2.3  TB 

5.2  TB 

Price  :  Ranges  from  Rs.  17  lakhs  to  over  one  crore  rupees,  across  models  K100,  K200  and  K400, 
depending  on  the  configuration. 
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Large  Systems 


S/390  clustering  in  start  up  mode 


IBM’s  mainframe  clustering  tech¬ 
nology,  called  parallel  sysplex,  is 
starting  to  come  into  full  flower. 
That  should  make  it  possible  for 
the  sysplex  con¬ 
cept  to  take  root 
beyond  the  small 
number  of  early 
adopters. 

However, 
widespread  im¬ 
plementations  of 
full  fledged 
sysplexes  won’t 
start  until  late  this 
year  or  1996, 
mainframe  users 
and  analysts  said. 

One  key  par¬ 
allel  sysplex  fea¬ 
ture  allows  clus¬ 
ters  of  mainframes  to  share  com¬ 
mon  pools  of  data.  But  this  data 
sharing  support  between  main- 

i 


frames  still  has  to  be  added  to 
key  products  such  as  IBM’s  DB2 
and  VS  AM  flat-file  software. 

A  DB2  release  with  data 
sharing  is  due  in 
November,  and 
IBM  said  a 
VSAM  update 
should  follow 
early  next  year. 
But  even  then, 
sysplex  adop¬ 
tion  will  be  gov¬ 
erned  by  the 
willingness  of 
customers  to 
upgrade  their 
System/390s  to 
those  products 
and  recent  re¬ 
leases  of  the 
MVS  operating  system  and 
other  mainframe  software.  Such 
upgrades  are  often  done  one 


product  at  a  time,  with  several 
months  of  testing  in  between  to 
isolate  any  problems,  users  said. 

Sysplex  technology  has  been 
available  from  IBM  for  several 
years,  but  it  was  originally  limited 


•  9672  air-cooled 
mainframes 

•  ES/9000  5 1 1  and  7 1 1 
series 


to  functions  such  as  synchroniz¬ 
ing  system  clocks.  The  parallel 
version  with  data  sharing  was  in¬ 
troduced  early  last  year  and  just 
became  reality  when  IMS  5.1 
shipped  last  spring. 


•  Stand-alone  9674 
coupling  facility 

•  Dedicated  CPUs  on  a 
participating  mainframe 


SOFTWARE 


•  Operating  system  -  MVS/ESA  5. 1  or  higher 

•  Communications  -  VTAM  4.2  or  higher 

•  Storage  management  -  DFSMS  1 .2 

•  Transaction  managers  -  IMS  5. 1  ,CICS  4. 1  or  higher 

•  Database  managers  -  IMS  5. 1 ,  DB2  4. 1  ,*  Software  AG’s  Adaplex+ 

*Scheduled  to  ship  later  this  year 


IBM’s  parallel  sysplex  is  clus¬ 
tering  technology  that  lets  up 
to  32  System/390  machines 
act  as  a  single  mainframe. 

■  All  of  the  machines  can  share 
data,  application  workloads 
and  system  resources. 

■  Workload  managment  soft¬ 
ware  parcels  out  processing 
jobs  to  different  systems,  and 
end  users  do  not  need  to  know 
what  machine  they  are  logging 
in  to. 

■  Processing  is  rerouted  to 
another  member  of  the  cluster 
if  a  system  crashes. 


Pieces  of  the  puzzle 

The  following  mainframe  hardware  and  software 
are  required  to  set  up  a  parallel  sysplex  : 


PROCESSORS  HI  CLUSTERING  HARDWARE 


WHICH  MODERN  DAY  INDIAN  COMPANY 

MAKES  HEADS  ROLL? 


8</T  T£</£* 

Week  after  week  hundreds  of  dot  matrix  printheads  roil  to  TRANS  DOT  for  remanufacture.  After  all,in  India  only  TRANSDOT  has  the 
technology  and  equipment  to  remanufacture  printheads  with  the  flawless  precision  and  ruthless  efficiency  it  calls  for. 

WORLD  CLASS  TECHNOLOGY  FROM  DOT  SHOP  INC.,  USA.  ■  EXTENSIVE  LIST  OF 
CORPORATE  CLIENTS  ■  REASONABLE  PROCESS  PERIOD.  MEGA  SAVINGS. 


•••  •••  •••••• 


TRANS, 

(A  Transmatic  Group  Company) 


TRPTI5DOT  ELECTROMIC5  PVT  LTD 

Golf  Links  Road,  Kowdiar,  Trivandrum-695  041,  India. 

Tel:  91-0471-435608,  433805  Fax:  91-0471-432465 
Tlx:  435-6217  TSL  IN 


WARNING 


ONLY  UNTAMPERED  PRINTHEADS  WILL  BE  ACCEPTED  FOR  REMANUFACTURE 


DEALERS'  LIST:  •  AHEMEDABAD  -  V  Repair,  Ph:  405620  •  ALLAHABAD  Grain  Technologies,  Ph:  6029B2  •  AJMER  -  Unicom,  Ph.50981  •  AMBALA  CANNT.-Computer  Touch,  Ph.643285  •  BANGALORE 

•  Dljilelek  Systems  &  Services,  Ph:  337446S;  Trinity  Business  Systems,  Ph:  645324,  648029  •  BAR0DA  -  Palwa  Kinarivalo  Electronics,  Ph:  326588  •  BELGAUM-MicroMnk,  Ph:  21482  •  BHAVANAGAR 
-  KMS  Computer, Ph:241 64  •  BHILWARA  •  S.R.  Enterprises,  Ph.22362  •  BHOPAL-  Compquesl  Consultants,  Ph:554089,  Computer  &  Computers,  Ph:  5540B9  •  BOMBAY  -  Automate  Technologies,  Ph:  2624409; 
Cattro  Ctmptilirs-X Technologies,  Ph:  6232002,  6235604,  Up-Time  Computer  Services  Pvt.  Ltd.,  Ph:4925lll,  Video-Tech,  Ph:3826357  •  CALCUTTA -Cyber  Services,  Ph:47302S2  •COIMBATORE  -  Krisan 
Offk*  Automations,  Ph:21 0747  •  DELHI  -  Nidhi  Marketing  Computers,  Ph.538831  •  GAHDHIDHAM-  Pars  Building  Products,  Ph:  23824,  22138  •  GOA  -  Foundation  Business  Systems,  Ponda,  Ph:  312491 

•  GWALIOR  -  Vedlc  Computers,  Ph:  320928  •  HUBLI-DHARWAR  -  Kidiyoor  Electronics,  Ph:  41817  •  HYDERABAD/SECUNDERABAD  -  Orient  Business  Services  Pvt.  Lld.,Ph:847478  •  INDORE-  Syslemalix 
Computer  Services,  Ph:  491 577  •  JALANDHAR  CITY-  Primrose  Computer  Aids,  Ph.252975,  2S5249  •  KH0TA-  Shobhil,  Ph.28282  •  KOCHI-  Kuruvithadom  Agencies ,  fhJ*S342  •KURNOOL  -  Fair  Deal 
Enlarprists,  Ph:  25750  •  LUDHIANA-  Secant  Terhnologies,  Ph.45689l  •  MADRAS  -  Transdot  Electronics  Pvt.  Ltd.,  Ph:  4990544,  4993927.  VRP  Electronics,  Ph:  8274827,  82B3663  •  MANIPAL  -  Dot 
Cnro,  Pk  44009  •  NAGPUR-  Key  Computer^  Ph:  536263  •PONDICHERRY-  Microplus  Computers,  Ph:  38913*  PUNE  -  Shree  Engineering  Corpn.,  Ph:  334533  •  RAJKOT  -  Mihir  Computers,  Ph:  46668 

•  SATNA  -  Shubhom  Computers,  Ph:  47277  •  SURAT  •  Samrudhdhl  Systems,  Ph:  S2960  •  TIRUCHIRAPAUI  -  Sri  Vadhana  Enterprises,  Ph:  432892  •  TRICHUR  -IRS  Systems X  Services,  Ph -25560  *TR 
(VAHDRUM  -  Blue-Jay  Global,  Ph:  441 753  •  UDAIPUR-  Apex  Informatics,  Ph.2B330  •  VIJAYAWADA  •  Andhra  Computer  Services,  Ph:  43SS6B  •  YISAKHAPATNAM-  Mlcronel  Technologies,  Ph:  $46424 


WHIN  QUALITY  IS  AN  IMPERATIVE 

YOU  DESERVE  EXCELLENCE ! 

POWER  MANAGER 

Series  UPS 
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POWER  MANAGERS 
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INTELLIGENT  ON-LINE  UPS  SYSTEMS 
MATCHLESS  PERFORMANCE  AT 
UNBEATABLE  PRICES 
TOTAL  POWER  MANAGEMENT 
SOLUTIONS 

STATE  OF  THE  ART,  PATENTED*  FOUR 
QUADRANT  TECHNOLOGY  FROM 
SYSTEL,  ISRAEL 


Used  internationally 
in  critical  defence 
and  space  applications 
and  now  in  computers 
and  other  electronic 
equipment. 


ADCEChl 

(A  Transmatic  Group  Company) 

Adtech  Power  Systems  Ltd. 

9/908,  Sasthamangalam, 
Trivandrum  -  695  010,  INDIA. 
Phone  :  0471-68462,  69445 
Fax  :  0471-69456 


FOUR  QUADRANTTECHNOLOGY* 


FEATURES:#  Four  Quadrant  Dig  ifal  Controlled  Technology 
#  Super-  stable,  40  microsec  response  control  •  High  grade  Sinewave  output,  grounded  and 
fully  isolated  from  input-eliminates  common  mode  noise  #  Totally  Crash  Free  •  Smooth 
digital  PLL  •  Supports  extreme  input  conditions  #  POWER  MANAGER  Software  Package  and 
Hardware  interface  provide  full  two  way  UPS  management  via  RS232,  Modem  and  SNMP  with 
remaining  true  backup  time  and  battery  weakness  messages  •  Full  support  for  LAN. 


DEALERS  :  •  BANGALORE  -AUTOMATION  &  ALLIED  SERVICES,  Ph  :  641077  •  BOMBAY  -  INTERROOFS, 
Ph:  8218742#  COCHIN -ADTECH,  Ph:  345202#  COIMBATORE  -ADVENT SYSTEMS;  Ph:  576297#  COLOMBO 
-KECT LANKA  (P)  LTD,  Ph  :  592193  •  HYDERABAD  -  PERIDOT  TECHNOLOGIES 
Ph:  312820  •  KASARAGO D-BEEKAYOM  AUTOMATION  INC  Ph:  522840. 

•  KOLLAM  -  ELECTROCOM  MARKETING  AND  MANAGEMENT  SERVICES, 

Ph  :  741  463  •  MADRAS  -Comp  ACT  Ph:  4995001  •  MADURAI  -  MODERN 
APPLIANCES ,  Ph  :  26242  •  TRIVANDRUM-ADTEC//,  Ph:  68462,  69445 


DEALERSHIP 
ENQUIRIES  ARE 
WELCOME 


:  Systel's  USA  patent  number  -  5220492.  Power  Manager  is  made  in  India  by  Adtech  under  licence  from  Sysfel  Development  Industries,  Israel. 
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Sun  brews  Hot  Java  to  cool  net 

management  ills 


Enterprisewide  network  and  systems  management  problems  will 
melt  away  during  leisurely  cruises  on  the  World  Wide  Web  if  new 
technologies  from  Sun  Microsystems,  Inc.  and  other  vendors  live 
up  to  their  promise. 

Users  applauded  cutting  administrative  costs  through  Web-based 
management  of  remote  computers,  applications  and  network  de¬ 
vices,  but  they  also  pointed  to  security  concerns. 


*  *•  r  * 


With  Sun  Microsystems’ 
Hot  Java  World  Wide 
Web  browser  software, 
users  can  share  “applets”— small, 
downloadable,  special  purpose 
applications  that  add  new  dimen¬ 
sions  to  the  Internet  Clicking  on  an 
item  in  a  Web  page  can  activate 
applets  that  manipulate  text,  drive 
3-D  animated  graphics  or  do  sys¬ 
tems  or  network  management  tasks. 


Potential  percolating 

When  first  announced.  Sun’s  Java  and  Hot  Java  technologies  (see 
box  )  were  confined  to  “one  small  comer  of  the  Web  that  didn’t  look 
to  have  that  much  of  a  future. 

Since  then,  Netscape  Communications  Corp..  has  moved  to  in¬ 
corporate  Java  into  future  releases  of  its  widely  used  Netscape 
browser.  Given  the  prerequisite  of  se¬ 
curity,  that  makes  Java  “a  more  attrac¬ 
tive  possibility”  for  pushing  some  net¬ 
work  and  systems  management  fun¬ 
ctionality  out  to  help  desks  or  less 
knowledgeable  users  at  remote  sites. 

Some  users  believed  that  Hot  Java’s 
ability  to  distribute  and  make  use  of 
applets — small,  special  purpose  appli¬ 
cation  programs — could  compromise 
security. 

While  Sun,  so  far,  hasn’t  empha¬ 
sized  the  use  of  Java  or  Hot  Java  for 
network  or  systems  management,  us¬ 
ing  a  Web-based  interface  to  devices 
makes  perfect  sense,  said  a  Sun  source. 


Speak  to  me 

Sun's  Java,  whose  animated  mas¬ 
cot  is  Duke  (above),  is  an  object- 
oriented  language  similartto  C++. 
It  lets  users  create  platform-inde¬ 
pendent  applications  for  the 
Internet  and  open  Systems  net¬ 
works. 


Different  sides 

Analysts  differed  in  their  assessment  of 

Hot  Java’s  network  and  systems  management  benefits.  Because  Web 
based  management  entails  “another  interface  and  another  protocol, 
initially  it  will  be  more  applicable  to  managing  Web  servers  than  to 
general-purpose  network  and  systems  management”  said  an  indus¬ 
try  consultant.  h 


Borland  raises  stakes  for  development  tools 

Delphi  32  battles  with  Visual  Basic  to  become  environment  of  choice 


The  dominant  players  in  the  Windows  software  development  tools 
market,  Borland  International  Inc.  and  Microsoft  Corp.,  recently  laid 
bare  their  offerings  for  developers  moving  into  Microsoft’s  Windows 
95  world. 

Borland’s  Delphi  32  and  Microsoft’s  Visual  Basic  4.0  are  com¬ 
peting  to  be  the  visual  development  environment  of  choice  for  cor¬ 
porate  developers,  a  segment  of  the  tools  market  where  Powersoft 


Corp.’s  PowerBuilder  is  also  a  popular  option.  Based  on  early  user 
reactions.  Visual  basic  may  retain  its  crown  as  the  easiest  to  learn 
rapid  application  development  tool,  but  Delphi  will  continue  to  gain 
ground  among  developers  looking  for  more  power  and  flexibility. 

One-on-one 

Visual  basic  and  Delphi  have  beefed  up  database  access  capabilities 
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hether  a 


novice  or 
an  expert 
these  undisputed 
Windows  95 
Champions  guide  you 
through  the  new 
system  and  software 
with  ease.  Choose  the 
one  suited  to  your 
requirement 


WINDOWS  95  FOR  DUMMIES 

Sure  begining  for  learners 

The  book  takes  the  confusion  out  of  using  the  latest 
version  of  Windows  -  besides  customising  Windows  to 
suit  individual  needs. 

Big  size  400  Pages  •  Price:  Rs.  1 507- 


WINDOWS  95  SIMPLIFIED 

Quickest  learning  system  through  3-D  full- 
colour  visual  instructions 

Work  like  pro  by  following  simple  3-D  visual  spreads  on 
each  page.  Total  fusion  of  text  and  graphics  alongwith 
step-by-step  screen  flow  make  it  ideal  for  self-learners. 
Giant  size  240  Pages  •  Price:  Rs.  1507- 


WINDOWS  95  HANDBOOK 


The  next  step 

The  shortest  and  most  effective  way  to  perform  Windows 
95's  most  frequently  used  features-  including  complete 
information  and  practical  advice  on  modems,  on  line 


services,  faxes,  scanners,  multimedia,  sound,  CD-Rom, 
and  how  to  have  fun  with  Windows  '95. 

Big  size  600  Pages  •  Price:  Rs.  1 957- 


WINDOWS  95  UNCUT 

For  the  new  and  the  experienced 

A  comprehensive  expert  tutorial  guide  always 
providing  answer  to  any  question  you  have  - 
including  Local  Area  Network  with  advice  to  set  up  a 
network  in  Windows  95.  Serves  those  who  wish  to 
buy  only  one  book  on  Windows  95. 

Big  size  800  Pages  •  Price:  Rs.  295/- without  CD-ROM 
Rs.  450/- with  CD-ROM 


WINDOWS  95  SECRETS 

Tips  and  Tricks  for  the  Gurus 

Get  access  to  features  and  capabilities  which  microsoft 
doesn't  -  and  won't  document.  Make  Windows  your 
own  with  custom  set-up,  and  run  yourfavorite  programs 
written  for  DOS. 

Big  size  800  Pages  •  Price:  Rs.  295/- without  CD-ROM 
Rs.  450/- with  CD-ROM 
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Application  Development 


in  their  Windows  95  versions.  And  both  are  emphasizing  the  use  of 
components,  with  common  support  for  OCX,  or  OLE  controls. 

But  Delphi  offers  the  ability  to  deliver  applications  that  are  faster, 
standalone,  executable  files.  Visual  Basic  doesn’t  do  this  because  it 
is  an  interpreted  language  that  must  be  processed  at  runtime.  Users 
who  have  examined  both  said  Delphi  offers  more  powerful  object- 
oriented  programming  facilities. 

With  Delphi  32,  developers  can  use  both  OCXs  and  Delphi-spe¬ 
cific  components.  The  tool,  which  compiles  code  into  standalone 
Windows  95  executable  files,  includes  a  more  powerful  compiler, 
enhanced  visual  design  capabilities  and  more  database  connections 


Tools  Duel 


Closed  curtains 


Borland  is  still  trying  to  figure 
out  what  to  put  in  Delphi  32, 
which  is  due  out  90  days  after 
Microsoft’s  Windows  95. 

For  instance,  when  asked  if 
Delphi  32  would  make  it  as 
easy  for  developers  to  create 
OCXs  as  they  can  now  create 
Visual  Control  Libraries,  Anders  Hejlsberg,  Delphi’s  chief  architect 
said,  “We  haven’t  decided  if  that’s  in  or  out  yet." 

Or  how  about  whether  Delphi  32  will  include  a  data  access 
component  such  as  PowerBuilder’s  Data  Windows? 

‘There  are  a  couple  of  things  we’re  still  keeping  behind  the 
curtains,”  the  product  manager  said. 


and  design  support  than  the  16-bit  version  of  Delphi. 

As  long  as  developers  do  not  use  features  specific  to  the  32-bit 
environment  in  their  applications,  those  applications  can  be 
recompiled  using  the  current  version  of  Delphi  for  deployment  on 
Windows  3.1.  And  Borland  said  most  16-bit  Delphi  applications  can 
be  recompiled  for  32-bit  using  the  new  version  of  the  tool. 

Pricing  for  Delphi  has  not  yet  been  announced. 

Meanwhile,  in  India,  Visual  Basic  is  set  for  a  launch  in  Decem¬ 
ber,  1995.  Prices  for  both  the  Professional  and  Enterprise  Edition 
will  be  announced  at  the  time  of  launch,  it  is  stated.  m 


Delphi  32 

•  Full  32-bit,  with  support  for 
16-  and  32-bit  deployment 
Faster  32-bit  native  compiler 
Support  for  both  OCXs  (OLE 
controls)  and  native  Delphi 
components 

Price  and  availability:  Not 
disclosed 


Visual  Basic  4.0 

•  Full  32-bit,  with  support  for 
16-  and  32-bit  deployment 

•  Can  create  OLE  automation 
servers  and  distribute  ap¬ 
plications  logic  to  Windows 
NT  servers 

•  Price:  not  disclosed 

•  Availability:  the  software 
will  be  available  in  India  in 
December 


CA-Clipper  workbench  addition  draws  praise 


DOS  isn’t  sexy.  In  fact,  it  is  a  lot  like  Cobol — millions  of  lines  of  code 
are  still  in  use  and  will  continue  to  be  for  years  to  come. 

So  when  Computer  Associates  International,  Inc.  recently  intro¬ 
duced  the  latest  version  of  its  DOS  development  system — CA-Clip¬ 
per  5.3 — many  longtime  Clipper  users  were  anxious  to  begin  using 
new  programming  features  such  as  a  Windows-based  visual  work¬ 
bench  to  develop  DOS  applications. 

Users  said  that  they  are  generally  pleased  with  the  new  graphics 
support  and  other  features  found  in  CA-Clipper  5.3  (see  chart).  But  for 
all  its  bells  and  whistles,  the  latest  version  of  CA’s  Xbase  development 
system  lacks  several  features  that  some  users  have  been  clamouring 
for,  namely  class  creation  and  32-bit  support.  Classes  are  user  defined 
data  types  or  templates  to  create  objects. 

Nevertheless,  users  now  have  the  two  key  features  they  have  been 
lobbying  for — the  visual  workbench  and  integrated  development  en¬ 
vironment  functionality. 

CA-Clipper  and  other  graphical  user  interface  application  devel¬ 
opers  seeking  32-bit  support  and  class  creation  should  wait  for  CA- 


Clipper-equipped 


Computer  Associates’  CA-Clipper 
5.3  Xbase  development  system  in¬ 
cludes  the  following  features: 

B  Windows-based  workbench  for 
visual  development  of  DOS  ap¬ 
plications 

B  Integration  of  the  VGA  version 
of  Light  Lib  Graphics  from  DFL 
Software,  enabling  DOS  appli¬ 
cations  to  have  the  look  and 
feel  of  a  GUI  program 
B  Check  boxes,  list  boxes,  scroll 
bars  and  other  GUI  objects 
B  Mouse  support 


Visual  Objects  2.0,  the  next  ver¬ 
sion  of  the  software  giant’s  ob¬ 
ject-oriented  programming  envi¬ 
ronment.  CA- Visual  Objects  2.0 
is  expected  to  offer  those  features 
when  it  ships  next  spring.  This 
won’t  be  integrated  with  Clipper. 

Clipper  5.3  is  being  sold  at  a 
special  price  of  Rs.  19,000  for  the 
past  three  months  through  Binary 
Semantics  of  New  Delhi.  Accord¬ 
ing  to  company  sources,  the  list 
price  of  the  product  is  Rs.  53,000. 
The  discount  on  the  package  is 
on  account  of  the  special  pricing 
strategy  being  followed  by  CA  in 
India. 
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Motorola  launches  huge  systems  development  effort 

Company  pulls  out  all  the  stops  to  ensure  Iridium  is  successful 


Unfolding  in  the  baking  Arizona 
desert  is  one  of  the  most  com¬ 
plex  systems  development  ef¬ 
forts  every  undertaken.  At  the 
project's  completion,  which  is 
expected  in  a  little  more  than 
three  years,  business  travellers 
anywhere  in  the  world  will  be 
able  to  use  pocket-size  portable 
telephones  to  send  data  and  voice 
messages  to  their  offices  via  a 
digital  network  in  space. 

The  network,  the  $3.4  billion 
Iridium  system,  is  being  devel¬ 
oped  by  Motorola,  Inc.  for  a  con¬ 
sortium  called  Iridium,  Inc.  It 
will  require  a  staggering  15  mil¬ 
lion  lines  of  computer  code. 

The  code  will  be  used  for  a 
variety  of  functions,  including 
the  following: 

•  To  control  communications 

satellites 

•  To  manage  the  network 

•  To  switch  calls 

•  To  handle  back-office  billing 

and  administrative  chores 

While  the  job  sounds  impos¬ 
sibly  complex,  Motorola  is 
counting  on  existing  software 
from  various  sources  to  handle 
much  of  it  so  that  only  two  mil¬ 
lion  to  three  million  lines  of  new 
code  will  have  to  be  written. 

But  designing,  coding  and 
testing  even  one  million  lines  of 
software  is  a  huge  and  risky  job, 
and  Motorola  is  employing  a 
number  of  high  technology  de¬ 
velopment  aids  to  get  the  job 
done  right  (see  box,  Tools  of  the 
trade).  Even  more  important,  the 
company  said,  is  its  reliance  on 
two  key  management  concepts — 
a  fanatical  attention  to  software 
engineering  disciplines  and  very 
close  relationships  with  suppliers. 


Tools  of  the  trade 


Key  development  tools  and  standards  employed  by  Motorola 

include  the  following: 

•  Object-oriented  concepts  and  C++.  Objects  will  reduce 
costs  mostly  during  software  maintenance,  not  initial  de¬ 
velopment,  according  to  Motorola. 

•  IBM’s  Configuration  Management  Version  Control 
(CMVC)  tool  for  Unix.  The  only  standard  dictated  to  sup¬ 
pliers  by  Motorola  is  that  all  software  be  submitted  in 
CMCV-compatible  format. 

•  Orbix,  an  “object-broker”  system  from  Iona  Technologies 
Ltd.  Orbix  is  “middleware”  that  allows  Motorola  to  en¬ 
capsulate  large  chunks  of  code  and  link  them  as  objects. 

•  The  G2  development  environment  from  Gensym  Corp. 
G2  is  good  for  implementing  graphical  user  interfaces  to 
real-time  applications,  Motorola  said.  For  example,  it  will 
be  used  to  implement  the  function  that  allows  engineers 
to  drill  down  from  high  level  network  alerts  to  the  details 
behind  a  network  failure. 

•  The  SEER-Software  Evaluation  Model  from  Galorath  As¬ 
sociates,  Inc.  It  is  a  tool  for  estimating  resource  require¬ 
ments  for  large  software  projects.  Motorola  uses  it  as  a 
sanity  check  for  empirically  derived  estimates. 

•  The  Project  Planner  scheduling  software  from  Primavera 
Systems.,  Inc. 


'Iridium  System  Overview"  —  see  next  page 


Motorola  has  joined  a  small 
band  of  companies,  including 
the  long-distance  carriers,  de¬ 
veloping  very  complex  systems 
for  telecommunications. 

While  Motorola  is  dictating 
surprisingly  little  in  the  way  of 
standards  to  its  19  major  soft¬ 
ware  developers,  it  is  relying  on 
gentle  persuasion  and  outright 
intervention  to  ensure  its  goals 
are  met. 

For  example,  when 
McDonnell  Douglas  Space  and 
Defence  Systems  agreed  to  de¬ 
liver  60,000  lines  of  software 
but  admitted  it  had  little  expe¬ 
rience  with  object-oriented 
technology,  Motorola  sent  peo¬ 
ple  skilled  in  object-oriented 
programming  and  C++  to  train 
McDonnell  Douglas  develop¬ 
ers. 

Software  Technology,  Inc., 
is  supplying  200,000  lines  of 
code  to  Iridium,  60  percent  of 
it  custom. 

Motorola  sent  about  two 
dozen  would-be  suppliers  to  a 
one  week  precontract  boot 
camp  called  the  capability  Ma¬ 
turity  Model  for  Software.  It  is 
a  process  defined  by  the  Soft¬ 
ware  Engineering  Institute 
(SEI)  at  Carnegie  Mellon  Uni¬ 
versity  to  evaluate  the  maturity 
of  a  firm’s  software  develop¬ 
ment  and  maintenance  prac¬ 
tices. 

There  are  half  a  dozen  or 
so  competitors  vying  to  set  up 
low  orbit  satellite  systems  for 
voice  and  data  communica¬ 
tions  ( see  graphic).  There  is 
going  to  be  some  shakeout 
among  the  players,  but 
Motorola  happens  to  be  the 
most  technologically  ori¬ 
ented,  industry  sources  said. 
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Iridium  system  overview 

Iridium  will,  in  essence,  extend  cellular  telephone 
service  to  all  parts  of  the  world — including  ships  at 
sea,  airborne  craft  and  remote  areas  with  no  existing 
communications  infrastructure. 

Voice,  data,  fax  and  paging  messages  will  be  routed 
over  a  network  of  66  low-earth  orbit  satellites.  The 
satellites  can  relay  calls  directly  through  space  to  other 
satellites  or  to  ground  based  gateways  into  existing  local 
telephone  networks. 

Iridium  keeps  track  of  where  subscribers  are  across 
the  globe  by  tracking  signals  from  each  telephone 
handset. 

Iridium  will  route  calls  over  existing  cellular 
systems  if  possible,  relying  on  the  more  expensive 
space  network  to  serve  those  areas  without  cellular 
service,  such  as  villages  in  the  most  remote  parts  of 
the  world. 

Conventional  cellular  systems  hand  off  users’  calls 
from  tower  to  tower  as  users  move  on  the  ground. 
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Free  Internet  Access 

*  Log  on  anywhere  worldwide 
*  No  monthly  charges 

*  No  hourly  charges 

*  No  data  charges 


16.8K  8/N/l,  Voice  technical  help, 

001-610-520-8213 

E-Mail/Gopher/WWW/ 

Telnet/FTP/ 

Archie/Veronica/Dial-Up/ 

Slip/PPP/ 

Free  slip  software 

International  telephone  rates  apply. 


Iridium’s  satellites  will  feed  signals  to  various  types  of  re¬ 
ceivers  and  devices.  Some  devices  are  only  conceptual,  such 
as  this  solar  powered  phone  booth. 
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easiest-to-use  personal  Internet  access  tool.  Explore  OnNet  gives  you  all  the  feature-rich  Windows 
applications  you  need  for  home  or  office  -  FTP's  Connection  Wizard  dialer;  an  enhanced  NCSA 
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technology  provides  an  easy  way  to  access  and  exchange  information  around  the  globe.  The  world 
is  waiting  for  you...  on  the  net!  Call  now  to  get  Explore  OnNet™  at  this  special  introductory  price. 
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sing  IT  for  business  advantage,  is  the  talk  of  busi¬ 
ness  today,  but  do  the  organizations  make  effec¬ 
tive  use  of  IT?  If  yes,  then  at  what  cost?  The  IS 
chiefs  of  any  growth-oriented,  profit-making,  and 
well-managed  organization  know  the  benefits  of 
IT.  To  implement  IT  solutions  in  their  organiza¬ 
tion,  they  most  often  are  not  in  a  position  to  de¬ 
cide  whether  to  build  the  applications  on  their 
own  or  to  buy  the  packaged  software  to  address 
their  IT  needs  or  to  outsource  the  software  de¬ 
velopment  to  an  IT  consultant. 


Build 


IS  managers  today  face  the 
choice  of  going  completely  in- 
house,  picking  up  off-the-shelf 
solutions  or  opting  for 
consultants  and  outsourcing  for 
their  IT  needs. 

N.K.  Srivastava  looks  at  how  IS 
managers  are  having  to  adjust. 


outsource 
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Sometimes  it  becomes  a 
nightmare  for  the  MIS  top  guns 
to  select  the  appropriate  IT 
strategy  for  the  organization 
since  the  stakes  are  high  and 
failures  may  cost  a  lot  to  the 
organization,  or  sometimes  may 
even  prove  fatal  for  the 
organization. 

Looking  at  the  history  of 
software  development,  one  can 
see  that  software  development 
started  initially  as  an  in-house 
process.  The  EDP/MIS  staff 
handled  the  IT  needs  of  the  set  up, 
including  the  software  deve¬ 
lopment  and  running  of  the 
applications  developed.  Slowly 
the  EDP/MIS  function  became 
stronger  as  the  number  of  people 
involved  increased  significantly 
and  as  more  and  more  activities 
started  getting  computerized.  In 
fact,  an  entire  EDP/MIS  division 
came  into  existance  as  an 
independent  cell  within  an 
organisation.  The  main  reason  for 
this  growth  was  that  no  other 
option  was  available,  and  the 
organizations  were  forced  to  settle 
down  for  the  heavy  costs  for 
building  their  IT  infrastructure. 

As  organisational  require¬ 
ments  increased  even  further,  it 
became  virtually  impossible  for 
the  IS  division  to  undertake  all  the 
tasks  at  hand,  which  is  when  they 
began  looking  at  other  options. 

Today,  there  are  a  number  of 
options  available  to  the  IS 
manager  to  optimize  the  costs  for 
implementing  IT  solutions  within 
the  organization. 

For  one,  the  packaged 
software  industry  has  matured  to 
an  extent  that  it  is  possible  to  buy 
a  number  of  IT  solutions  straight 
from  the  market.  Provided  the  IS 
management  is  not  very  con¬ 
servative  about  the  requirements 
and  it  is  possible  to  modify 
systems  and  procedures  according 
to  the  packaged  software. 

Secondly,  a  large  number  of 
good  software  development 
houses  have  emerged  which  pro¬ 
vide  cost-effective,  reliable  and 


plemented  on  time.  In  the  absence 
of  such  an  input,  there  is  likely  to 
be  a  loss  in  terms  of  cost  to  an  or¬ 
ganisation,  as  well  as  loss  of  mo¬ 
rale  down  the  line  among  the  us¬ 
ers.” 

According  to  Haijit  Singh,  ex¬ 
assistant  manager  systems  of 
Delhi-based  Eicher  Goodearth 
Limited,  a  Rs.  600  crore  plus 
automative  manufacturing  com¬ 
pany,  “for  large  companies,  devel¬ 
oping  the  software  in-house  is  an 
imperative.  Large  users  have  no 
option  but  to  write  their  own  soft¬ 
ware,  as  per  their  specific  require¬ 
ments.” 

On  this  count,  many  IS  man¬ 
agers,  particularly  of  large  organi¬ 
zations  are  trying  to  improve  their 
in-house  software  development 
through  various  means  such  as: 

•  process  improvements  i.e. 
getting  ISO  certifications 

•  moving  up  the  ladder  of  SETs 
Capability  Maturity  Model 
(CMM)  for  software  deve¬ 
lopment 

•  acquiring  better  tools  and 
methodologies  such  as 
CASE,  OOPs,  GUI  etc. 

•  moving  to  client/server  archi¬ 
tecture 

•  putting  emphasis  on  re-usabil- 

ity 

However,  IS  managers  might 
find  that  the  cost  of  the  process 
improvements  are  quite  high  and 
it  is  very  difficult  to  work  out  a 
true  Return  on  Investment  (ROI) 


useful  IT  solutions  to  organiza¬ 
tions.  Therefore  it  has  become 


very  important  to  (re)formulate  a 
suitable  IT  strategy  and  decide 
among  the  three  possible  strate¬ 
gies: 

1.  Initiate/improve  in-house 
software  development  capa¬ 
bilities — BUILD 

2.  Buy  ready-made  packages  off 
the  shelf— BUY 

3.  Outsource  software  deve¬ 
lopment  and/or  main¬ 
tenance — OUTSOURCE 

Let  us  examine  the  three  strate¬ 
gies  and  have  a  closer  look  at  the 
pros  and  cons  of  each. 


Building  the  software  involves 
setting  up  or  improving  the  in- 
house  software  development  ca¬ 
pabilities.  While  it  is  difficult  to 
estimate  the  cost  of  building  soft¬ 
ware,  in-house,  it  falls  in  the  range 
of  Rs.  10,000  to  Rs.  20,000  per 
function  point,  including  all  direct 
and  in-direct  costs.  The  produc¬ 
tivity,  quality,  performance  and 
standardization  are  other  major 
issues  attached  with  in-house  de¬ 
velopment. 

In  fact  wherever  IS  managers 
are  relying  on  in-house  capa¬ 
bilities  they  have  to  look  closely 
at  critical  issues  like  time  and 
money.  Said,  Mukesh  Kumar  of 
Reebock:  “The  IS  manager  has  to 
take  on  the  role  of  a  project  man¬ 
ager,  ensuring  the  project  is  im¬ 
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What’s  Hot,  What's  Not 


|  Considerations 

Build 

Buy 

Outsource 

Most  Suitable  for 

•  Large,  conservative  organizations 

•  Specially  unique  requirements 

•  Applications  where  confidentiality  is 
the  key  feature  like  defence,  R&D, 
etc. 

•  Medium-sized  flexible  organiza¬ 
tions 

•  Word  processing,  spread  sheets 
etc., 

•  Simple  and  standard  appli¬ 
cations,  e.g.,  financial  acc¬ 
ounting,  manufacturing,  sales, 
etc. 

•  Specifically  large  organiza¬ 
tions 

•  Unique  applications,  Applica¬ 
tions  where  cost  and  time  for 
implementing  a  ready-made 
solution  is  much  more 

•  Organizations  where  MIS 
teams  are  lean. 

Major  Advantages 

•  Meets  100%  requirements. 

•  Expertise  available  within  the  organi¬ 
zation 

•  Can  be  modified  and  enhanced  as 
and  when  desired. 

•  The  product  is  available  for 
demo  even  before  a  single  pie  is 
spent 

•  The  costs  are  low 

•  The  implementation  is  fast 

•  The  reliability  and  quality  can  be 
verified  from  the  existing  users. 

•  Meets  100%  requirements. 

•  Controlled  development 

•  Quality  can  be  assured  pro¬ 
vided  the  software  Consultant 
is  ISO  or  SEI CMM  level  X. 

•  Reduces  expenses,  savings 
are  of  the  order  of  2540%. 

•  Software  development  is  more 
predictable,  particularly  in 
case  of  IT  consultants  having 
ISO/CMM  level  3-5. 

•  Cost  is  transparent. 

Major  Disadvantages 

•  Requirements  are  never  frozen,  so 
the  project  is  never  closed. 

•  No  clear  career  path  for  in-house 
team  after  the  development  is  over. 

•  Costs  are  hidden,  and  high,  most  of 
the  times. 

•  Questionable  quality. 

•  Use  of  proper  software  development 
methodology  is  missing,  most  of  the 
times. 

•  Upgradation  of  hardware  platforms 
and  software  tools  is  not  en¬ 
couraged,  generally. 

•  Upgradation  of  skills  for  in-house 
team  lags  behind  the  existing  and 
new  technologies. 

•  100%  requirements  are  never 
met,  buyer  has  to  make  compro¬ 
mises. 

•  No  modifications  or  enhance¬ 
ments  are  possible. 

•  And  if  possible,  then  they  are 
very  costly,  more  costly  than  the 
cost  of  product  itself. 

•  Integration  of  purchased  sys¬ 
tems  are  difficult  and  not  possi¬ 
ble,  at  times. 

•  Lack  of  standardization  results 
in  making  the  product  vary  from 
vendor  to  vendor  and  package 
to  package. 

•  Costs  are  higher  as  compari¬ 
son  to  BUY  option. 

•  A  clear  understanding  of  re¬ 
quirements  is  difficult,  both 
the  buyer  and  seller  have  to 
put  lot  of  effort  for  it. 

•  In  the  absence  of  defining  a 
clear  acceptance  criteria,  the 
project  doesn't  get  closed  and 
the  tussle  starts. 

•  In  absence  of  defining  clear  re¬ 
sponsibilities  of  client  and  IT 
consultant,  cost  and  time 
overruns  happen. 

•  If  the  project  planning  and 
monitoring  is  not  done  prop¬ 
erly,  time  and  cost  overruns 
happen. 

•  Selection  of  IT  consultant  is 
not  so  easy. 

Lead  Time  for  acquisition 

12-15  hrs  per  FP 

2-6  weeks  for  complete  product 

8-10  hrs  per  FP 

Cost  of  acquisition 

Not  very  clear,  in  the  range  of 

Rs.  12,000-20,000  per  FP. 

Depends  on  the  platform,  the 
cost  ranges  are  as  follows; 

•  DOS  Rs  50-100  per  FP 

•  UNIX  Rs.  300-500  per  FP 

•  Mainframe  Rs.  5,000  per  FP 

In  the  range  of  Rs.  10,000  - 
12,000  per  FP. 

Requirements  match 

100% 

60-80% 

100% 

Support  Requirements 

•  Level  of  support  depends  on  quality 
of  software  produced 

•  Met  with  in-house  team 

•  Level  of  support  Is  generally,  low. 

•  Can  be  done  by  any  vendor  sup¬ 
porting  the  product,  it  can  be 
even  a  third  party. 

*  Level  of  support  depends  on 
the  quality  of  software  pro¬ 
duced. 

•  Can  be  done  in-house  or  by  the 

IT  consultant  who  has  devel¬ 
oped  it. 
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for  introducing  these  impro¬ 
vements.  Of  course,  theoretically 
the  ROI  will  improve  rapidly 
(rather  exponentially)  over  a  pe¬ 
riod  of  time.  There  are  many  or¬ 
ganizations  today  that  have  gone 
for  process  improvements.  Some 
have  even  attained  Level  3  of 
SETs  CMM,  and  are  believed  to 
have  good  ROI,  but  many  of  the 
organizations  that  have  gone  in  for 
process  improvements  and  failed 
will  not  share  their  experiences. 

In  the  past,  not  much  empha¬ 
sis  has  been  put  on  process  im¬ 
provement  for  in-house  software 
development.  However,  all  that  is 
changing  now.  Probably  the  man¬ 
agement  and  IS  managers  have 
started  realizing  that  if  the  in- 
house  software  development  has 
to  continue  then  it  has  to  prove  its 
productivity,  performance  and 
quality  vis-a-vis  off-the-shelf 
packaged  software,  and  the  soft¬ 
ware  produced  by  development 
houses  and  independent  consult¬ 
ants. 


'h  ~  x.'* 

Buy 


consider  these  applications,  and 
the  standard  finance  and  manu¬ 
facturing  applications,  the  costs 
are  in  the  range  of  Rs.  2,000  to 
Rs.  10,000  on  DOS/Windows/ 
Mac/OS/2,  Rs.  20,000  to  Rs. 
50,000  in  Unix  and  Unix-like 
environments  and  a  few  lakhs  of 
rupees  in  supermini/mainframe 
environments.  The  other  posi¬ 
tive  aspect  is  that  the  software 
solutions  is  available  off-the- 
shelf  and  can  be  implemented 
within  a  few  days/weeks.  Addi¬ 
tionally,  the  product  is  available 
for  a  demo  even  before  a  single 
pie  is  paid,  which  makes  the  IS 
manager  feel  confident  of  what 
he  is  getting  for  the  price  he  is 
paying  for.  This  is  not  the  case 
with  either  building  the  software 
in-house  or  outsourcing.  The 
major  drawback  here  is  that  the 
modifications/enhancements  are 
either  not  possible  or  they  are 
very  costly  (much  costlier  than 
building  or  outsourcing  options, 
in  most  of  the  cases).  The  other 
drawback  is  that  it  may  not  al¬ 
ways  be  possible  to  integrate  the 
purchased  package  with  other 
(existing  or  planned)  packages. 


Outsource 

Outsourcing  involves  giving  in 
full  or  part  of  the  software  de¬ 
velopment  and/or  support  to  an 
outside  consultant.  While  some 
organisations  are  going  for  this 
option  on  account  of  the  fact  that 
they  do  not  want  in-house  MIS/ 
EDP  divisions  and  at  the  same 
time  want  customised  IT  solu¬ 
tions,  a  number  of  companies 
are  doing  it  to  supplement  the  ef¬ 
forts  of  MIS. 

According  to  K.V.  Krishn- 
amurthy,  Deputy  General  Man¬ 
ager,  Information  Technology, 
Ranbaxy  Laboratories,  “The 
consultants  can  bring  in  good 
things  to  the  company.  Several 
organisations  are  not  used  to  tak¬ 
ing  IT  seriously.  Bringing  in  the 
consultant  from  outside  can  help 
ensure  that  there  is  involvement 
in  IT  from  the  top  as  well.  One 
may  not  always  agree  with  the 
consultant’s  recommendation, 
but  the  fact  remains  that  several 
concepts  and  practices  get  ad¬ 
dressed  in  the  organisation  be¬ 
cause  of  the  intervention  of  the 
consultant.  A  consultant  re¬ 
inforces  the  in-house  efforts 


being  taken  by  the  IS  depar¬ 
tment.” 

In  such  a  situation,  IS  staff 
interfaces  with  the  IT  solutions 
provider  and  users  within  the  or¬ 
ganization.  There  is  no  genuine 
data  available  to  confirm  just 
how  beneficial  outsourcing 
works  out  to,  but  it  is  a  fact  that 
outsourcing  reduces  the  cost  of 
software  acquisition  and  at  the 
same  time  makes  it  much  more 
predictable.  The  gains  are  high 
in  the  cases  where  the  buyer  or¬ 
ganization  and  the  IT  consulting 
organization  have  a  very  clear 
understanding  of  the  following: 

•  Scope  of  work 

•  Methodologies  and  tools  to 
be  used 

•  Plans  giving  milestones  and 
deliverables 

•  Standards  to  be  followed 

•  Quality  of  the  deliverables 

•  Acceptance  criteria  for  the 
deliverables 

•  Costing  of  the  project 

The  gains  for  both  parties  go 
even  higher  if  they  are  both  ISO 
or  SEI’s  CMM  level  2-5. 

However,  not  all  MIS  man¬ 
agers  are  convinced  about  the  ef¬ 


This  is  a  very  good  strategy  for 
low-end  PC  software  like  word 
processors,  spreadsheets,  pre¬ 
sentation  graphics,  CAD  etc., 
since  the  costs  are  low.  If  we 


ficacy  of  outsourcing. 

“Consultants  come  in,  get  in¬ 
volved  briefly  and  then  simply 
opt  out,  leaving  the  organisation 
high  and  dry.  They  are  simply 
not  commitment  to  the  goals  of 
the  organisation,  as  is  an  in- 
house  team,”  commented  M.P. 
Singh,  senior  manager,  EDP,  Es¬ 
corts  Heart  Institute  and  Re¬ 
search  Center. 

“If  a  consultant  wants  to  in¬ 
stall  a  software  he  has  seen 
abroad,  blindly  into  the  organi- 
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sation,  without  understanding 
the  culture  and  various  other  as¬ 
pects  of  the  organisation,  I  don’t 
think  it  will  work  out,”  Hari 
Balasubramanian,  general 
manager  MIS,  Modi  Xerox, 
said. 

Some  users  are  of  the  opin¬ 
ion  that  divided  loyalty  prevents 
consultants  from  doing  a  really 
thorough  job.  It  is  stated  that  in 
order  to  understand  everything 
about  a  particular  organisa¬ 
tion — its  processes,  its  people, 
its  culture — time  is  required. 
Consultants,  it  is  believed,  don’t 
have  that  kind  of  time. 

What  this  really  boils  down 
to  is  the  fact  that  IS  managers 


IS  managers 
ought  to  break 
out  of  their 
“self-reliant, 
self  sufficient” 
shell,  set  aside 
their  egos  and 
start  thinking  in 
terms  of 
building  up  a 
“corporate 
MIS.” 


must  realise  that  outsourcing  is 
like  getting  married.  If  you  are 
not  happy  during  courtship  and 
the  honeymoon,  you  certainly 
won’t  be  happy  later.  Therefore, 
the  initial  understanding,  liking 
and  respect  between  the  IS  de¬ 
partment  and  the  consultant  is  a 
must  for  a  happy  end. 

One  of  the  major  problems 
with  outsourcing  lies  in  decid¬ 
ing  how  much  is  to  be 
outsourced?  What  is  to  be 
outsourced  and  what  is  not  to  be 
outsourced. 

An  IS  manager/organisation 
deciding  to  outsource  must  do  a 
lot  of  ground  work  to  finalize  the 
scope  of  work  and  then  define 
this  scope  in  clear  and  un¬ 
ambiguous  terms. 


The  other  problem  relates  to 
arriving  at  a  common  under¬ 
standing  of  costs.  Since  the  per¬ 
son  months  criterion  creates  a  lot 
of  confusion,  the  Function 
Points  (FPs)  are  slowly  becom¬ 
ing  the  basis  for  arriving  at  the 
time  and  cost  estimates.  This 
approach  allows  the  economics 
of  the  outsourcing  to  be  trans¬ 
parent  and  much  more  accept¬ 
able  to  the  client,  but  at  the  same 
time  to  use  this  approach  some 
basic  study  needs  to  be  con¬ 
ducted  to  calculate  the  function 
points,  the  cost  of  which  has  to 
be  borne  by  the  organisation. 

Using  the  FP  approach  re¬ 
quires  the  IT  solution  provider 
to  have  very  good  software  ma¬ 
trices  (such  as  productivity  ma¬ 


trix,  team  composition  matrix, 
travel  matrix  etc.)  to  do  better 
estimations. 

With  growing  needs  of  IT 
solutions,  organizations,  more 
so  the  MIS  chiefs,  must  give  a 
serious  thought  towards  adopt¬ 
ing  a  suitable  IT  strategy  that 
will  benefit  the  organisation  in 
the  long  run  and  help  manage 
business  for  competitive  ad¬ 
vantage.  A  core  group  that  goes 
beyond  mere  EDP,  and  which  is 
instrumental  in  providing 
current,  correct  and  timely  infor¬ 
mation  to  users  who  need  it 
within  a  deadline  and  at  the  low¬ 
est  cost. 

Whatever  the  approach 
adopted,  the  goal  ought  to  be 
reducing  the  software  acquisi¬ 
tion  and  maintenance  costs. 
Most  of  times  it  may  be  desir¬ 
able  to  have  a  proper  mix  of  all 
the  three  approaches. 

Narendra  Srivastava  is  a 
Senior  Consultant,  Software 
Export  Group  at  NIIT. 
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Cheap  and  efficient  scalability  is  one  of  the  great  busi¬ 
ness  benefits  of  the  ongoing  computer  revolution. 
In  the  mainframe  era,  upgrading  computing  power 
was  a  source  of  grief  because  of  its  cost  and  impact 
on  ongoing  operations.  Today,  low-cost  symmetri¬ 
cal  multiprocessors  (SMP)  and  multitasking  op¬ 
erating  systems  make  it  possible  to  incremen¬ 
tally  increase  computer  capacity  with  minimal 
effect  on  operations. 

But  simply  adding  computing  power  does  little  good 
if  the  software — such  as  the  database  management  sys¬ 
tem — cannot  effectively  utilize  the  increased  capacity. 
DBMS  vendors  had  to  redesign  their  software  so  they  could 
effectively  schedule  a  large  number  of  simultaneous  database 
tasks  across  multiple  processors  and  disk  devices. 

As  a  result,  “  parallel”  versions  of  leading  DBMS  soft¬ 
ware  have  recently  been  introduced.  These  include  Oracle 
Corp.’s  Parallel  Server,  Informix  Software,  Inc.’s  Dynamic 
Scalable  Architecture,  Sybase,  Inc.’s  Navigation  Server  and 
IBM’s  DB2  Parallel  Edition.  In  some  cases,  these  systems  have 
been  successfully  scaled  up  to  partition  tasks  over  multiple 
SMPs  in  a  massively  parallel  processing  (MPP)  configura¬ 
tion. 


Inside: 


DIFFERENTIATION  IS  THE  PASSWORD  for  database  vendors, 
who  are  trying  to  distance  themselves  from  competitors  with 
unique  tools  and  data  warehousing  strategies.w 


DBMS  vendors 
and  their  users 
piece  together 
multiprocessor 
strategies 


THE  BIG  NAMES  in  Unix  DBMSs  fared 
well  in  Computerworld’s  Buyers'  Sat¬ 
isfaction  Scorecard. 
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While  each  of  the  major 
DBMS  vendors  has  moved  into 
parallel  processing,  the  differ¬ 
ences  in  their  approaches  and 
architectures  present  potential 
customers  with  many  decisions. 
Buyers  should  enter  the  market 
armed  with  questions. 

Parallel  processing  is  most 
useful  when  tackling  very  large 


databases  (VLDB)  or  applica¬ 
tions  with  high  transaction  vol¬ 
umes.  Those  applications  typi¬ 
cally  involve  databases  contain¬ 
ing  many  gigabytes  of  informa¬ 
tion.  Rather  than  scan  the 
databases  sequentially,  a  DBMS 
designed  for  parallel  processing 
initiates  several  concurrent 
searches,  cutting  processing  time 


How  fast  does  it  run  a 
backup? 

A  good  example  of  I/O-inten¬ 
sive  tasks  are  database  admin¬ 
istration  utilities.  Most  major 
DBMSs  now  have  parallel¬ 
processing  utilities  that  speed 
up  database  administration 
tasks  such  as  database  load, 


PARALLEL  THOUGHTS 

Users  of  each  database  are  equally  confident  that  parallel  server  capabilities  will 
show  up  in  their  systems.  And  judging  by  the  importance  users  place  on  these 
capabilities,  vendors  had  better  come  through. 


Parallel 

database 

processing: 


The  technique  of 
utilizing  two  or  more 
concurrent  operating 
system  processes  or 
computer  processors 
while  servicing  a 
database  management 
request  such  as  SQL 
queries  and  updates, 
transaction  logging, 
I/O  handling  and  data 
buffering. 


HOW  IMPORTANT  ARE  PARALLEL  SERVER 


CAPABILITIES? 

Very  important 

28% 

Somewhat  important 

40% 

Somewhat  unimportant 

16% 

Unimportant 

16% 

ARE  YOU  CONFIDENT  YOUR  VENDOR  WILL 
COME  THROUGH?  (PERCENT  SAYING  'YES') 


IBM  users 

67% 

Informix  users 

62% 

Oracle  users 

66% 

Sybase  users 

64% 

Percent  of  respondents:  Based  on  100  RDBMS  users  evenly  split  among  IBM,  Informix, 
Oracle  and  Sybase  databases 


to  a  fraction  of  what  was  pre¬ 
viously  required.  Transactions 
are  not  forced  into  a  queue  wait¬ 
ing  for  a  single  CPU.  Instead, 
many  transactions  and  DBMS 
tasks  can  be  processed  simulta¬ 
neously,  thereby  increasing  over¬ 
all  system  throughout. 

Where  are  the  bottlenecks? 

A  customer  evaluating  parallel 
DBMSs  should  look  for  the 
amount  of  parallelization  sup¬ 
ported  by  the  DBMS  and 
whether  there  are  architectural 
barriers  that  could  prevent  the 
DBMS  from  scaling  up  as  more 
CPUs  are  added  to  the  compu¬ 
ter. 

The  trick  to  parallel  process¬ 
ing  is  to  evenly  schedule  tasks, 
or  load  balance,  across  all  avail¬ 
able  resources  so  all  available 
processors  are  used  effectively. 
If  the  DBMS  was  not  designed 
to  parallelize  tasks  or  if  bottle¬ 
necks  develop  in  the  I/O  subsys¬ 
tem,  the  results  may  be  disap¬ 
pointing. 


backup/recovery  and  index 
builds.  Without  parallel  utili¬ 
ties,  it  might  take  several  hours 
or  even  days  to  perform  these 
operations  for  a  VLDB. 

One  of  the  questions  you 
might  ask  when  evaluating 
parallel  DBMSs  is  how  fast 
can  they  back  up  and  restore 
large  databases?  Parallel  utili¬ 
ties  can  read  and  write  data 
simultaneously  to  multiple 
storage  devices.  As  an  exam¬ 
ple,  Sybase’s  Backup  Server  is 
a  special  application  that  can 
simultaneously  read  one  or 
more  Sybase  databases  and 
back  them  up  in  parallel  to 
multiple  tape  drives. 

In  an  on-line  transaction 
processing  (OLTP)  environ¬ 
ment,  it  is  important  that  the 
DBMS  is  able  to  schedule  and 
simultaneously  execute  as 
many  transactions  as  possible 
by  maximising  the  use  of  all 
available  processors  and  disk 
devices.  In  many  cases,  a  sin¬ 
gle  processor  may  be  sufficient 
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because  disk  I/O  is  often  the  per¬ 
formance  bottleneck.  To  reduce 
the  time  a  task  has  to  wait  for  its 
I/O  operations,  a  DBMS  should 
be  able  to  asynchronously  sched¬ 
ule  (for  example,  schedule  in  par¬ 
allel)  multiple  disk  I/O  operations 
across  multiple  I/O  channels.  In 
some  cases,  the  DBMS  will  an¬ 


ticipate  read  requests,  even  before 
a  task  requests  the  data,  using 
asynchronous  read-ahead  fe¬ 
tching. 

Threads  or  processes? 

Each  user  connection  or  unit  of  work 
within  a  transaction  can  be  handled 
separately  by  operating  system  pro¬ 


cesses  (units  of  work  created  by  the 
operating  system)  or  threads. 
Threads  are  more  efficient  than 
processes  because  threads  use  less 
memory  and  fewer  CPU  resources 
and  are  more  predictable. 

For  example,  Microsoft  Corp.’s 
SQL  Server  is  closely  integrated 
into  its  Windows  NT  operating  sys¬ 


tem  and  tries  to  maximise  the  use 
of  NT’s  operating  system  threads. 
SQL  Server  spawns  an  operating 
system  thread  for  each  unit  of  that 
has  to  be  performed  and  then  al¬ 
lows  Windows  NT  to  schedule  the 
work  on  any  available  processor. 

Informix’s  Virtual  Processor 
creates  multiple  parallel  operating 
system  processes,  each  of 
which  can  spawn  multiple 
threads  that  can  service 
multiple  client  connections 
and  requests,  such  as  SQL 
commands.  This  archi¬ 
tecture  and  Sybase’s  ap¬ 
proach  permit  a  high  level 
of  parallelization.  However, 
Sybase  does  run  into  net¬ 
work  bottlenecks  because 
only  one  server  process  is 
responsible  for  managing 
all  network  messages. 

Oracle  is  a  process- 
based  database  server  that 
has  incorporated  a  simu¬ 
lated  threading  architecture. 
Each  user  request  is  placed 
in  a  queue,  and  Oracle  will 
start  up  one  or  more  data¬ 
base  server  processes  to 
service  these  requests. 
Simulated  threading  is  not 
true  threading  because  it 
still  uses  operating  system 
processes,  not  threads. 
However,  by  queuing  re¬ 
quests  instead  of  maintain¬ 
ing  a  process  for  each  user 
connection,  simulated  thre¬ 
ading  helps  eliminate  some 
of  the  memory  overhead  as¬ 
sociated  with  the  process  ar¬ 
chitecture,  although  there  is 
still  the  overhead  of  using 
processes  instead  of 
threads.  IBM  also  uses  a 
process  per-user  architec¬ 
ture  in  its  DB2/6000  prod¬ 
uct. 

While  there  are  ad¬ 
vantages  to  each  ap¬ 
proach,  both  provide  ad¬ 
equate  support  for  paral¬ 
lel  processing  and  SMPs, 
and  users  stand  to  reap  the 
benefits  of  parallelised 
databases.  ■ 


SNEAK  PEEK :  Warehouses,  desktops  and 

tools  on  the  agenda 


While  they  stridently  deny  that 
their  core  products  are  be 
coming  commodities,  Unix 
relational  database  makers  will 
continue  to  differentiate  their  of¬ 
ferings  with  the  addition  of  devel¬ 
opment  tools  and  specialised  data 
warehousing  products. 

Informix  Software,  Inc.,  for  in¬ 
stance,  has  issued  a  so-called  con¬ 
trolled  release  to  select  customers 
of  its  OnLine  8.0  database. 

The  upgrade,  designed  to  run 
on  Unix  clusters  and  massively 
parallel  processors  (MPP),  is  tar¬ 
geted  at  users  building  giant  deci¬ 
sion-support  and  warehousing  ap¬ 
plications  of  several  hundred 
gigabytes  of  data,  according  to 
Informix  officials.  General  avail¬ 
ability  is  expected  in  the  fourth 
quarter. 

Sybase,  Inc.  also  has  plans  to 
take  aim  at  warehouse  projects 
with  System  1 1 ,  a  database  up¬ 
grade  expected  to  address  the 
scalability  shortcomings  in  the 
company’s  current  System  1 0  tech¬ 
nology. 


Microsoft  Corp.’s  release  late 
last  month  of  SQL  Server  6.0  is 
expected  to  set  the  tone  for  data¬ 
base  competition  for  the  next  year 
or  so.  Microsoft  has  positioned 
SQL  Server  6.0  as  a  direct  competi¬ 
tor  to  Oracle  Corp.’s  Oracle7,  Sys¬ 
tem  10  and  other  databases  on 
Microsoft’s  Windows  NT  operating 
system. 

One  much-vaunted  aspect  of 
SQL  Server  6.0  is  the  database’s  re¬ 
lated  management  tools,  virtually 
all  of  which  are  graphical.  Sybase 
and  Oracle  are  due  to  ship  similar 
graphical  user  interface-based  ad¬ 
ministration  utilities  in  the  next 
year  for  tasks  such  as  performance 
monitoring  and  troubleshooting. 

Meanwhile,  Informix  plans  to 
deliver  an  NT  version  of  OnLine  in 
the  fourth  quarter.  IBM  plans  to 
ship  long-awaited  Version  2  up¬ 
grades  for  its  DB2/2  (on  OS/2)  and 
DB2/6000  (on  AIX)  databases. 

On  the  low  end,  Oracle  plans 
to  release  an  IBM  OS/2  Warp  ver¬ 
sion  of  the  single-user  Personal 
Oracle7  database.  That  product 


will  likely  be  released  in  conjunc¬ 
tion  with  an  upgrade  to  the  Win¬ 
dows  version  of  Personal  Oracle7, 
which  is  slated  to  include  replica¬ 
tion  capabilities. 

Elsewhere,  Sybase  plans  to  fill 
out  its  low-end  product  line  with 
System  10  for  UnixWare  2.0  and 
SybaseWare,  a  bundle  of  System 
10  with  Novell,  Inc.’s  NetWare. 

But  much  of  the  splash  that 
database  vendors  will  make  in  the 
next  12  months  will  be  in  devel¬ 
opment  tools.  Upcoming  an¬ 
nouncements  include  the  follow¬ 
ing: 

•  Computer  Associates  Inter¬ 
national,  Inc.  plans  to  ship  a  re¬ 
vamped  version  of  the  Ingress 
OpenRoad  development  kit. 

•  Oracle  is  due  to  ship  Power 
Objects  for  OS/2  this  year,  after  re¬ 
leasing  Windows  and  Macintosh 
versions  recently.  Power  Objects  is 
Oracle’s  object-based  take-off  on 
Microsoft’s  Visual  Basic  tools. 

•  Informix  plans  to  add  several 
features  to  its  object-oriented  New 
Era  development  kit. 


BULL  MARKET 

While  the  competition  has  been  intense  in  the  RDBMS  arena,  the  overall  market  growth  has  everyone  looking  like  a  winner 

*Worldwide  sales  of  relational  database  management  systems 
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nagine  getting  the  freedom  to  build  your  applications  on  any  operating  system.  And  deploying  them  across  a  range  of 
nvironments,  including  MS  Windows,  Apple  Macintosh  and  Motif.  It  is  this  freedom  that  the  portability  of  Oracle  Developer/2000 
ffers  you.  With  Oracle  Developer/2000,  you  get  the  assurance  that  your  applications  will  be  compatible  with  both  your  existing 
ind  future  computing  environments.  Not  only  that,  Oracle  Developer/2000  delivers  portable  applications  with  native  look  and  feel 
in  the  deployed  environment.  Developer/2000  sets  new  ease  of  use  and  productivity  standards  for  Client/Server  GUI  tools  through 
he  use  of  rapid  application  design  (RAD)  techniques,  object  orientation  and  Client/Server  support.  It  incorporates  a  set  of 
danced  forms,  reports,  graphics  and  online  documentation  tools.  Today’s  scenario  demands  tools  that  build  balanced  Client/Server 


applications  which  are  faster,  and  support  a  large  number  of  users,  complex  transactions,  huge  volumes  of  data  and  a  heterogenous 
environment.  In  other  words,  today’s  scenario  demands  Oracle  Developer/2000. 

Oracle  Developer/2000.  Second  Generation  Client/Server  Development  Tools. 
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Need  to  know 

On-line  information 

Comp,  databases  is  an  Internet 
newsgroup  filled  with  general 
topics  such  as  data  modeling 
and  multivendor  connectivity. 
It  is  also  a  spot  where  users  can 
ask  basic  questions  such  as 
whether  they  should  choose  a 
relational  or  object-oriented 
database. 

Users  more  experienced  with 
database  technology  can  discuss 


more? 

the  high  level  ideas  behind  the 
bits  and  bytes  at  comp. data¬ 
bases,  theory. 

Most  of  the  major  vendors 
are  the  subject  of  at  least  one 
newsgroup  within  the 
comp. databases  newsgroup.  For 
example,  look  for  Informix’s  top¬ 
ics  at  comp.databases.informix. 
Most  of  those  vendors  also  show 
up  in  the  forums,  some  of  them 
vendor-sponsored,  in  the  compu¬ 


ter  sections  on  both  CompuServe 
and  America  Online. 

Vendors  are  at  various  stages 
of  implementation  with  building 
home  pages  on  the  World  Wide 
Web.  Some  are  full  of  informa¬ 
tion,  while  others  are  under  con¬ 
struction  or  hold  only  basic 
pointers  about  exchanging  mail 
with  vendors.  Users  can  find 
these  home  pages  by  tapping  into 
a  search  facility  such  as  Yahoo 
or  sometimes  by  plugging  the 
vendor’s  name  into  the  formula 
http :  www .  vendomame.com 


Decision-support  complexities 


When  evaluating  a  DBMS  for  deci 
sion-support  systems,  it  is  impor 
tant  to  understand  the  granularity 
of  parallel  processing.  It  is  not  only  im¬ 
portant  to  run  several  queries  in  parallel 
but  to  be  able  to  dissect  an  individual 
query  into  several  parallel  operations. 

Decision-support  systems  are  different 
from  OLTP  because  the  queries  are  usually 
fewer  in  number  and  more  complex.  For 
such  queries — often  associated  with  data 
warehousing  applications — it  is  most  im¬ 
portant  to  be  able  to  process  a  single  query 
in  parallel. 

The  relational  database  management 
system  must  figure  out  how  to  decompose 
the  query  into  multiple  operations,  run  the 
operations  in  parallel  and  then  merge  the 
results  from  the  operations  into  a  single 
answer.  Typically,  a  DBMS  with  parallel 
query  capabilities  will  attempt  to 
parallelise  table  scans  and  record  selection, 
sorts,  joins,  group  by  and  aggregate  opera¬ 
tions. 

Oracle's  parallel  query  system  runs  on 
very  large  SMPs.  The  query  is  split  into  sev¬ 
eral  processes  across  multiple  CPUs.  Each 
CPU  is  capable  of  independently  perform¬ 
ing  disk  operations.  Tasks  such  as  joining 
and  sorting  data  can  also  be  performed  in 
parallel.  One  restriction  is  that  Oracle  can¬ 
not  use  indexes  when  performing  parallel 
queries. 

Informix's  parallel  query  is  somewhat 
more  robust.  Informix  allows  a  database 
administrator  to  partition  tables  across 
multiple  disks.  Partitioning  helps  eliminate 
bottlenecks  that  can  develop  if  a  given  table 
is  heavily  accessed  by  queries. 

Unlike  Oracle,  Informix  can  access  in¬ 


dexes  in  parallel,  so  it  does  not  have  to  re¬ 
sort  to  table  scans  for  each  parallel  query. 
Informix  has  the  ability  to  change  many  sys¬ 
tem  parameters  dynamically,  while  the  sys¬ 
tem  is  in  use. 

While  Oracle  and  Informix  rely  on  SMPs 
to  handle  very  large  decision-support  sys¬ 
tems,  Sybase  and  IBM  have  opted  to  scale 
up  their  products  to  MPPs.  MPPs  consist 
of  clusters  of  independent  computers.  Both 
Sybase  and  IBM  implement  a  "Share  Noth¬ 
ing"  architecture  in  which  each  computer 
acts  independently  and  does  not  share  re¬ 
sources  with  other  computers. 

Sybase’s  Navigation  Server  partitions 
data  across  the  clusters  based  on  ranges  of 
keys,  individual  tables  or  a  “hashing”  for¬ 
mula  that  spreads  data  randomly  but 
evenly  across  disks.  Partitioning  data  is  a 
tricky  business  because  it  is  important  that 
data  be  partitioned  in  such  a  way  that  each 
computer  will  be  kept  equally  busy  when 
processing  an  average  mix  of  queries. 

IBM’s  DB2  Parallel  Edition  closely 
matches  the  capabilities  of  IBM’s  own  RSI 
6000  Scalable  PowerParallel  (SP2)  systems. 
The  DB2  Parallel  Edition’s  optimiser  at¬ 
tempts  to  perform  sorts,  unions,  aggrega¬ 
tions  and  joins  on  each  node  in  the  MPP 
configuration.  IBM  provides  a  Rebalance 
Utility  that  can  redistribute  data  over  ex¬ 
isting  nodes  if  hot  spots  develop  while  pro¬ 
cessing  queries. 

With  the  SP2  architecture,  it  is  possible 
to  create  a  network  of  hundreds  of  nodes — 
all  processing  a  given  query  and  database 
simultaneously,  tackling  databases  in  the 
terabytes  range,  while  still  achieving  excel¬ 
lent  response  time. 


Tech 

NOTES 


In  doing  prep  work  for  the  CW 
Guide  to  DBMSs,  it  became  clear 
that  for  all  the  talk  about  open 
systems,  people  who  are  free  to 
lump  from  one  hardware 
platform  or  flavour  of  Unix  to 
another  still  tend  to  lock  into 
one  particular  technology,  their 
database  system. 

Some  users  have  a  near 
religious  devotion  to  their 
chosen  DBMS.  Still  other  users 
may  be  tied  to  their  DBMS  for 
technical  reasons.  Their 
applications,  even  those 
provided  by  a  third-party  vendor, 
were  designed  to  take  advan¬ 
tage  of  a  particular  DBMS,  and 
their  staffs  understand  that 
same  database.  Changing 
database  systems  would  be  a 
nightmare. 

When  we  asked  100  users 
why  these  chose  their  current 
DBMS,  the  percentages  were 
down  in  the  single  digits  for 
normally  common  answers  such 
as  price,  ease  ol  use  and 
performance.  More  than  half 
cited  vendor  support/reputation 
and  compatibility  with  their 
environments.  The  DBMS  is  no 
longer  the  accessory  it  was  a 
decade  ago;  it  has  infiltrated  the 
information  systems  operation 
and,  in  many  ways,  is  calling 
the  shots. 

This  DBMS  lock-in  may  not 
be  a  bad  thing  as  indicated  by 
the  Buyers’  Satisfaction 
Scorecard  results  presented  on 
the  following  pages.  As  with  any 
study,  a  C,  or  average  score,  is 
pretty  common.  However,  we 
found  a  disproportionately  high 
number  of  respondents  giving 
their  DBMS  vendors  “good”  or 
“very  good”  grades  in  crucial 
areas  such  as  reliability,  and 
few  users  gave  negative  grades. 
This  may  be  one  sector  where 
openness  isn’t  everything. 
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WinFax  PRO 

for  networks 


Delrina  brings  you  an  easy-to-use  and  affordable  solution:  WinFax  PRO  for  Networks. 


Just  take  a  look  at  some  of  the  powerful  features  that  have  made  WinFax  PRO  an  international  bestseller:  •  Share  expensive 
fax  modems  and  phone  lines  •  No  dedicated  fax  server  required  •  Works  with  industry-standard  networks  including 
Novell  NetWare,  Artisoft  LANtastic  and  Microsoft  Windows  for  Workgroups  •  E-mail  your  fax  •  Uses  either  IPX 
or  NETBIOS  protocols  •  Fax  directly  from  Windows  application,  even  combine  documents  from  multiple 
applications  into  one  fax  •  Schedule  a  fax  for  a  future  date  and  time  •  Broadcast  faxes  to  multiple  groups  • 
Automatically  view,  print  or  OCR  faxes  into  editable  documents  for  word  processors  and  spread-sheets  •  Cut  and 
paste  faxes  to  other  applications  using  Clipboard*  Fax  modems  can  be  located  anywhere  on  the  network*  Expandable 
to  hundreds  of  users  •  Supports  over  200  modems  including  US  Robotics,  Zoom  Fax  and  Zyxel. 

Some  of  our  clients  who  are  benefited  from  WinFax  PRO  are:  •  State  Bank  of  India  •  Wipro  Finance  •  ITC  Classic 
Finance  •  American  Express  •  Sundaram  Clayton  •  Peregrine  •  General  Motors  •  Indian  Organic  Chemicals 
In  short,  WinFax  PRO  for  Networks  lets  you  sit  back  and  fax  from  the  privacy  of  your  desktop. 


Modem  Dealers 

Exciting  business 
opportunities 


SONATA 


!! 


Delrina? 


V 


Product  Marketing  Group 


Dealers:  •  Bangalore:  Binary,  Ph:  2240222;  Premier,  Ph:  621004/628345;  Informat,  Ph:  6637770  •  Bombay:  Blue  Chip,  Ph:  273759/271698 
•  Calcutta:  Embee,  Ph:  292434/298099  •  Cochin:  Innovative,  Ph:  313006  •  Delhi:  Binary,  Ph:  5437078/533544;  Tulip, 

Ph:  4620410/4634402  •  Madras:  Dynamic,  Ph:  8272726/8272749;  Business  Line,  Ph:  8273010/8266134;  Pentafour,  Ph:  4833067/4836934. 

Sonata  Sales  Off:  Bangalore:  Ph:  5589722/5580116 .  Bombay:  Ph:  4923991/4921931  .  Calcutta:  Ph:  2474119/2477117 
•  Delhi:  Ph:  5718749/5717432  •  Madras:  Ph:  8280552  •  Hyderabad:  Ph:  842262  •  Pune:  Ph:  470438 
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BUYERS’  SCORECARD :  Databases 


Customers  spot  strengths,  weaknesses  but  give  good  grades  to 

proven  RDBMS  technology 


ines  of  distinction  are  blurred  by 
time  as  relational  database  manage¬ 
ment  systems  mature.  They  all 
share  similar  features  and  capabili¬ 
ties,  and  overall  customer  satisfac¬ 
tion  is  solid. 

To  find  where  the  vendors  dif¬ 
fer,  we  asked  25  users  of  each  of 


the  leading  Unix-based  RDBMSs 
from  IBM,  Informix  Software,  Inc., 
Oracle  Corp.  and  Sybase,  Inc.  to  rate 
their  satisfaction  with  their  chosen 
package  and  vendor  service.  The  bot¬ 
tom  line  is  that  users  of  all  four  prod¬ 
ucts  are  content  with  their  choices,  but 
the  vendors  show  different  strengths. 


GOOD  VERY  GOOD 


IBM 

45% 

18% 

Informix 

55% 

3% 

Oracle 

48% 

110% 

Sybase 

44% 

20% 

GOOD  VERY  GOOD 


IBM 

15% 

25% 

Informix 

35% 

20% 

Oracle 

40% 

10% 

Sybase 

20% 

16% 

GOOD  VERY  GOOD 


IBM 

28% 

35% 

Informix 

23% 

23% 

Oracle 

32% 

8% 

Sybase 

24% 

18% 

Performance 


None  of  the  four  products  emerged  as  a 
clear  winner  in  terms  of  overall  perfor¬ 
mance  (see  chart,  "No  bad  choices”) 
although  Sybase  System  10s  high  score  of 
3.9  is  made  more  impressive  because  20 
percent  of  its  users  called  Sybase’s 
performance  "very  good,"  the  highest 
rating  available. 

Even  with  System  10’s  publicised 
scalibility  problems  unresolved  until  the 
expected  fourth-quarter  release  of  System 
1 1 ,  some  Sybase  users  never  felt  con¬ 
strained. 

Informix’s  OnLine  Dynamic  Server 
users  were  more  cautious  with  their 
praise.  Few  felt  comfortable  saying 
performance  was  very  good,  but  OnLine 
performs  well  enough  for  the  majority  to 
say  they  liked  it  and  would  recommend  it. 
“I’d  like  to  see  improvements  in  query 
speed  and  security.  But  given  the  chance, 
I’d  buy  it  again,’’  one  user  said. 


Network  compatibility 

Database  vendors  that  also  sell  networking 
equipment  have  a  natural  advantage  when 
it  comes  to  compatibility,  or  do  they?  IBM 
had  the  most  users  who  said  its  DB2 
network  compatibility  was  very  good,  but 
it  also  had  the  most  who  said  compatibility 
was  average  at  best. 


Responsiveness  of 
service 


iw<i 

slii 


MSB 


How  quickly  a  vendor  comes  back  with  an 
answer  is  consistently  rated  to  be  more 
important  than  actual  support  quality  in 
nearly  every  Scorecard  survey 
Computerworld  conducts.  Once  again, 
users  said  rapid  response  is  essential. 

Vendors  provide  a  variety  of  electronic 
vehicles  to  contact  support  staffs. 
Electronic  mail,  fax-back  services, 

Internet  forums  and  Notes  servers  offer 
alternatives  to  waiting  in  phone  queues, 
and  they  appear  to  have  a  positive  effect, 
especially  on  DB2  users. 

Nearly  two-thirds  of  the  DB2  users 
gave  IBM’s  overall  service  responsiveness 
a  positive  rating,  and  more  than  a  third  of 
them  gave  it  a  veiy  positive  rating. 

Oracle  users  were  less  pleased. 
Although  nearly  a  third  said  responsive¬ 
ness  was  good,  only  8  percent  could 
award  glowing  marks. 
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grow  up  solid  and  dependable 


No  bad  choices 

Performance  is  always  high  on  the  interest  meter,  but  based  on 
average  performance  scores  alone,  it  could  be  tough  to  choose 
among  the  leading  Unix  RDBMSs 


OVERALL  PERFORMANCE 


Scores  are  based  on  a  1  -to-5  scale  where  5  is  very  good  and  1  is  very  poor 


IBM’S  DB2/60Q0 

3.8 

Informix’s  OnLine 

3. 

6 

Oracle's  0racle7 

3.7 

Sybase’s  System  10 

3. 

9 

WHAT  WE  DID 


To  find  out  how  well  the  four  leading  RDBMSs  are  meeting  the 
needs  of  their  customers,  Computerworld  contacted  a 
minimum  of  25  users  of  each  database  and  asked  them  to  rate 
their  satisfaction  in  key  areas. 


The  percentages  in  the  charts  below  represent  users  who 
said  the  performance  in  each  category  was  good  or  very  good. 
The  remaining  majority  scored  them  “average”  with  an 
insignificant  number  rating  them  poor. 


GOOD  VERY  GOOD 


IBM 

30% 

40% 

Informix 

55% 

30% 

Oracle 

48% 

10% 

Sybase 

44% 

20% 

GOOD  VERY  GOOD 


IBM 

18% 

33% 

Informix 

28% 

25% 

Oracle 

44% 

18% 

Sybase 

16% 

22% 

GOOD  VERY  GOOD 


IBM 

20% 

8% 

Informix 

23% 

10% 

Oracle 

22% 

6% 

Sybase 

26% 

8% 

Mature  products  have  their  advantages, 
and  one  is  the  relative  lack  of  surprises 
they  spring.  Users  of  all  four  featured 
databases  appear  to  sleep  well  at  night — 
IBM  DB2  users  seem  to  be  resting  most 
peacefully,  based  on  the  number  of  users 
rating  the  product  “very  good." 

Similar  results  are  echoed  in  a 
coinciding  question  that  asked,  “How 
well  does  the  RDBMS  recover  from 
crashes?”  Forty-five  percent  of  DB2  users 
said  recovery  is  either  good  or  very  good. 

One  reason  Sybase  had  the  most 
users  rating  its  reliability  as  merely 
average  could  be  the  stereotypical  culture 
of  Sybase  users.  Sybase  users  are  stated 
to  be  a  technically  demanding  group. 


Operating  system 
compatibility 

The  ability  to  run  on  a  variety  of  server 
platforms  while  also  accessing  most 
client  platforms  is  key  to  handling  a 
variety  of  application  scales. 

These  vendors  are  also  dealing  with 
new  and  old  versions  of  different  Unix 
flavours  circulating  throughout  the  user 
community. 

Sybase  had  only  38  percent  of  its 
users  say  operating  system  compatibility 
was  above  average,  while  the  other 
RDBMSs  had  more  than  50  percent. 

IBM  DB2  users  were  the  most  evenly 
split  between  favourable  and  less 
favourable  ratings.  DB2  had  the  most 
users  saying  operating  system  compat¬ 
ibility  was  very  good.  But  aside  from 
Sybase,  DB2  had  almost  as  many  users 
who  did  not  give  a  favourable  rating. 


Value 

Value  for  the  rupee  delivered  by  these 
RDBMSs  is  a  tricky  benefit  to  measure. 
Different  users  perceive  value  in  different 
ways.  Time  savings,  cost  savings,  actual 
performance  or  a  comparison  to  the  cost  of 
alternatives  are  examples  of  the  measures 
users  say  will  shape  their  view  of  value. 

Each  vendor  had  roughly  an  equal 
number  of  users  saying  their  product’s  value 
is  good  or  very  good.  But  when  compared 
with  the  scores  in  the  other  categories,  value 
is  not  the  strong  suit  for  any  of  these 
products. 

Collectively,  users  for  each  RDBMS  say 
actual  costs  were  not  only  very  high,  but 
they  also  believed  their  chosen  database  was 
the  most  expensive  one  in  the  bunch. 

For  Informix,  value  and  price  are  real 
bright  spots.  Users  say  its  value  and  price 
are  very  good,  and  most  give  it  a  favorable 
rating  for  price. 
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At  Issue 

IBM  says  it  is 
committed  to  OS/ 
2  for  the  long  term 
and  has  taken 


YES! 

VINOD  CHOPRA 

Win95  or  OS/2,  which  will  sell  more?  “You’re  not 
serious,”  I  say  to  the  editor.  “No  one  wants  to  read  a 
piece  on  this  question.”  Her  nose  raises  itself  two 
inches,  nostrils  widen  about  that  much,  “There’s  a 
war  happening  out  there,  Mr.  Chopra,  have  you  left 
this  industry  or  are  you  planning  to?”  comes  out  in 
icicles.  It’s  true,  you  know,  power  corrupts.  She  used 
to  be  such  a  sweet,  malleable  soul.  Now  she  carries  a 
3  pound  hammer  in  her  hip  pocket! 


action  to  prove  it. 
But  many  in  the 
industry  remain 
skeptical  of  OS/ 
2’s  ability  to  be 
successful  in  the 
market  against 
Windows  95. 


BY  BHARAT  GOENKA 


The  simple  answer  to  the  question  is  NO. 

Firstly,  OS/2  has  been  critically  acclaimed  the 
world  over  as  a  technically  superior  product.  This 
implies  that  one  is  in  the  final  analysis  debating  the 
marketing  capability  of  Microsoft  vs.  IBM  rather 
than  the  technical  merits  of  Windows  95  vs.  OS/2. 
Admittedly  the  gap  in  consumer  marketing  expertise 
between  the  two  companies  is  immense — with 
Microsoft  leading  in  every  known  manner  in  being 
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So  let  me  tell  you  why  I  think  this  is  a  futile  question.  Not 
because  nobody  wants  to  know,  but  because  the  answer  is 
obvious  and  because  it  will  raise  an  unnecessary  debate  on 
futile  issues. 

It’s  time  to  bid  adieu  to  OS/2.  It’s  time  is  up. 

OS/2  supporters  had  better  not  kid  themselves.  The  game’s 
up.  Windows  95  will  steamroll  OS/2  in  the  business 
community. 

The  discerning  user  will  in  all  likelihood  go  for  Windows 
95.  Users  feel  they  can  depend  on  Microsoft.  It’s  a  company 
with  an  eye  on  the  future,  a  strategy,  a  blueprint.  OS/2,  on  the 
other  hand  is  parented  by  a  company  that  lacks  strategic 
planning. 

As  it  is,  OS/2  seems  to 
have  been  jinxed  right  from  the 
start.  From  the  very  first  ver¬ 
sion,  version  1 .0  which  lacked 
drivers  and  applications  soft¬ 
ware,  to  the  subsequent  ver¬ 
sion,  2.0,  which  suffered  from 
the  same  problems.  OS/2  has 
had  a  shaky  run. 

Interoperability  was  al¬ 
ways  an  issue.  Windows  NT, 
on  the  contrary,  featured  a 
graphical  user  interface  and 
drivers  and  software  for  most 
popular  Windows  applica¬ 
tions. 

An  answer  hasn’t  even 
been  found  in  OS/2  Warp. 

While  it  does  have  a  Windows 
3.1  emulator  that  allows  the 
use  of  Windows  3.1  applica¬ 
tions,  AIX  interoperability  is  still  to  come  in. 

Furthermore,  IBM  seems  to  have  little  to  say  on  the  issues 
of  addressing  Win  32  applications,  and  on  whether  OS/2  will 
run  on  IBM’s  PowerPC? 

Windows  meanwhile,  has  been  a  different  story.  Microsoft 
did  in  fact  state  its  purpose  as  early  as  1992  by  outlining  its 
plans  for  Cairo,  and  by  stating  that  Windows  95  would  be  a 
step  towards  Cairo. 

Users  were  promised  drivers,  application  software  and 
interoperability.  Which  is  just  what  has  been  provided. 

Furthermore,  where  does  OS/2  lead  up  to?  Applications  writ¬ 
ten  for  OS/2  will  not  run  on  IBM’s  bigger  AIX  operating  system. 

In  case  a  user  is  upgrading,  then  there  is  no  way  that  OS/2  hard¬ 
ware  and  software  can  be  used. 

‘Hype’ertension 

Windows  95,  meanwhile  has  a  growth  path  ahead  of  it,  which  ^ 


The  discerning 
user  will  in  all 
likelihood  go  for 
Windows  95. 
Users  feel  they  can 
depend  on 
Microsoft. 

Vinod  Chopra 


market  street  smart.  Yet  a  superior  product  can  be  killed 
only  if  its  originator  plans  its  demise — and  not  because  a 
competitor  planned  it.  Microsoft  is  welcome  to  spend  the 
mega-dollars  on  promoting  Windows  95,  but  OS/2,  one 
must  not  forget  has  its  own  set  of  die-hard  loyalists.  In  fact 
an  installed  base  of  over  six  million  users  is  not  a  trifling 
matter. 

Votaries  of  Microsft  may  go  to  the  extreme  of  taking 
Microsoft  hype  one  step  further,  and  rephrase  the  above 
question  as  “Will  Microsoft  kill  IBM?”  This  answer  remains 
NO.  It  is  accepted  that  IBM  remains  the  most  favoured 
computer  vendor  today.  By  positioning  OS/2,  PowerPC, 

and  the  “common  platform” 
paradigm  across  its  gamut  of 
supplies,  IBM  is  building  one  of 
the  strongest  foundations  for 
personal  computing.  I  remain 
convinced  that  over  time  IBM 
will  prove  to  be  the  platform  of 
choice  for  serious  applications. 

In  my  opinion,  the  ideal 
positioning  for  IBM  (and  OS/2) 
would  be  use  Windows  95  for 
your  games  and  leisure 
activities.  But  when  it  comes  to 
serious  business,  and  serious 
business  applications,  use  an 
OS/2  system.  Let’s  face  it,  OS/2 
is  inherently  and  considerably 
more  stable  than  Windows. 

One  could  go  on  and  on 
about  the  limitations  of 
Windows  95.  But  I  will  simply 
reproduce  two  questions  being 
asked  the  world  over:  Is  is  true  that  Windows  95  doesn’t 
fully  protect  its  own  operating  system  code  against  Win  32 
application  failures?  The  answer  by  the  pundits  is  “YES.” 
Win  32  applications  we  are  told  can  write  to  regions  of  the 
extreme  lower  and  upper  address  spaces  in  the  System  VM 
that  are  critical  to  the  environment’s  application.  As  a  re¬ 
sult  all  errant  memory  operations  can  undermine  system 
stability  and  potentially  crash  the  entire  operating  system. 

The  Verdict:  Windows  95  may  be  one  errant  memory 
operation  away  from  total  failure. 

Another  question  one  hears  asked:  When  running  DOS 
applications,  does  Windows  95  fully  virtualize  the  PC’s 
hardware  to  protect  against  buggy  applications?  The  answer 
from  the  pundits  is  a  resounding  “NO.”  Windows  95  fails 
to  virtualize  critical  hardware  components  like  the  interrupt 
flag.  This  in  turn  can  lead  to  a  system  crash  if  an  errant 


“Microsoft  is  wel¬ 
come  to  spend  the 
mega-dollars  on 
promoting  Windows 
95,  but  OS/2,  has 
its  own  set  of  die¬ 
hard  loyalists.” 

Bharat  Goenka 
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culminates  in  Cairo. 

What  ever  the  issues,  the  fact  is  that  one  of  them  must  win 
the  war.  “How  do  we  find  out  who  it  will  be?”  you  ask.  The 
answer,  as  the  man  said,  is  blowing  in  the  wind.  In  fact,  it’s 
banging  pretty  hard  at  my  face.  So  hard,  that  I’ve  already 
plunged  into  Windows  95.  Let  me  tell  you  why. 

It’s  all  about  shouting,  you  know.  What  do  you  believe  in, 
what  ever  you’ve  heard  more  often.  For  example:  Gallelio  was 
the  first  to  prove  that  the  world  was  round;  Seshan  is  a  publicity 
hound;  newspapers  are  accurate;  you  can  become  a  computer 
professional  by  attending  a  course  twice  a  week  for  a  few 
months  get  the  drift?  The  louder  the  shout,  the  clearer  you 
hear  it,  the  more  you  believe  it.  The  more  people  you  talk  to 
the  more  there  are  that  can  repeat  your  story.  This  multiplies 
your  shouting  effort. 

And  who’s  been  shouting?  Loud  that  is,  real  loud.  Windows 
95  of  course.  As  the  man  said,  “bachcha  bachcha  janta  hai.”  But  if 
you  were  to  ask  the  same  kids  about  OS/2  you’re  more  than  likely 
to  receive  the  response  “OS/who?” 

And  then  it’s  about  looking  good.  Then  there’s  the  problem 
about  fashion..  If  you  don’t  look  with-it,  you’re  out.  If  you  look 
like  you’re  moving  ahead,  more  exciting  or  just  even  more  intelli¬ 
gent,  then  I’m  more  likely  to  believe  that  you  are  heading  in  the 
correct  direction  for  the  future  than  someone  who  looks  like  any 
other  conservative  business  type.  Now  who  looks  the  conventional 
business  type?  Who  looks  more  the  techno-genious  type? 

It’s  not  about  looking  pretty.  Don’t  misunderstand  me.  It’s 
about  looking  appropriate.  Bill  Gates  doesn’t  look  like  a 
business  man.  He  looks  like  a  whiz  kid.  You’re  more  likely  to 
believe  that  he  has  better  technology  than  someone  in  a  blue 
pin-striped  suit.  Especially  because  he’s  proven  it  many  times 
before  and  especially  because  he  is  the  richest  man  in  the  world. 

Yes,  yes,  that’s  what  marketing  is  about.  Shouting  clearly 
and  loudly,  being  visible  and  available  and  looking  good — 
believably  good.  So  are  you  going  to  make  a  critical, 
corporation-wide  multi-crore  switch  because  of  some 
marketing  hype?  Nope.  You  won’t.  Because  the  war  isn’t  about 
the  shouting  and  packaging.  It’s  about  you.  Sure  it’s  about  you. 
Not  about  the  operating  systems.  This  war  is  a  battle  for  your 
mind’s  opinion.  It  can’t  be  won  by  sheer  logic  we’re  too  scared 
of  pure  logic  we  prefer  to  use  the  logic  of  the  herd  if  you’ve 
heard  it  often  enough  before,  then  it’s  true. 

Well,  anyway,  the  point  is  that  your  mind,  mine  and  the 
world’s  has  over  the  past  few  years  had  excellent  reason  to 
believe  in  Microsoft  and  very  little  to  believe  in  IBM.  The 
question  about  who  will  win  is  unnecessary,  it’s  futile.  Our 
minds  are,  grudgingly  or  otherwise,  convinced  that  Windows 
95  will  rule.  Which  is  why  it  will.  It’s  a  blitz  And  if  our  minds 
aren’t  completely  made  up  yet,  they  certainly  will  after  the 
huge  media  budget  gets  spent.  Which  is  why  I  say  that  there’s 
no  war  happening  here.  It’s  a  walkover. 


NO! 


DOS  program  becomes  unresponsive  while  interrupts  are 
disabled. 

The  Verdict:  Legacy  apps  are  the  Achilles’  heel  of 
Windows  95  memory  management. 

Another  point  for  the  corporate  sector  to  look  at  is  that 
OS/2  bundled  with  LAN  server  4.0,  has  been  a  success 
server  platform.  According  to  Louis  Gerstner,  OS/2’s  focus 
was  on  corporate  users  and  enterprise  systems.  He  also  noted 
that  the  desktop  market  for  OS/2  would  continue  to  grow. 

When  you’re  talking  Windows  95,  you’re  looking  at 
the  desktop.  OS/2  on  the  other  hand  is  offers  a  fde  system 
that  can  support  functions  such  as  transaction  processing 
or  a  corporate  database.  Windows  95  versus  OS/2  is  virtually 
comparing  Apples  to  Oranges.  When  comparing  systems 
at  an  enterprise  server  level,  it  would  make  logical  sense  to 
pit  Windows  NT  against  OS/2.  If  OS/2  is  surviving 
Windows  NT,  I  doubt  if  Windows  95  can  cause  it  much 
harm. 

Also  its  all  very  well  to  talk  about  Microsoft  as  the  long 
term  strategic  planner,  that’s  charted  out  a  migration  path 
for  Windows  95  and  Windows  NT.  But  the  fact  still  remains 
that  Cairo  is  not  likely  to  follow  its  schedule.  In  fact,  already, 
Microsoft  is  talking  about  a  delivery  date  of  1997  for  Cairo. 

Making  a  commitment 

Then  again  there  is  the  issue  of  commitment.  There’s  simply 
no  doubt  in  anybody’s  mind  today  that  IBM  is  committed 
to  the  OS/2  cause.  In  fact,  Big  Blue’s  takeover  of  Lotus 
Development  Corp.  was  nothing  more  than  a  reiteration  of 
its  loyalty  to  OS/2. 

Being  the  most  significant  applications  developer  for 
OS/2,  the  addition  of  Lotus  into  the  IBM  fold  is  only  going 
to  act  as  a  booster  for  OS/2.  OS/2  won’t  die,  that’s  for  sure. 

Windows  95  will  not  kill  OS/2.  OS/2  caters  to  the  server 
platform  in  a  way  Windows  95  can  ever  do. 

In  fact,  as  a  further  proof  of  its  commitment,  IBM  has 
come  up  developer  application  programming  interfaces  to 
ease  the  porting  of  Windows  applications  to  OS/2. 

OS/2  is  the  ideal  platform  for  the  corporate  environment 
and  I  doubt  anything  can  change  that. 

My  advice  to  IS  users  is  to  ignore  the  Windows  95  hype, 
sift  the  wheat  from  the  chaff,  and  decide  on  which  operating 
system  can  offer  crash  free  operation  and  freedom  from 
bugs  (known  and  unknown).  There  the  verdict  is  clearly  in 
favour  of  OS/2. 


Bharat  Goenka  is  managing  director, 
Peutronics  Pvt.  Ltd.,  Bangolore. 

Vinod  Chopra  is  director, 

Microlipi  Pvt.  Ltd.,  New  Delhi. 
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IT  industry  hot  for  investment? 

YOU  BET! 


What’s  a  column  on  stocks 
doing  in  a  magazine  on 
chips?  The  answer:  at¬ 
tempting  to  help  you  make  money. 

From  a  touch-me-not  gadget 
to  a  “consumer  commodity”  mak¬ 
ing  its  way  into  homes,  the  com¬ 
puter  has  come  a  long  way  across 
time  and  space.  Resultantly,  so  has 
the  IT  industry.  The  Information 
Technology  industry  has  been  rac¬ 
ing  ahead  at  an  unheard-of  pace, 
leaving  behind  a  trail  of  success¬ 
ful  entrepreneurs  and  enterprises, 
both  big  and  small,  and  profitable. 

Recently,  we  had  undertaken 
a  study — an  investment  report — 
for  a  major  financial  institution 
abroad.  We  were  told  to  study  the 
corporate  efficiency  of  various  in¬ 
dustries.  For  this,  we  studied  the 
net  operating  profit  margins  (sub¬ 
tract  non-operational  income  from 
a  company’s  profit  before  inter¬ 
est,  depreciation  and  tax  and  ex¬ 
press  the  result  as  a  percentage  of 
sales)  of  14  industries. 

The  results 
were  inviting. 

The  computer 
industry 
turned  in  a 
grand  per¬ 
formance.  It 
was  the  second 
most  profit¬ 
able  industry 
after  hotels. 

More  impor¬ 
tant,  it  was  the 
most  efficient 
industry,  with  an  increase  in  net 
operating  margins  of  4.5  points  to 
29.9  percent.  We  promptly  put  the 
industry  in  the  Investment  Grade. 


The  Indian  computer  industry 
is  suddenly  being  recognised  as  a 
global  software  sourcing  point. 
While  this  is  mainly  due  to  the 
large-scale  availability  of  high 
quality  skilled  manpower,  the  en¬ 
trepreneurial  efforts  cannot  be 
undermined.  The  industry  is 
booming. 

And  the  one  way  for  others — 
those  who  only  get  to  read  about 
these  success  stories — to  cash  in 
on  this  industry  is  by  investing  in 
the  businesses. 

There’s  money  to  be  made 
here.  For  instance,  over  the  last 
two  years,  the  share  price  of  HCL- 
Hewlett  Packard  (HCL-HP)  has 
grown  over  1 1  times  to  Rs.  233 
(adjusted  for  a  1 :2  bonus  issue  of 
shares  in  May  1995;  real-time 
price:  Rs.  1 55).  This  means  that  if 
you  had  invested  Rs.  20,000  in 
1 ,000  shares  of  HCL-HP  in  June 
1993,  you  would  have  1,500 
shares  worth  Rs.  2.33  lakhs  today. 

And  the  stories  are  many.  Be¬ 
tween  August 
1993  and  to¬ 
day,  the 
S  q  u  are  - D 
Software 
stock  has 
yielded  a  2.5- 
fold  return. 
Rs.  60,000  in¬ 
vested  in 
1,000  shares 
of  Mastek 
Ltd.  in  April 
1993  are 
worth  Rs.  2.65  lakhs.  Infosys 
Technologies,  Pentafour  Software 
and  Exports...  the  list  is  long  and 
illustrious. 


And  the 
opportunities 
are  not  stop¬ 
ping  here.  Over 
the  last  three 
months  alone, 
over  half  a 
dozen  issues 
of  computer 
software 
manufacturers 

have  hit  the  capital  markets. 
That’s  one  issue  every  fortnight. 
Only  last  fortnight  another  issue — 
Computech  International  Ltd. 
(CIL) — opened  for  subscription. 

In  the  great  computer  war,  the 
applications  industry  is  going  to 
benefit  greatly.  Calcutta-based 
CIL  is  expected  to  be  one  such 
company.  Best  known  as  a  regis¬ 
trar  to  companies  floating  public 
issues— CIL  is  a  Securities  and 
Exchange  Board  of  India  recog¬ 
nised  category  1  registrar  to  is¬ 
sues — it  has  taken  a  tip  or  two 
from  them,  and  is  itself  approach¬ 
ing  the  capital  markets  with  a  Rs. 
6.50  crore  issue  of  shares. 

The  company  operates  under 
five  divisions  that  cover  software 
development  and  data  process¬ 
ing,  seismic  data  processing, 
trading  in  computer  hardware 
and  peripherals,  share  transfers, 
and  agencyship  of  Nippon  Denro 
Ispat  Ltd.  for  galvanized  cold 
rolled  sheets,  coils  and  sponge 
iron.  Of  these  five,  however,  only 
the  registrar  and  data  processing 
divisions  are  active.  The  current 
nine  crore  project,  which  is 
mostly  being  equity  funded  (83 
percent)  with  the  rest  coming  in 
as  internal  accruals,  is  to  finance 


.  the  cost  of  ex- 

uV  |  pansion. 

Structur¬ 
ally,  the  com¬ 
pany  is,  over 
the  next  three 
years,  giving 
more  stress  to 
its  computer 
software  divi¬ 
sion.  From  19 
percent  in  FY  96,  the  revenues 
from  this  division  are  expected  to 
rise  to  43  percent  in  FY  98.  This 
is  in  line  with  macro  trends,  which 
indicate  that  the  Indian  computer 
software  industry  over  the  last 
decade  has  grown  at  an  average 
rate  of  42  percent  per  annum  to 
Rs.  1,700  crores. 

The  projections,  which  have 
been  drawn  up  by  Ispat  Finance 
Ltd.,  seem  achievable.  Of  the  Rs. 
15  crores  total  income  that  CIL 
is  hoping  to  tot  up  in  FY  96,  the 
company  already  has  orders 
worth  half  that  much.  Most  of 
these  are  export  orders.  The  com¬ 
pany’s  stress  on  exports  will  also 
help  it  prune  down  its  tax  bill. 

But  the  likes  of  CIL — small, 
niche  companies  hoping  to  tap 
the  burgeoning  potential  of  the 
software  industry — are  one  too 
many.  And  there  could  be  many 
more.  Just  how  much  of  a  win¬ 
ner  will  CIL  stock  turn  out  to  be 
in  this  game,  remains  to  be  seen. 

Meanwhile,  if  you’re  excited 
about  investing  in  the  IT  sector, 
watch  out  for  this  column  every 
fortnight. 

Prepared  for  Coniputerworld  by 
Equicorp  Research  of  New  Delhi. 
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Company 

Business 

Year 

Sales 

OPM 

NP 

Abacus  Computers 

Computer  systems 

Jun-94  A 

3.92 

6.63 

-0.19 

Adam  Comsof 

Computer  software 

Mar-94  U 

0.87 

26.44 

0.17 

Altos  India 

Computer  peripherals 

Sep-94  A 

229.29 

16.30 

11.05 

B  F  L  Software 

Computer  software 

Mar-95  A 

12.62 

45.64 

4.90 

CAL  Systems 

Computer  peripherals 

Jun-94  A 

6.81 

12.19 

0.36 

Datasoft  Application  Software  (India) 

Computer  software 

Mar-95  A 

0.49 

53.06 

0.22 

Digital  Equipment  (India) 

Computer  systems 

Jun-95  U 

177.47 

13.53 

15.20 

Fujitsu  ICIM 

Mini/micro  computers 

Mar-95  U 

157.62 

5.07 

-3.18 

HCL  Hewlett-Packard 

Mini/micro  computers 

Jun-94  A 

397.94 

10.57 

20.21 

Hinditron  Informatics 

Computer  peripherals 

Mar-95  U 

12.76 

-12.07 

-3.15 

Icnet 

Computer  software 

Mar-95  U 

8.41 

39.36 

1.95 

Information  Technologies  (India) 

Computer  software 

May-95  U 

39.00 

30.49 

11.00 

Infosys  Technologies 

Computer  systems 

Mar-95  A 

55.42 

35.84 

13.32 

Intecon  (India) 

Dot  matrix  printers 

Jun-94  U 

5.68 

16.20 

0.17 

International  Data  Management 

Computer  peripherals 

Jun-94  U 

8.95 

11.84 

-1.53 

Lan  Eseda  Industries 

Computer  systems 

Dec-94  U 

102.46 

18.69 

17.77 

Lee  &  Nee  Softwares  (Exports) 

Computer  software 

Mar-95  A 

2.22 

40.54 

0.81 

Maegaware  Computers 

Computer  systems 

Mar-95  U 

6.54 

21.56 

0.19 

Maximaa  Systems 

Computer  software 

Mar-95  A 

3.95 

38.23 

1.04 

Modi  Olivetti 

Mini/micro  computers 

Mar-95  U 

84.50 

12.73 

4.01 

0  M  C  Computers 

Mini/micro  computers 

Jun-94  A 

9.15 

40.33 

0.38 

PCS  Data  General  India 

Computer  systems 

Mar-95  U 

34.45 

8.42 

1.20 

PCS  Industries 

Computer  systems 

Mar-95  U 

36.00 

21.42 

2.69 

P  S  1  Data  Systems 

Computer  software 

Mar-95  A 

13.49 

14.90 

0.05 

Pentafour  Software  &  Exports 

Computer  software 

Mar-95  A 

59.58 

32.53 

15.65 

Pertech  Computers 

Computer  systems 

Dec-94  A 

266.69 

10.91 

11.40 

Purvi  Electronics 

Magnetic  tape  drives 

Mar-94  U 

4.18 

14.83 

0.50 

R  S  Software  (India) 

Computer  systems 

Mar-95  U 

11.50 

19.48 

1.00 

Satyam  Computer  Services 

Computer  software 

Mar-95  U 

24.12 

49.00 

9.03 

Shukla  Data  Technics 

Computer  software 

Mar-95  U 

2.68 

51.12 

1.09 

Softrak  Technology  Exports 

Computer  software 

Mar-95  U 

6.61 

45.84 

2.21 

Solar  Busiforms 

Computer  stationery 

Jun-94  U 

5.49 

28.23 

0.92 

Square  D  Software 

Computer  software 

Mar-95  A 

41.41 

39.56 

10.37 

Sterling  Computers 

Mini/micro  computers 

Mar-94  A 

37.55 

8.02 

-1.95 

Sujata  Data  Products 

Computer  peripherals 

Mar-95  U 

23.56 

15.87 

2.28 

Svam  Softwares 

Computer  software 

Mar-94  U 

4.05 

18.77 

0.43 

Tata  Elxsi  (India) 

Computer  systems 

Mar-95  U 

50.01 

11.70 

0.46 

Tata  Honeywell 

Computer  systems 

Mar-95  U 

127.88 

8.39 

3.47 

Tata  Unisys 

Computer  systems 

Mar-95  U 

138.23 

21.55 

15.59 

Unicorp  Industries 

Computer  peripherals 

Sep-94  U 

59.89 

7.86 

2.16 

Uniport  Computers 

Computer  software 

May-94  A 

25.25 

34.10 

8.11 

V  X  L  Instruments 

Computer  terminals 

Mar-95  A 

24.70 

21.90 

2.88 

Vintron  Industries 

Computer  drives 

Mar-95  U 

19.01 

8.42 

0.81 

Wipro  Infotech 

Mini/micro  computers 

Mar-94  A 

290.14 

10.08 

10.10 

OPM:  operating  profit  margin;  NP:  net  profit;  CP:  cash  profit;  SPS:  sales  per  share;  EPS:  earnings  per  share;  CMP:  current  market  price; 
Chg:  change  over  the  previous  fortnight;  MC:  market  capitalisation; 


OP/MC:  operating  profit  to  MC;  PEM:  price  to  earnings  multiple;  PCM:  price  to  cash  earnings  multiple;  NM:  not  meaningful;  Market 
prices  in  italics  denote  no  trading 
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CP 

Equity 

SPS 

EPS 

Oct-10 

Ch 

MC 

OP/MC 

PEM 

PCM 

0.04 

2.85 

13.75 

-0.67 

23.00 

-4.17 

6.56 

3.97 

NM 

NM 

0.23 

7.20 

1.21 

0.24 

10.50 

20.00 

7.56 

3.04 

44.47 

32.87 

14.57 

8.59 

266.93 

12.86 

67.50 

0.00 

57.98 

64.45 

5.25 

3.98 

5.41 

5.99 

21.07 

8.18 

156.00 

6.12 

93.44 

6.16 

19.07 

17.27 

0.41 

1.42 

47.96 

2.54 

21.50 

22.86 

3.05 

27.19 

8.48 

7.45 

0.26 

3.00 

1.63 

0.73 

10.00 

-16.67 

3.00 

8.67 

13.64 

11.54 

21.36 

32.73 

54.22 

4.64 

101.50 

18.02 

332.21 

7.23 

21.86 

15.55 

-0.21 

17.44 

90.38 

-1.82 

60.50 

4.31 

105.51 

7.57 

NM 

NM 

23.03 

21.17 

187.97 

9.55 

155.00 

-8.82 

328.14 

12.81 

16.24 

14.25 

-2.81 

4.50 

28.36 

-7.00 

10.00 

11.11 

4.50 

-34.22 

NM 

NM 

2.62 

8.51 

9.88 

2.29 

27.50 

0.00 

23.40 

14.14 

12.00 

8.93 

11.39 

8.50 

45.88 

12.94 

106.00 

0.00 

90.10 

13.20 

8.19 

7.91 

17.92 

7.26 

76.34 

18.35 

477.00 

3.70 

346.30 

5.73 

26.00 

19.32 

0.44 

2.76 

20.58 

0.62 

6.00 

0.00 

1.66 

55.56 

9.74 

3.76 

-1.29 

2.20 

40.68 

-6.95 

7.50 

0.00 

1.65 

64.24 

NM 

NM 

19.15 

77.16 

13.28 

2.30 

8.25 

6.45 

63.66 

30.08 

3.58 

3.32 

0.90 

4.94 

4.49 

1.64 

24.50 

16.67 

12.10 

7.44 

14.94 

13.45 

0.27 

2.14 

30.56 

0.89 

8.00 

0.00 

1.71 

82.36 

9.01 

6.34 

1.10 

3.26 

12.12 

3.19 

33.00 

-19.51 

10.76 

14.04 

10.34 

9.78 

5.61 

18.66 

45.28 

2.15 

24.75 

5.32 

46.18 

23.30 

11.52 

8.23 

0.71 

6.20 

14.76 

0.61 

13.75 

-23.61 

8.53 

43.28 

22.43 

12.01 

1.45 

4.88 

70.59 

2.46 

10.00 

33.33 

4.88 

59.43 

4.07 

3.37 

4.71 

8.72 

41.28 

3.08 

14.00 

-30.00 

12.21 

63.16 

4.54 

2.59 

1.21 

35.86 

3.76 

0.01 

11.75 

-9.62 

42.14 

4.77 

NM 

34.82 

16.27 

7.61 

78.29 

20.57 

164.00 

0.00 

124.80 

15.53 

7.97 

7.67 

14.57 

19.96 

133.61 

5.71 

57.00 

3.64 

113.77 

25.58 

9.98 

7.81 

0.60 

4.57 

9.15 

1.09 

29.50 

22.92 

13.48 

4.60 

26.96 

22.47 

1.94 

4.35 

26.44 

2.30 

34.00 

-15.53 

14.79 

15.15 

14.79 

7.62 

9.87 

18.58 

12.98 

4.86 

48.75 

9.55 

90.58 

13.05 

10.03 

9.18 

1.18 

3.05 

8.79 

3.57 

22.75 

22.97 

6.94 

19.74 

6.37 

5.88 

2.69 

3.10 

21.32 

7.13 

29.00 

3.57 

8.99 

33.70 

4.07 

3.34 

1.10 

3.24 

16.94 

2.84 

9.00 

-5.26 

2.92 

53.16 

3.17 

2.65 

13.40 

20.25 

20.45 

5.12 

61.00 

-14.08 

123.53 

13.26 

11.91 

9.22 

-1.67 

5.00 

75.10 

-3.90 

39.50 

16.18 

19.75 

15.24 

NM 

NM 

2.73 

4.38 

53.79 

5.21 

28.00 

27.27 

12.26 

30.50 

5.38 

4.49 

0.56 

6.73 

6.02 

0.64 

14.50 

0.00 

9.76 

7.79 

22.69 

17.43 

2.04 

15.58 

32.10 

0.30 

29.00 

0.00 

45.18 

12.95 

98.22 

22.15 

4.97 

7.08 

180.62 

4.90 

87.00 

-5.43 

61.60 

17.42 

17.75 

12.39 

22.59 

6.13 

225.50 

25.43 

372.00 

-0.80 

228.04 

13.06 

14.63 

10.09 

2.34 

5.62 

106.57 

3.84 

36.50 

2.10 

20.51 

22.96 

9.50 

8.77 

8.51 

14.95 

16.89 

5.42 

11.50 

43.75 

17.19 

50.08 

2.12 

2.02 

3.55 

4.22 

58.53 

6.82 

76.00 

8.57 

32.07 

16.87 

11.14 

9.03 

0.91 

5.14 

36.98 

1.58 

13.25 

17.78 

6.81 

23.49 

8.41 

7.48 

14.34 

7.37 

393.68 

13.70 

470.00 

9.56 

346.39 

8.44 

34.30 

24.16 

“Sales,  NP,  Equity,  MC  in  Rs  crore  SPS,  EPS,  CMP  in  Rs  OPM,  Ch,  OP/MC  in  per  cent  PEM,  PCM  in  times” 

“The  latest  available  figures  have  been  taken,  which  in  some  cases  could  be  those  of  the  previous  year.  “”A””  signifies  audited  figures,  while 
“”U””  shows  unaudited  figures” 
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All  the 


To  remain  sane 
in  the  midst  of 


moves 


a  daunting  number 
of  new  technologies, 


focus  on  the  SKILLS  that  will 
really  keep  you  competitive 


Surviving  the  information  sys¬ 
tems  skills  game  is  much  like 
learning  how  to  play  tennis — at 
every  turn  there’s  a  new  tech¬ 
nique  or  tool  waiting  to  be  mas¬ 
tered.  While  you’d  like  to  learn 
them  all,  practically  speaking, 
it’s  impossible.  The  advice  is, 
don’t  even  try.  The  key  is  focus. 

A  few  years  back,  my  tennis 
game  needed  improvement,  so  I 
bought  a  new  racquet  and  went 
to  tennis  camp. 

I  improved  my  strokes, 
learned  new  ones,  picked  up 
strategy  tips  and  discovered  new 
equipment.  I  came  home  happier, 
but  the  feeling  was  shortlived.  A 
month  later,  my  game  was  no 
better  off.  I  was  disappointed,  yet 
curious.  Why  hadn’t  the  skills 
stuck? 

As  a  professional  who  deals 
with  skills  and  training,  I  wanted 
to  know  what  went  wrong.  After 
talking  with  tennis  friends  and 
training  colleagues,  I  discovered 
I  was  trying  to  learn  too  much  at 
once.  I  should  have  chosen  a  few 
things  to  become  good  at  and 
concentrated  on  them  for  a  while 


before  moving  on.  An  IS  profes¬ 
sional  who  wants  to  know  >vhat 
to  learn  next  can  use  the  same 
technique.  Consider  the  follow¬ 
ing  questions  I  constantly  hear  in 
the  field: 


How  do  I  know  what  to  learn? 

Tennis  players  have  been  ask¬ 
ing  similar  question  for  years. 
What  kind  of  racquet  do  I  play 
with?  Which  brand  of  racquet  do 
I  play  with? 

Which  brand  do  I 
choose?  What 
surface  is  best? 

Good  tennis 
players  can  play 
on  any  surface 
with  any  racquet. 

They  learn  to 
play  with  differ¬ 
ent  people,  to 
play  indoors  and  outdoors.  Most 
change  racquets  every  couple  of 
years.  Flexibility  and  adaptabil¬ 
ity  are  critical  parts  of  the  game. 
In  fact,  the  greatest  honour  in  ten¬ 
nis,  the  Grand  Slam  title,  in¬ 
volves  winning  four  major  tour¬ 
naments  on  four  different  sur¬ 


TIP 


faces  in  the 
same  year. 
Learn  to  move  easily  from  one 
platform  to  another.  Home  court 
is  usually  the  best  place  to  start. 
Find  out  what’s  being  used  in 
your  organization,  and  review 
architectural  blueprints,  vendor 
literature  and  industry  publica¬ 
tions.  Talk  to  people  you  work 
with  and  consultants.  Check  out 
your  company’s  training  facility 
and  see  if  it  can  make  the  prod¬ 
uct  available  to  you.  Try  to  play 
with  two  products  in  the  same 
family. 


What  skills  will  I  need  in  the 
future? 

Good  tennis  players  spend  a 
lot  of  time  assessing  their  game. 
The  best  in  the  world  have  full¬ 
time  coaches.  They  look  at  the 
set  of  skills  needed  to  win 
matches.  They  look  at  strokes 
and  at  strategy,  concentration, 
footwork,  assessing  opponents’ 
games  and  dealing  with  the  per¬ 
son  on  the  other  side  of  the  net. 


■■ 


I 


Learn  to  assess 
your  total  game. 
Look  at  your  technical  skills  and 
your  business,  interpersonal  and 
management 


skills.  Pay  at¬ 
tention  to  busi¬ 
ness  functions, 
products  and 
markets.  Pay 
attention  to 
teamwork  and, 
in  general,  your 
interactions 
with  others. 
Pay  attention  to  written  and  ver¬ 
bal  communications.  Pay  a  lot  of 
attention  to  project  management 
tools  and  techniques. 


How  do  I  stay  competitive? 

Remember  my  failure  to  im¬ 
prove  my  game.  The  new  racquet 


didn’t  help;  neither  did  the  ten¬ 
nis  camp.  My  biggest  mistakes: 
I  tried  to  work  on  too  many 
strokes  and  wanted  to  win  right 
away.  Tennis  players  are  almost 
always  working  on  some  part  of 
their  game.  They  analyze 
strengths  and  weaknesses.  They 
solicit  input  from  results  (number 
of  unforced  errors,  number  of 
double  faults)  and  from  those 
around  them.  The  better  tennis 
players  target  specific  skills  and 
work  to  integrate  them  into  the 
total  game.  They  play  a  lot  of 
practice  matches;  they  do  a  lot 
of  drills.  They  learn  to  use  their 
strengths  to  compensate  for  their 
weaknesses. 


Learn  to  learn 
and  keep  on 
learning.  Expect  skills  gaps,  but 
look  for  the  two  or  three  that  will 
make  the  most  difference  and 
work  on  them  for  a  stretch  of 
time. 

Get  used  to  working  on  your 
skills  and  integrating  them  into 
your  work— find  practice  oppor¬ 
tunities.  Talk  with  subject  mat¬ 
ter  experts.  Seek  new  environ¬ 
ments,  new  equipment,  new  chal¬ 
lenges  and  new  projects.  Learn 
to  use  strengths  to  compensate 
for  weaknesses. 

I  really  like  tennis  and  want 
to  stay  with  it  for  a  long  time.  My 
game  plan  for  the  rest  of  the  year 
is  to  work  on  my  serve,  volley 
and  concentration. 

I  will  arrange  opportunities 
to  learn,  practice  and  integrate. 
I  will  solicit  input  and  coach¬ 
ing.  I  will  observe  others.  I  will 
read  tennis  magazines.  I  am 
prepared  for  the  frustration  and 
eager  for  the  joy  of  learning. 
I’ll  give  myself  a  few  months 
to  improve.  Then  I’ll  start  all 
over  again. 


A  Computerworld  consultant 
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GOING ,  GOING. 


IS  professionals  find  the  grass  infinitely  greener  on 
the  other  side  of  the  equator.  And  they're  all  set  to 
take  off  provided  opportunity  knocks. 


Advertisements  for  IT-related 
jobs  overseas  can  truly  tempt 
one  to  join  the  migrating  gang 
of  brain-drainers  and  live 
abroad  happily  ever  after. 

Even  if  it  can’t  happen, 
what’s  to  stop  someone  from 
dreaming  about  it? 

The  grass  is  always 
greener  on  the  other  side,  so 
one  has  heard.  Even  so,  what¬ 
ever  the  reality,  it  is  a  fact  that 
the  lure  of  the  overseas  mar¬ 
ket  is  usually  too  strong  to 
fend  off. 

In  fact,  that  is  just  what  a 
recent  telephonic  survey,  con¬ 
ducted  by  Computerworld  re¬ 
vealed.  The  survey  covered 
100  IS  professionals  from  the 
corporate  sector  (including  IS 
staff  from  public  sector  enter¬ 
prises),  and  the  findings  were 
interesting.  For  one,  it  was 
observed  that  IS  profession¬ 
als  in  the  country  still  think 
working  abroad  is  preferable 
to  working  in  an  Indian  or¬ 
ganisation,  at  their  current  po¬ 
sition. 

The  feeling  was  particu¬ 
larly  prevalent  among  IS  pro¬ 
fessionals  from  the  public 
sector  side.  Meagre  salaries, 
and  low  job  satisfaction  lev¬ 
els  appear  to  have  been  the 
factors  responsible  for  the 
trend. 

The  survey  indicated  that 
over  50  percent  of  the  re¬ 
spondents  were  keen  on  flee¬ 
ing  the  coup  and  making  it  to 
yonderland. 


IS  pros  were  asked  the 
following: 

Would  you  like  to 
work  abroad? 


YES 

NO 

Don’t  Know 


70% 

19% 

11% 


What  is  the  most  important 
reason  for  working  abroad? 


According  to  the  survey,  IS 
professional  are  ready  to  take 
the  first  available  flight  out, 
provided  the  salary  is  right. 
Then  comes  the  dream  of  a 
better  standard  of  living. 

The  survey 
also  re¬ 
vealed  that 

job  consultants  are  considered 
to  be  the  best  option  for  land¬ 
ing  a  job  overseas.  Most  help 
arrange  the  visas  and  tickets 
once  the  offer  is  accepted. 

Ironically,  the  desire  to 
come  back  to  India,  seems  just 
as  strong  as  the  desire  to  go 
overseas.  In  fact,  a  number  of 
respondents  indicated  that 
once  they  had  managed  to  save 
up  enough,  they  wouldn’t 
mind  coming  back  and  in  fact, 
wouldn’t  mind  joining  their 
current  organisations. 


Would  you  like  to  come  back 
after  a  few  years  to  India? 


Rakesh  Narang  handles 
CONNECT  activities  in  India 
and  can  be  contacted  through 
Computerworld  for  consul¬ 
tancy.  The  survey  was  inde¬ 
pendently  undertaken  by 
CONNECT  on  behalf  of 
Computerworld. 


Which  is  the  best  possible 
way  to  go  abroad? 


Better  salaries 

56% 

■  YES 

87%  ^  fake  up  a  certificate 

Better  living  standards 

22% 

m  no 

2% 

irom  an  institute  in  India 

21% 

More  freedom 

5% 

p|j  Don’t  Know 

11%  B  Apply  for  a  job  directly 

7% 

Gaining  knowledge 

9% 

Ask  your  existing 

Others 

8% 

employer  for  a  transfer 

4% 

Go  through  job 
consultants 

□  Fly  abroad  and  settle 


64% 

1% 
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CADENCE 

THE  WORLD'S  No.  1  EDA  COMPANY 

Leading  from  the  forefront  is  a  way  of  life  at  Cadence  Design  Systems  Inc.  Ranked 
amongst  the  10  largest  software  companies  in  the  world,  Cadence  is  also  the 
world’s  largest  supplier  of  Unix  based  software  applications.  It  is  the  world’s  If  1 
company  in  the  challenging  sphere  of  ELECTRONIC  DESIGN  AUTOMATION. 
Cadence  India,  a  fully  owned  subsidiary  of  Cadence  Design  Systems  Inc.,  is  located  in 
Noida  and  is  its  largest  Development  Centre  outside  USA. 

Today,  Cadence  continues  to  drive  the  EDA  industry,  leveraging  on  world  class 
technology  and  the  calibre  of  its  dynamic  professionals.  To  do  so  we’re 
aggressively  investing  in  new  technologies  and  complete  solutions.  Not  to 
mention  our  most  vital  asset,  professional  individuals  who  know  what  it  takes  to 
be  a  leader  in  a  standards-driven  operating  environment.  To  add  to  this  dedicated 
team,  we  are  looking  for 

ENGINEERING  MANAGERS 

You  must  be  an  Engg.  graduate  in  CS/ECE/EE  with  minimum  7  +  years  of  in-depth  experience  in 
all  aspects  of  Engg.  software  development  or  R&D.  CAD/CAE  experience  would  be  ideal,  though 
not  a  must. 

You  are  aiming  for  a  key  management  position  which  calls  for  exceptional  conceptual,  analytical 
abilities,  leadership  qualities,  communication  skills,  and  an  extraordinary  knack  to  identify  and 
latch  on  to  new  business  opportunities. 

You  are  also  expected  to  possess  good  people,  project  and  quality  management  skills. 

In  return  we  assure  you  a  highly  professional  yet  informal  work  environment  and  a  compensation 
package  that  is  extremely  competitive.  Mail  your  resume  superscribing  the  position  applied  for  or 
call  the  Corporate  Manager  -  Human  Resources  : 


CADENCE 


Cadence  Designs  Systems  (I)  Pvt.  Ltd. 

SDF  #  B8,  Noida  Export  Processing  Zone  P.O.  NEPZ,  Noida-201  305,  U.P.  INDIA 
Phone :  011-8-5-67314, 62842,  Fax :  011-8-5-62231,  email :  lndia_hrd@cadence.com 

LEADERSHIP  THROUGH  TECHNOLOGY 
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TCS  invites  Telecom  professionals 

With  these  very  words.  Bell  tested  the  working  of  his 
breakthrough.  Since  that  momentous  occasion,  six 
score  years  ago,  much  has  happened  that  has 
transformed  the  face  of  telecommunications. 
Changing  technologies  are  spawning  a  host  of 
communication  solutions.  And  we  at  TCS  are  in  the 
midst  of  it. 

TCS  and  Bell  Northern  Research  — 
Sounding  the  future 

In  tandem  with  BNR,  our  researchers  have  been 


Vibrant,  dynamic,  changing.  That  is  the  environment 
we  have.  To  be  a  part  of  it,  you'll  have  to,  well,  come 
here. 

What  the  future  demands  ? 

What  we  are  looking  for  are  telecom 
professionals  who  are  graduates/post 
graduates  in  electronics/  telecommunications. 
With  three  or  more  years  of  experience,  at  least 
half  of  it  in  software  development,  in  Switching, 
Transmission,  AIN,  ATM,  PCS,  ISDN  or  WANS, 
in  private/public  sector  organisations. 


"COME 


HERE. 


(Alexander  Graham  Bell,  First  Telephonic  Message,  1 874.) 


working  on  a  variety  of  cutting-edge  projects. These 
encompass  development  and  enhancement  of 
software  for  Digital  Switches,  Advanced  Intelligent 
Network,  Wireless,  Personal  Communication  Services 
and  ISDN,  Tools  Development  and  Testcase 
Automation.  Expertise  that  will  be  sourced  by  all  BNR 
research  labs  worldwide.  What's  more,  TCS-BNR  goes 
beyond  research  into  the  implementation  and  product 
sustenance  of  Telecommunication  Software. 

A  closer  look  at  the  TCS-BNR  lab  at  Borivali  will  reveal 
powerful  work  stations  running  sophisticated 
development  and  test  software.  All  interconnected  by 
Bell  Northern  Research's  global  corporate 
communications  network.  Which  allows  our 
researchers  access  to  any  BNR  lab  worldwide.  Or  even 
video  conference  with  other  researchers  globally. 


You  will  be  called  upon  to  take  responsibility  as  an 
independent  module  leader/project  leader  for  medium 
to  large  sized  projects. 

All  positions  being  offered  are  in  Bombay.  What  you 
will  be  provided  with  is  the  opportunity  to  grow,  learn 
and  be  at  the  forefront  of  the  global  telecom  revolution. 
Please  send  in  your  detailed  resume  to  : 

Chief  Manager-Personnel,  Tata  Consultancy  Services, 
Raheja  Estate,  Kulupwadi  Road,  Near  National  Park, 
Borivali  (East),  Bombay  -  400  066. 


Tata  Consultancy  Services 
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STO  (INDIA) 

BUILDING 


ROUND  THE  GLOBE 

Syntel  (India)  is  a  client  focused  organization.  We  strive  to  build  long  term  relationships  with 
our  clients*  by  providing  cost  effective  and  quality  services  on  schedule.  At  our  modern 
offshore  facility  at  SEEPZ,  300  self-motivated  professionals  work  on  a  battery  of  486/Pentiums 
workstations/terminals  connected  through  multiple  LANs  and  Gateways  to  two  64  kbps 
satellite  links  at  multiple  customer  sites.  We  specialize  in  developing  large  systems  on  the 
Mainframes  as  well  as  Client/Server  platforms. 


We  have  bagged  a  prestigious  contract 
involving  around  40  professionals  working  on 
IEF.  In  addition,  we  are  currently  executing 
multiple  large  contracts  for  two  prestigious 
European  customers  involving  skills  in  UNIX, 
C,  C++,  INFORMIX.  We  emphasize  on 
INFORMIX,  ORACLE  and  AS/400  as  our 
thrust  areas  for  our  European  markets  which 
we  have  already  penetrated. 

To  support  this  growth,  we  are  looking  for 
SOFTWARE  DEVELOPERS  and 
LEADERS  who  can  serve  as  vital  links  in 
the  chain  of  success.  The  incumbent 
should... 

•  be  an  Engineer/Masters  in  Science  with 
minimum  3-10  years  of  related 
experience 

•  have  good  communication  skills  and 
team  spirit. 

•  have  a  desire  to  keep  abreast  of  the 
latest  developments  in  the  software  field. 


Experience  in  INFORMIX,  ORACLE, 
AS/400  and  IEF  would  be  an  added 
advantage. 

What  we  promise  is  wide  exposure  and  a 
pay  packet  that  matches  the  best  in  the 
industry.  The  candidate  should  also  be  ready 
to  travel  overseas  in  keeping  with  business 
demands. 

Interested  candidates  may  please  mail/fax 
their  detailed  resume  within  1 0  days  quoting 
Ref.  No.  SSPL-09-95/CW/SW  to: 


The  Human  Resource  Department 
Syntel  Software  Pvt.  Ltd. 

Unit  No.  76,  SDF  III,  SEEPZ 
Bombay  400  096 
Tel  Nos:  (22)  838  9289/70/71 
Fax  No.  (22)  836  9179 


svisnrsi. 

Surging  Ahead 
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Chances  are,  of  the  ten  MBA-Engineers 
Bikram  Dasgupta  will  hire, 
eight  will  leave  in  the  next  six  months. 


Let’s  discuss  what  happens  to  the  two 

who  stay  behind. 

Anything  can  happen. 

They  could  be  heading  independent  profit 
centres.  Or  they  could  be  handling  a  multi-million 
dollar  project  somewhere  in  the  USA.  Or  for  all 
you  know,  they  could  be  equity  partners  in  a  new 
project.  At  Globsyn  anything  can  happen. 

While  evolving  a  new  work  ethic  and  an  entirely 
new  corporate  culture,  Globsyn’s  irrepressible 
Bikram  Dasgupta  (you’ll  be  calling  him  BDG)  has 
created  a  work  environment  that  attracts  the  best 
brains  from  the  finest  business  schools  in  the  land. 

Create  your  own  rules,  write  your  own  strategies, 
dream  your  own  dreams,  and  help  share  Bikram ’s 
vision,  of  creating  India’s  first  blue-blooded,  global 
organisation. 

The  work  is  exciting.  The  compensation  is 
obscene.  And  satisfaction  is  immeasurable.  But  the 
cerebral  pressures  are  high.  Deadlines  are  throttling. 

(Most  of  us  have  a  set  of  toothbrushes  in  the  office 
restroom)  And  performance  is  the  only  barometer 
of  our  rewards  programme.  You’ll  be  working  hand 
in  glove  with  BDG  on  a  number  of  innovative 
ventures;  brainstorming  on  strategies  and  charting 


out  some  of  the  biggest  corporate  gameplans  in  the 
land. 

No  wonder  it  takes  much  more  than  a  couple 
of  degrees  to  succeed  at  Globsyn.  Only  the  very 
best  survive. 

But  then  for  someone  who  has  himself  grown 
so  fast,  Bikram  is  quite  open  to  the  idea  of  people 
growing  at  gravity  defying  speeds.  So  if  you  think, 
you  have  atleast  two  Harvard  case  studies  and  one 
autobiography  in  you,  mail  your  resume  with  a 
recent  photograph  (sometimes  a  picture  can  say  it 
better  than  a  thousand  words)  to  BDG  himself. 

And  who  knows,  you  could  soon  be  shaking 
hands  with  BDG  over  a  cup  of  steaming  hot  coffee 
somewhere  in  Singapore. 

Good  Luck. 

GLOBSYN 

Global  Synergies  Limited 
'Globsyn  House’,  U*18  Green  Park,  New  Delhi  - 110016 
Tel :  6960364/68/72. 

Globsyn  is  an  equal  opportunities  employer. 
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JOIN  THE  COMPANY  THAT  MOST 
PEOPLE  FEEL  COMPLETELY  CHARGED  ABOUT 


RPG  Satellite  Communications  Limited  is  a  part  of  Rs.  4,000 

provide  state-of-the-art  VSAT  and  Satellite 
on  the  fourth  generation  VSAT 
and  financial  sectors.  The 


anPG 

«  a.  r  <r  o  a* 


collaboration  with  NEC 
satellite  communication  technology 
form  a  team  of  dedicated  career 


!§% 

•  Crore  RPG  Enterprises.  It  will 
communications  services  based 
technology  to  corporate,  business 
company  has  technical 
Corporation,  Japan  a  world  leader  in 
and  equipment.  The  company  intends  to 


|  oriented  personnel  at  various  locations. 


REGIONAL  SALES  MANAGERS 


BANGALORE  AND  BOMBAY 


The  candidate  should  be  B.E./MBA  from  a 
reputed  Institution  with  atleast  8  to  1 0  years 
of  sales  experience  in  IT/Telecom  Industry 
or  hardcore  sales  experience  with  a  proven 
Track  Record  in  Service  Industry. 


SR.  EXECUTIVE/EXECUTIVE-SALES 


BANGALORE,  BOMBAY  AND  CALCUTTA 

The  Candidate  should  be  a  B.E.  (Electronics 
or  Communications)/MBA  with  4  years  of 
Experience  in  IT  or  Telecom  Industry  in  Sales. 


ENGINEERS 


BHOPAL 

The  Company  is  looking  for  fresh  Graduate  Engineers 
holding  P.G.  Diploma  in  Radio  Communication  / 
Computer  Science  from  a  reputed  Institution. 


All  the  above  positions  require  excellent,  analytical,  communication  and  interpersonnel  skills.  For  all  the  positions 
we  are  looking  for  relevant  experience  in  IT/Computers/Telecommunications  Industry.  The  organisation 
offers  you  an  attractive  remuneration  package,  besides  an  environment  which  is  professionally  managed  and 
nurtures  your  skills,  knowledge  and  attitude  for  you  to  contribute,  develop  and  grow.  In  case  you  wish  to  take 
up  any  of  the  above  challenges,  then  please  courier  your  Resume  within  10  days  with  recent  passport  size 
photograph,  superscribing  the  envelope  with  the  post  applied  for,  mentioning  your  location  preference  to  : 

Atul  Chaturvedi,  Manager  -  Pers.  &  Admn. 

RPG  Satellite  Communications  Ltd. 

Sangam  Cinema  Complex,  III  Floor,  Sector  IX,  R.K.  Puram,  New  Delhi  -  110  022 
Tel.  :  011-6117597,  6112232,  6118335  Fax  :  011-6117693 

THE  BEST  VSAT  NETWORK 


imPG 

S  A  T  C  O  M 


Imagination/RTG/895 
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Genisys 

Software 


REQUIRES  HIGHLY  SKILLED  COMPUTER  PROFESSIONALS 

GENISYS  SOFTWARE  is  a  flagship  of  the  GENISYS  Group  of  computer  companies  based  in 
the  UK.  One  of  the  fastest  growing  companies  in  the  UK,  the  Group  has  a  registered  growth  rate 
of  35%  and  a  turnover  of  Rs.  1000  million  equivalent. 


GENISYS  SOFTWARE  specialises  in  application  development  using  the  latest  technology  and 
has  a  client  list  which  includes  many  reputed  companies  in  the  UK,  Europe  and  the  US.  In  order 
to  meet  the  growing  requirements,  the  company  has  set-up  a  software  development  centre  in 
Bangalore  on  a  100%  EOU  basis.  For  this  unit,  the  company  needs  professionals  in  the  following 
areas. 


RDBMS  & 
TOOLS 

OTHER  DBMS 
COBOL, 
TOOLS  & 
LANGUAGES 


ORACLE  7,  FORMS  3/4,  SYBASE,  INFORMIX,  INGRESS,  PROGRESS, 
GUPTA  SQL. 

DB2,  CICS,  CSP,  APS,  ADW,  IDMS,  ADSO,  IMS,  DB/DC.  TELON, 

C,  C++. 


OOPS/ 

GUI 

OPERATING 

SYSTEMS 


POWERBUILDER  3.0,  VISUAL  BASIC,  VISUAL  C++,  MS  WINDOWS 
WINDOWS  SDK,  SMALL  TALK,  MOTIF,  X- WINDOWS 

UNIX,  DOS,  WINDOWS  NT,  UNIX,  NOVELL  NETWARE,  MVS/XA 


CASE  TOOLS 


ORACLE  CASE,  EXCELERATOR,  IEF,  SILVER  RUN,  ISE, 
TURBO  ANALYST. 


Selected  candidates  could  have  opportunities  for  overseas  travel.  Remuneration  package  will  be 
commensurate  to  skill  and  experience. 


Kindly  mail  your  resume  to. 


GENISYS  INTEGRATING  SYSTEMS  (INDIA)  PVT.  LTD. 
122/B,  K.H.B.  Colony,  5th  Block, 
Koramangala,  Bangalore  -  560  095 
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SOFTWARE 

PROFESSIONALS 


A 

I  In  excellent  opportunity  to  become  part  of  a  highly  professional 
software  development  team  with  100%  software  export  target  to 
leading  European  Banks  and  Financial  Institutions.  Software 
development  will  use  object  oriented  tools  and  techniques. 

If  you  have  between  2  to  10  years  esperience  as  a  software 
professional  with  recent  involvement  in  a  GUI  based  application 
software  development...  you  are  a  team  player,  organised,  analytical 
and  methodical  by  nature...  looking  for  a  rewarding  and  well  paid 
job...  then  apply  enclosing  detailed  CV  quoting  reference  ET/CW/ 
spl  in  confidence  to : 


Eon  Technologies  Private  Limited 

C/o  Media  Transasia  (India)  Ltd., 

K-35,  Green  Park,  New  Delhi  - 110  016. 


Visit  us  at  IT  ASIA’  95, 6th  -  9th  December,  1995,  Hall  No.  9,  Stall  No.  255  -  265,  Pragati  Maidan,  New  Delhi. 


AT&T’s  complete  communications  solutions  are  now  in  India.  Giving  you  plenty  to 
chew  over  during  your  next  working  lunch. 

Our  wide  range  of  technology  is  already  reaching  out  across  the  country.  In  partnership 
with  VSNL,  we  have  been  providing  long  distance  phone  services  to  the  US  for  over  25 
years.  Our  alliance  with  the  Aditya  Birla  Group  aims  to  provide  basic  and  cellular  services 
to  consumers  and  businesses.  Switching  and  transmission  equipment  manufactured  by 
joint  ventures  with  the  Tatas  is  already  being  installed  in  the  Indian  network.  Our  project 
with  Finolex  to  manufacture  fibre  optic  cables  goes  onstream  in  early  1996. 

The  full  range  of  modern  AT&T  business  communication  systems  and  consumer 
products  is  already  available  in  India.  And  AT&T  is  also  bringing  together  computing  and 
communications,  to  provide  the  banking,  financial  and  communications  sectors  with 
breakthrough  information  solutions. 

In  fact,  with  our  alliances,  manufacturing  capabilities,  over  100  years’  experience 
and  the  unparalleled  achievements  of  AT&T  Bell  Laboratories,  we  are  best  equipped  to 
design,  build  and  operate  complete  state-of-the-art  communications  networks  in  India. 

Our  business  is  complex,  but  our  vision  is  simple.  We  want  to  help  bring  people 
together,  across  India  and  around  the  world.  Anytime,  anywhere. 


AT&T 

—  Your  True  Choice 


Mohan  Dev  House,  13,  Tolstoy  Marg,  New  Delhi-110  001.  Phone:  011-3310513 
NETWORK  SYSTEMS  •  MULTIMEDIA  PRODUCTS  •  GLOBAL  INFORMATION  SOLUTIONS  •  COMMUNICATIONS  SERVICES 


Rediffusion/Del/ AT&T/02995 


Dynamic  corporations  operating  in  today's  environment  need  to  teed  on  information  that's  fresh.  Especially  in  situations 
where  mission  critical  data  is  pouring  in  from  multiple  sites,  e.g.  reservation  status  for  passengers  at  any 
location.  NUT  introduces  Replication  Server  technology  to  manage  distributed  data  exchange  reliably. 
Pioneered  by  Sybase  and  proven  over  1,000  sites  worldwide,  including  India,  it  replicates 
data  quickly  over  all  locations,  in  case  of  breakdowns,  the  data  is  updated  the  moment 
the  fault  is  rectified.  So,  if  you  need  to  be  served  data  that's  more  fresh  than  stale,  quickly  SERVER 


Sybase* 

OJENT/SERVER  RDBMS 

FROM 


out  and  fax  this  coupon  to  us. 


All  Trademarks  acknowledged 


Serves  data  fresh. 


Mudra:NIIT:0150 


YES,  I  am  interested  in  knowing  more  about  how  I  can  use  Replication  Server. 


CW :  1 


Is  what  you're 

on  fresh? 


VISIT  US  AT 
BETWEEN 


HAU  #11,  STALL  NO. 
DEC.  6TH  &  9TH,  1995. 


1150,  PRAGATI  MAIDAN, 


My  Name - Desig _ Deptt _ _ _ 

Company  Name _ _ _ Address _ _ _ 

_ City _ PIN _ Tel.  Nos _ Fax _ 

Please  note  :  Photocopy  the  ad,  fill  and  fax  this  express  enquiry  coupon  to  Product  Manager,  Sybase  at  68 1 7344,  6482053  or  6475892  (Delhi). 


